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America Fore Group : J. L. Bennett Elected 
Reports Excellent as; . President Canadian 
Progress in 1952 THE Life Underwriters 


edie seek Week Wien LONDON & District Manager in British Colum- 
bia for Dominion Life Long 


,000, ; Fidelity- 
"Phenix's Over $253,700,000 L A NC AS 4 { R E : Active in Association 
PROFITS FOR FIRE’ UNITS re R ) T) ) ¥ A. J. ELDER IS CHAIRMAN 


President Christensen Reveals Im- = First Award of John A. Tory 
provement in Casualty But Ne Medal Goes to Prudential of 
Not Enough for Profits ’ America Representative 


Annual statements of companies of At the annual meeting of the Life 
the America Fore Insurance Group giv- Underwriters Association of Canada held 
ing results of underwriting and invest- Dependability in Toronto, January 23-24, John L. Ben- 
ment operations for the year ending De- : nett, a representative of the Dominion 
cember 31, 1952, have been released by + Life Assurance Co. at New Westminster, 
President Frank A. Christensen. Strength Service B. C., was elected president of the asso- 

Assets of the Continental increased ciation for the ensuing year. 
from $269,897,632 to $292,036,943; the Fi- Departmental Offices at Mr. Bennett was born in Ireland and 
delity-Phenix Fire, from $234,551,324 to Chicago and San Francisco came to Canada in 1911 at a compara- 
$253,742,375; Niagara Fire, from $72,763,- Hartford New York tively early age. He served overseas 
850 to $79,002,920; American Eagle Fire, | during the war of 1914-18, with the 50th 
from $61,376,559 to $65,834,942; and Fi- Infantry Battalion. On his return from 
delity & Casualty of New York, from overseas he moved to British Columbia 
$162,206,881 to $186,792,165. and in 1934 entered the life insurance 
business with the Dominion Life. He 











Profits for Fire Companies 
Statutory underwriting profits of $,- 
700,635 for the Continental, $4,933,004 for the | 
ganization and in 1938 was appointed 


the Fidelity-Phenix, $534,020 for the e @Es aniz 
Niagara, $839,616 for the American isq@ i 4 y district manager at New Westminster 


- T « - “ - s « ps ¢ 
Eagle, were reported. The Fidelity & e P He has served two terms as president 
Casualty Co. reported a $2,181,602 statu- 4. income of the Life Underwriters Association of 

7 New Westminster, and in 1948 was na- 


tory underwriting loss for the year. pa AGT Re onto: yaa iale Me fie 

Surpluses for the protection of policy- Provision tiona agers ‘wee ee nent "9 ——— 
holders were reported as follows: Con- Columbia. More recently he has served 
tinental, $203,460,118; Fidelity- Phenix, as a member of the board of directors 
$183,367,091; Niagara, $50,424,041; Ameri- of the National Association. ay 
can Eagle, $41,876,040; Fidelity & Casu- $10 per month per $1,000 insurance : ace- Mr. Bennett is also eae 
alty, $64,662,306. of-mind protection against the living death of total and verte: Sane? Orgaizations and in com 

The America Fore Group paid out 
over 14 million dollars in Federal, state 
and local taxes. features which puts the GUARDIAN Field Man in a 

Commenting on the results experi- a tensively visiting many of the 70 local 
enced by the America Fore Companies preferred sales position. life underwriter associations across 
fast year, President Christensen told Canada and representing the Canadian 


shareholders in his report that although ) =: E : : 3 
fire losses continued to climb, fire rates For full details, please call life underwriters at meetings of various 
continued a downward trend. This year LIFE : life organizations, both Canadian and of 
also produced more serious maritime ACC! ‘ your nearest Guardian office. an international character. 
disasters than any other post World DENT 4. J. Elder, CLU, a Toronto represen 
War II year in the history of marine j “AND HEALTH IFE eee ee pe 

; LIFE-ACCIDENT AND HEALTH tative of London Life, was reelected 


insurance business. Notwithstanding, the aan ! 
the association’s board of 


companies enjoyed a satisfactory result chairman of ‘ 
on = 1 est ~~ os but GUARDIAN hk g UAR 0 ‘AN directors. 

with the trend unfavorable. . Rerascrenee neo bee The meeting was presided over by 
President Christensen also reported - Of g ch a a y : gener ‘ vests 4 
that although fidelity, casualty and *AMER\ Ke Iu Jules Derome, -U, the retiring presi- 
MIONCE dent. Mr. Derome is manager of one 
. : ae " or : 
(Continued on Page 23) of the Montreal branches of Sun Life 


oe AMERICA Assurance Co, 


: FIFTY UNION SQUARE NEW YORK 3 a Reports presented to the meeting in- 
Fire Dept. f dicated that 1952 had been a very suc- 
cessful year and a year of progress and 
Brokers & Agents OVER A BILLION DOLLARS INSURANCE IN FORCE achievement in a variety of fields. 
During the year 91 members of the 
association were granted the right to use 
Casualty & Surety the title and designation Charted Life 


(Continued on Page 11) 


has consistently been a leading producer 





in the company’s British Columbia or- 











munity work generally. 
permanent disability. This is just one of many attractive During his term of office as national 
president, Mr. Bennett will travel ex- 
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This is a reproduction of one of Penn Mutual's national advertisements. 


PENN Mutua. Business Is SOLD ONLY BY PENN MUTUAL CAREER UNDERWRITERS. 
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ew York Life’s Sales Training 


Career Conferences Held in Major Cities of Country; 
EK. L. G. Zalinski in Charge; How the Program Operates 


With the completion of eight career 
conferences held for new agents in 
major cities across the United States, 
the New York Life has launched one 
of the most comprehensive and intensive 
sales training programs in the life in- 
surance field, the company announced 
last week. Now in its first full year of 
operation, the program is already show- 
ing tangible results both in new agent 
productivity and in enthusiastic accep- 
tance by New York Life’s field force, 
company spokesmen said. 

Based on the principle of “learning 
through doing,” the program uses the 
case study approach. Building from a 
foundation of actual cases in New York 
Life’s agency files, it provides new 
agents with realistic problems, field 
projects based on them, skull practice 
and analysis and review. The training 
and assignment manuals provided with 
the program are written in simple, 
forceful language and take the new 
agent from single need selling through 
to estate analysis and planning. 


Conferences Last Year 


Career conferences are an important 
feature of the training course. They are 
held in each of New York Life’s sales 
divisions across the country for agents 
who have been with the company from 
four to six months. The new agent must 
have completed 16 weekly assignments 
and sold a minimum amount of insur- 
ance to attend these conferences. Cover- 
ing a period of three days, the confer- 
ences are under the general direction of 
experts from New York Life’s sales 
training division. Panel discussions and 
sales clinics, where individual problems 
are analyzed, feature the intensive three- 
day meetings. 

The eight career conferences held dur- 
ing 1952 were attended by 190 new 
agents, the company stated, averaging 
32 years of age and six months in the 
life insurance field. Their average new 
business since joining New York Life’s 
field force was $100,000. There are now 
683 men and women participating in the 
training program at various stages. 

After the career conference, trainees 
are presented with a second set of 


manuals containing an additional 18 
weekly assignments together with re- 
lated practice material. In conjunction 


with this phase of their training, which 
deals with the more complicated aspects 
of underwriting, new agents are given 
a visual sales tool called program units 
which deals with program selling and 
contains simplified tables for computing 
such factors as rates and social security 
benefits. A separate program units book 
is also being used as refresher material 
for the company’s established agents and 
is designed to help agents improve their 
sales on both a quantitative and a quali- 
tative basis. 

In a recent letter to the company dis- 
cussing the program, Laurence J. Acker- 
man, dean of the ‘School of Business 
Administration, University of Connecti- 
cut, said: “As a teacher, I find it a 
delight to see your material consciously 
follow the basic principles of learning. 
You have outlined the life insurance 
universe in broad, substantial dimen- 
sions first, and then have retraced your 
steps to fill in the parts. 

“The program increases the will to 
learn,” Dean Ackerman continued, “by 
fusing into the material examples and 
case histories which contributed to the 
growth and success of the top producer. 
To double the incentive, you have of- 
fered new and greater vistas of learning 





William A. King, manager, basic 


training (right), 


Jerry Saltsberg & Associates 


discusses the fine points of 


the New York Life’s new sales training program with Training Supervisor Michael 


M. McKenny (center) and Administrative Assistant Philip N. 
than 1,000 pages of 


them are more 


New York 


out on the table before 
veloped and written by 
the requirements of the basic training 
basic manuals used in the course. 


Life’s 
years. The framed certificate is awarded t 

course. In 
Also shown on the 


Lawton (left). Spread 
training material de- 
training division during the past two 
oO new agents who have successfully met 
front of the certificate are the 
table from left to right are 


tools for the agent’s use such as weekly and monthly planning schedules; material 


for the career conferences; the 


Life’s business insurance schools; the monthly sales training bulletin; 
underwriting. 
year course in advanced underwriting and for 


information bulletin on advanced 


now in preparation. 


with more substantial material and men- 
tal rewards if the participant in_ the 


program completes prior segments of it. 
Zalinski in Charge 


The organization and administration 
of so comprehensive a program are as 
important as its training techniques, 
spokesmen for New York Life pointed 


security 
booklets on the use of program units and a sales plan; 


guide; the new program units manual; 


material for New York 
and a periodic 
Additional material for a second 


new managers’ training program is 


direction of New York 
Life’s program is handled by a_ well- 
integrated team of training consultants 
and supervisors working out of the com- 
pany’s home office. Assistant Vice Presi- 
dent E. L. G. Zalinski, former managing 
director of he Life Underwriter Train- 
ing Council and executive vice president 
of the National Association of Life Un- 


out. Central 


Brooklyn Branch Sales Congress 


B. S. Bergen, H. W. Baird, S. C. Collins, P. S. Craigie, on 
Program; Carl E. Haas Is General Chairman; “Life 
Insurance Selling—1953 Model” This Year’s Theme 


The fourth annual sales congress of 
the Brooklyn branch of the Life Under- 
writers Association of the City of New 
York. which was well attended, was held 
on Thursday, of last week, at the Hotel 
St. George, Brooklyn. Theme of this 
year’s affair, which was under the gen- 


eral chairmanship of Carl E. Haas, gen- 
eral agent, Continental Assurance, was 
“Life Insurance Selline—1953 Model.” 


Mr. Haas is also administrative vice 
president of the branch. Other officers 
of the branch are Sophie Lubroth, presi- 
dent; Morris M. Besso, public relations 
vice president; Edward C. Dohse, educa- 
tional vice president; Robert J. Sayles, 
treasurer; Joseph Schulman, secretary. 
Mrs. Lubroth is the Brooklyn branch's 
first woman president. 


Speakers and Topics 


Speakers and their topics were Ber- 
nard S. Bergen, general agent, Mutual 


Life, Bergen-Eiber Agency, 
“Sell the Easy Way”; Harold 
W. Baird, CLU, agent, national commit- 
teeman, New York City Association, 
“The Business Insurance Road”; Stan- 
ley C. Collins, CLU, agent, Metropolitan, 
Buffalo, trustee. NALU, “Enduring Suc- 
Through Sales”; Paul S. Craigie, 
manager of sales training, Lilvy-Tulip 
Cup Corp., New York, “How Not. to 
Succeed Successfully.” 


Trust 
Brooklyn, 


cess 


Bernard S. Bergen 
Mr. Bergen said that there are two 
ways to sell life insurance, the hard way, 
that is, to try to be a salesman in the 


sense of having some one buy some- 
thing he really doesn’t want, and the 
easy way, that is, to have people buy 


from you because they want to, or want 
what you are selling. “When men un- 
derstand what life insurance will do for 
them,” he said, “they buy, we don’t have 


Program 


derwriters, is in general charge of the 
training operation. 
entire 


Control over the program rests 


with the 
Agent assignments are 
branch office 
grading and progress records are 
home office. Every 
three months detailed reports on the 
new agents are submitted to the com- 
pany’s field vice presidents. In addition 
to relieving branch office managers of 
the burden of administering the train- 
ing program, this method provides those 
in charge of the operation with a con- 
tinuing check on its effectiveness and a 
control on the progress of each agent. 

Every effort is made to keep the 
training program fluid and adaptable to 
new developments in the field, the com- 
pany noted. A steady stream of informa- 
tional bulletins are sent out from the 
home office on new ideas and techniques 
to supplement the existing training 
manuals; as sales promotion material is 
developed it is fitted into the training 
program so the new agent becomes ac- 
quainted with the company’s sales litera- 
ture and its use in terms of the sub- 
jects he is studying; training super- 
visors, appointed for each of New York 
Life’s field divisions, are continually in 
contact with branch office managers to 
discuss training procedures and to bring 
ideas and suggestions for improving the 
program back to the home office staff. 

To tighten further two-way communi- 
cation between field training and home 
noted, 


home office training division. 


reviewed by 
managers, but over-all 
cen- 


trally handled in the 


office supervision, the company 

a monthly bulletin called “Training for 
Sales Power” goes out to all agency 
men from the training division. It 


stresses individual accomplishment and 
features a particular idea or a suggested 
solution to a current selling problem. 
An important contribution to the suc 
the entire program has been 


cess oft 


made, and is being made, by the Man- 
agers’ Training Committtee, company 
spokesmen said. Formed in August, 1951, 


the committee is composed of a manager 


from each of New York Life’s field 
divisions. Its members helped establish 
the new training program by studying 


the material being prepared for it, by 
field testing many of its ideas, by sug- 
gestions and advice and by their leader- 
ship in selling the program to the entire 
field force. They are continuing to play 
a significant role in its further develop- 
it was pointed out, through pe- 
meetings with the home office 
division. 


ment, 
riodic 
training 





can find the problem, if 
his mind, then we can 


” 


to sell. If we 
we can fix it in 
help him solve it 

Sell for a specific purpose, 
advised, sell a definite idea. When you 
sell insurance for a specific purpose, for 
a definite need, the prospect is not in a 
why 


Mr. Bergen 


haze, he knows what he is buying, 
he is buying it, and what it will do for 
him. 


Settlement Options 


“Settlement options are the underw rit- 
er’s medium in selling for a purpose, 
Mr. Bergen continued. “Like prime 
colors of the rainbow, we can paint some 
beautiful pictures with this material and 
if we get the prospect to see the pic- 
tures clearly, skillfully by handling the 
settlement options, he'll want to make 
them come true. They'll make him think 
of insurance, not in terms of thousands 


(Continued on Page 13) 
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Northwestern Mutual 
Leaders for 1952 


OVER $68 BILLION IN FORCE 





ae i 00” Tg High i in Personal Sales; 
Tompkins Leads 
District Agencies 


all-time records for personal and 
Northwest- 
Co. 
Ostheimer, 


New 
district 
Mutual 
established in 
III, Philadelphia, 
Charleston, W. 
production of 


agency sales in the 


Life Insurance were 
1952 by A. J. 
and Deal H. Tompkins, 
Va. The total paid-for 
the company 
with $490,478,000 
the 
to Grant L. 


ern 


also set a 


new record and was 


10% 
cording 


previous ac- 
Hill, 
agencies. 

established 


ahead of year, 
vice president 
and director of 
Mr. Ostheimer 
mark for the company in personal sales 
$10,551,000. Others in 
include N. H. Seefurth 
Chicago; C. M. 
Todd, Chicago; J. N. 
Ohio; E. M. Klein, 
Clark, Milwau- 
and F. D. 


a new high 


with a total of 
Ten” 
S. McGiveran, 


the “Big 
and Ben 
Ohl, Toledo; J. O 
Meeks, Columbus, 
Cleveland; Warren, E. C 
kee; H. B. Ruhl, Detroit; 
Leete, Jr., Indianapolis. ; 

Among the district agencies, ; Mr. 
Tompkins again led the country with a 
record production of $4,353,000. Other 
leaders were J. A. Bellows, IJr., Tucson, 
Ariz.; K. L. Bragdon, Waterloo, Ia.: D. 
E. McTigue, Fort Dodge, lIa.; : 
Cardiff, Racine, Wis.; G. W. Dygert, 


Fort Wayne, Ind.; J. A. Rhomberg, Du- 
buque, Ia.; C. kK. Zug, Bethlehem, Pa.: 
A. Davis Baker, Worcester, Mass., and 
N. C. Cooper, Greensboro, N. C. 
National sales leaders among the 90 
general agencies of Northwestern Mu 
tual for the past year are J. Lowell 
Craig, Milwaukee; C. R. Eckert, De- 
troit; Willard L. Momsen, Milwaukee; 
Jamison & Phelps, Chicago; A. C. F. 


Finkbiner, Philadelphia; John R. Mage, 
Los Angeles; B. J. Stumm, Aurora, III; 
F. R. Horner, Madison, Wis.; P._ T. 
Allen, Buffalo, N. Y.; and E. V. Gettys, 


Toledo, Ohio. 

As of December 31, Northwestern Mu- 
tual had 1,476,942 policies in force for a 
total of over 68 billion dollars. 


Hoffman Made Dist. Manager 
For Massachusetts Mutual 


Gordon S. Miller, general agent of the 
Massachusetts Mutual in Philadelphia, 
recently announced the appointment of 
Robert L. Hoffman, as district manager, 


in Doylestown. Mr. Hoffman has been 
in the life insurance business 15 vears, 
seven of which have been with the 
Massachusetts Mutual. The district office 
will be located at 115 North Broad 
Street, Doylestown, Penna., and will 
service Bucks County. 

The establishment of this office is a 
further move in the expansion of the 
Philadelphia agency of the Massachu- 
setts Mutual which Mr. Miller has 
headed since April 1, 1951. At the time 
Mr. Miller took over the agency there 
were 11 full-time men and at present 
there are 26. In addition to the business 
from the full-time representatives, this 
agency does a_ substantial brokerage 
business. Paid-for business for 1952 will 
exceed that produced by the Philadel- 
phia agency for any year in the past 20 


State Group Meets on S-213 


The New York State Association of 
Life Underws riters will hold a special 
meeting to consider amendments to Sec. 
13 of the Insurance Law at Albany on 
Fridav. January 30, according to Benja 
min D. Salinger, secretary. 

The executive committee of the As- 
sociation held an all-day session in 
Albany, January 16, when they decided 
there should be a special meeting of the 
regular three delegates from 29 local 
associations plus state officers. 




















Harris & Ewing 

JOHN J. McCLOY 
John J. McCloy, chairman of the 
board of Chase National Bank of New 
York, has been elected a member of the 
board of directors of Metropolitan Life. 
During World War II Mr. McCloy 
was Assistant Secretary of War. Sub- 
sequently he was president of the Inter- 
national Bank for Reconstruction and 
Development (the World Bank), and 
S. High Commissioner 


more recently U. 
for Germany. He became chairman and 
a director of the Chase on January 19 


succeeding Winthrop W. 


of this year, 

Aldrich upon Mr. Aldrich’s retirement 
from these posts to be U. S. Ambas- 
sador to Great Britain. 

Mr. McCloy, an attorney, was born 
in Philadelphia and educated at Peddie 
School, Amherst College (B.A. °16) and 
Harvard Law School (LL.B. ’21), after 


studies to serve as 
with the AEF in 


his law 
artillery 


interrupting 
a captain of 
France. 

Since 
McCloy 


with the 


Germany Mr. 
consultant 
on certain 


returning from 
has been acting 
Ford Foundation 


as 








Box 2147, The Eastern Underwriter 
93-99 Nassau Street 


WANTED: 
AGENCY EXECUTIVE 


We need the services of a well-qualified man familiar with life agency 
department operations, and able to carry his share of the adminis- 
trative and training load. Position requires a man between ages 30 
and 40 who is a supervisor or assistant in the field, or is now in home 
office agency department. Complete experience history requested by 
return letter. Replies entirely confidential. This appointment augments 
present staff who know of this advertisement. Send photo. 


New York 38, N. Y. | 
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Century, University, 
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Washington. 
LL.D. degrees 
Harvard and 
universities, 
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as well 
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McCloy is a recipient of the Dis- 
Medal f 
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HEADS POTTSVILLE DISTRICT 


Appointment of 
manager of the 
of Baltimore Life 
Reighard joined 
at Loch Haven, 


John P. 
Pottsviile 
was 
3altimore 
Pa. 


Re 


(a; 


In 


announced. 
Life in 
1939, 


ighard as 
) district 
Mr. 
1935 


he was 


made staff superintendent and two years 


later 
pervisor. 
of the 
World War II, 
the Army. 


In 1942, | 
Shamokin, 
Mr. 


was apg to home 
1€ was made manager 
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Mutual Benefit in Texas; 
W. O. Catterton at Houston 


With the return to sales activities in 
Texas, Mutual Benefit Life of Newark, 
N. J., has appointed W. O. Catterton, 
CEU, sii S agent with headquarters 
at Houston. Alonzo Jensen has been 
named eee for the agency. 

Mr. Catterton has been associated 
with the Equitable Society for 15 years, 
the last five as agency manager in Hous- 


ton. He has served as president of both 
the Houston LUA and of the CLU chap- 
ter, secretary and treasurer of the Gen- 
eral Agents and Managers Association, 


and is a member of the Sales Executive 


Club, Chamber of Commerce, Houston 
Club and Braeburn Country Club, and is 
on the Board of Stewards of the St. 


Luke Methodist Church. 

A graduate of the ge hed of In- 
diana, in 1930 with B.A. degree, Catter- 
ton received his CLU designation in 
1942 and completed the management 
course of the LIAMA in 1947. From 
1942 to 1946 he served in the Navy with 
the rank of lieutenant commander. He 
was born in Virginia in 1908, is married 
and has two —- 


LINCOLN NATIONAL LEADERS 





A. L. Hallenberg, Jr., pene of the Year 
for Second Time; L. 
Mascotte Runner-Up 


For the second successive vear, A. L. 
Hallenberg, Jr.. Louisville, Ky.. repre- 
sentative of Lincoln National Life and a 
member of the D. W.. Hallenberg 
Agency, has been named the company’s 


Agent of the Year. He won this honor 
for the first time in 1951. L. C. Mas- 
cotte, CLU manager of the life depart- 
ment for O'Rourke & Co., in Fort 
Wayne, was runner-up for this top 
honor, and R. P. Rhodes, of the Roy B. 
Lanham Agency, Baltimore, Md., was 
third. This marks the fifth year Mr. 


Mascotte ranked among the company’s 
top three in competition for this honor. 
He won it in 1950. 

Each year, Lincoln National Life se- 
lects one representative for its Agent of 


the Year award. The honor is based 
not only on total volume of personal 
paid production, but also upon the 


agent’s general excellence in the field of 
insurance sales and service. Such quality 


factors as persistency of business and 
average size of policies also play an 
important part in the determination of 
the award. 

In winning his company’s top-ranking 
honor for sales work, Mr. Hallenherg 
added this laurel to a sales record of 
unusual brilliance. He joined Lincoln 


National in 1946 and has now qualified 


for the Million Dollar Round Table for 
the fourth consecutive year. He has 
won the National Quality Award every 


vear without exception, and has regu- 


larlv qualified for the companv’s top- 
ranking convention club as well as its 
ton honorarv sales) organization, the 


Minute- Men Club. 
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Joseph Jeffery Made 
London Life President 


McPHERSON BOARD CHAIRMAN 


Robert H. Reid, Vice President and 
Managing Director, Becomes Execu- 
tive Vice President 


At the meeting of the board of Lon- 
don Life, London, Canada, January 22, 
Archibald McPherson, formerly presi- 
dent, became chairman of the board; 
Joseph Jeffery, formerly vice president, 
was made president, and Robert H. 
Reid, formerly vice president and man- 
aging director, was appointed executive 
vice president. 

Mr. McPherson will continue as chair- 
man of the executive committee. A di- 
rector of the company since 1923, he 
was appointed vice president in 1942 and 
president in 1948. He is also president 
of the Ontario Loan & Debenture Co. 

Mr. Jeffery became associated with 
the company 22 years ago as solicitor 
and became a member of the board in 
1941, a member of the executive com- 
mittee in 1946 and vice president in 
1948. An O.B.E., Mr. Jeffery is also a 
director of the Dominion Bank. 

Mr. Reid has been a member of the 
London Life organization since 1933, was 
elected to the board and to the execu- 
tive committee in 1938. He was made 
managing director in 1941 and in 1947 
vice president. He is also a director of 
Canadian Bank of Commerce. Abitibi 
Power & Paper Co. and Interprovincial 
Pipe Line Co. 


Aetna Life Announces 


General Agency Changes 

Several changes in the general agen- 

cies of Aetna Life have been announced 
by Robert B. Coolidge, vice president. 

In New Haven, General Agent G. Al- 
bert Lawton has taken his associate 
general agent, Leslie R. York, into part- 
nership. The new general agency, which 
will handle the expanding volume of 
business in this section of Connecticut, 
will be known as Lawton & York. 

The other two changes involve the 
Washington general agency. There Paul 
D. Sleeper has taken his associate gen- 
eral agent, Joseph F. Euler, into part- 
nership, the new general agency to be 
known as Sleeper and Euler. 

In addition to its Washington head- 
quarters, the Sleeper Agency also main- 
tained an office in Richmond to handle 
the business of the company throughout 
Virginia. Mr. Sleeper has asked to be 
relieved of the responsibility of manag- 
ing this office and, consequently, a new 
general agency, the James H. Neill and 
Company General Agency, has been es- 
tablished there. The agency will be 
headed by Mr. Neill, who has been in 
charge of the Richmond office since 
1945. 

The changes involving both the Wash- 
ington and the Richmond offices were 
recommended by Mr. Sleeper as a result 
of the rapidly expanding business of 
the Washington general agency. Al- 
though Mr. Sleeper will retain a finan- 
cial interest in the Richmond agency, 
the full responsibility for its manage- 
ment will be held by Mr. Neill. This will 
leave Mr. Sleeper and Mr. Euler free to 
devote their full time to providing an 
increased measure of service to the 
company’s clients and prospects in the 
Washington area. 


HAMILTON MANAGERS ELECT 

At the annual meeting of the Hamil- 
ton Life Managers’ Association, Hamil- 
ton, Ontario, the following officers were 
elected for the year 1953; president, John 
Shea, Mutual Life of Canada; vice presi- 
dent, J. Allan Wright, Standard Life of 
Edinburgh; secretary-treasurer, S. Blair 
Dunlop, North American Life. Directors, 
W. E. Pettitt, Travelers and A. F. 
Simons, Continental Life. 


Kenagy Plans Return to Teaching 


Loaned to New Jersey State Chamber for Educational Pro- 
gram, Vice President of Mutual Benefit Life Looks 
Ahead to New Activities After September 


The. Mutual Benefit Life has loaned 
Vice President H. G. (Andy) Kenagy 
to the New Jersey State Chamber of 
Commerce to act as a special consultant 
for the development of a broad program 
of economic and_ political education. 
President of the State Chamber is H. 
3ruce Palmer, just elected president of 
Mutual Benefit Life. 

Mr. Kenagy, who has headed the Mu- 
tual Benefit’s Department of Public 
Services, has served the New Jersey 
Chamber of Commerce for the past 
three years as chairman of its Commit- 
tee on Education. He has also been a 
member of the Public Information Com- 
mittee, taking an active part in the 
college visitation program through which 
a score of prominent New Jersey busi- 
nessmen have told the story of American 
business enterprise to the students of 
18 New Jersey colleges. During the last 
two years Mr. Kenagy has helped pro- 
mote the program of the Joint Council 
on Economic Education, an organization 
devoted to the improvement of economic 
education in the public schools. He is 
currently serving as vice chairman of 
the New Jersey Council. 

It is understood that Mr. Kenagy’s 
leave of absence from the Mutual Bene- 
fit is a preliminary move to his retire- 
ment from the company. It has long 
been his announced intention to return 
to college teaching and some of his 
close friends among the officers of vari- 
ous companies have been aware that he 
would be available to accept an appoint- 
ment as early as September of this year. 

‘“ ” ° ¢ <8 x 

Andy,” as he is familiary called by 
all his friends in the business, started 
out to be a college professor. Previous 
to, and just after, World War 1, he 
taught economics in a Missouri college 
and at Carnegie Institute of Technology. 
A Fellowship in applied psychology at 
Carnegie gave him special training in re- 
search as applied to sales and personnel 
problems, and he was assistant director 
of the Bureau of Personnel Research at 
Carnegie Tech when the life insurance 
company members of the bureau decided 
to organize the Life Insurance Sales Re- 
search Bureau, forerunner of the present 
AMA. He has told with pride how he 
helped Marshall Holcombe write the 
first research report ever issued by the 
old bureau. 

During the following five years, while 
the bureau was building its satininicietieg 





De Pau isis Old tian Life 

Robert W. De Pau, Jr., of Miami, 
Florida, has joined Old Line Life with 
home offices in Milwaukee. As agency 





organizer he will carry on research and 
survey work in connection with a pro- 
gram of territorial expansion, according 
to Richard E. Imig, agency vice presi- 
dent. 

For the past 20 years Mr. De Pau has 
been in production and agency develop- 
ment. His ‘first eight years with Pruden- 
tial were spent in Chicago as an agent 
and assistant manager and in each posi- 
tion he led the entire company in pro- 
duction a number of years. In 1941 he 
became a district manager in Chicago 
and seven years later transferred to Mi- 
ami to manage southern Florida. The 
production record in both districts was 
improved over 200% under his supervi- 
sion, the bulk of the new business being 
Ordinary insurance. 

For the past three years the produc- 
tion of the Miami office was over $10 
million per year, and at the time of 
Mr. De Pau’s recent resignation his 
agency, with 71 agents and a total per- 
sonnel of 107, was one of the company’s 
largest district offices. 





Potter Studios 
KENAGY 


and organizing to attack the basic prob- 
lems of selling and agency management, 
Andy was heading up sales research and 
training for, successively, the Proctor & 
Gamble Co., and Armour & Co. When, in 
December, 1927, Marshall Holcombe in- 
vited him to “come back home,” he 
joined the bureau staff in Hartford and 
immediately began to organize the bu- 
reau’s research and survey material on 
agency management for teaching pur- 
poses. In February, 1929, he conducted 
the first Agency Management School 
and he continued in charge of the 
schools through 1935. 

When Andy went to the Mutual Bene- 
fit in 1936, he put strong emphasis on 
sound training in both selling and 
agency management, and took personal 
charge of the company’s schoois for 
general agents and supervisors. To help 
with institutional education he found 
time to teach evening classes for the 
Insurance Society of New York and 
Upsala College of East Orange, N. J. 
These contacts with students kept alive 
the interest in teaching to which he 
proposes to give full scope in the near 
future. . 


Counts ame pian Oakland 
Branch; D. G. Swink Mer. 


The Canada Life Assurance Co. an- 
nounces the opening of a new branch 
office at Oakland, Calif. Company 
branches are already established on the 
West Coast, at Los Angeles, San Fran- 
cisco, San Jose, Seattle, Portland, Van- 
couver and Victoria. 

Darwin G. Swink ha been appointed 
district manager in charge of the Oak- 
land branch. A native of Wilmington, 
Del., Mr. Swink had already enjoyed a 
successful record in life insurance sales 
supervision in California before joining 
the Canada Life. He was a former lieu- 
tenant in the United States Navy. 


Bills to Extend Charters 


Among insurance bills before the Con- 
necticut General Assembly are those to 
extend the charters of the Hartford Life 
Insurance Co. which operated before 
1900 and now owned by the Hartford 
Fire; and that extending the life of the 
Travelers Life Insurance Co. There is 
no intention at this time to activate 
either company. 


N. Y. Group Commission Bill 


State Senator William F. Condon, 
chairman of the senate insurance com- 
mittee, has introduced in the New York 
legislature a bill amending Section 204 
of the insurance law to require domestic 
insurers and foreign or alien insurers 
doing business in the state to file with 
the Insurance Superintendent schedule 
of rates of commission, compensation 
and other allowances to agents pertain- 
ing to Group life insurance wherever 
transacted; and prohibits payment in 
excess of that determined on basis of 
schedules. 


LIAA Committee Chairmen 


Chairmen of the committees of the 
Life Insurance Association of America 
for 1953 have been announced by Mor- 
ton Boyd, association president and 
president of the Commonwealth Life. 
These committees are in addition to the 
joint committees which represent both 
the association and the American Life 
Convention. The association’s commit- 
tee chairmen are as follows 

Anti-trust—Joseph H. Collins, general 
counsel, Metropolitan Life; auditing— 
William Chodorcoff, second vice presi- 
dent and associate comptroller, The Pru- 


dential; budget—Malcolm Adam, presi- 
dent, Penn Mutual Life; coordination of 
activities committee —Louis W. Daw- 


son, president, Mutual Life of New 


York; electronic equipment—-Devereux 
C. Josephs, president, New York Life; 
committee to confer with NALU on 


C. Manton Eddy, vice 


group insurance— 
Connecticut 


president and secretary, 
General Life; health insurance council 
committee—M. C. Nichols, vice presi- 
dent, Provident Life & Accident; invest- 
ment research—Robert B. Patrick, fi- 
nancial vice president, Bankers Life of 
Des Moines; membership—J. Howard 
Oden, president, North American Reas- 
surance; nominating—William J. Cam- 
eron, president, Home Life of New 
York; program—Peter M. Fraser, presi- 
dent, Connecticut Mutual Life. 


General American Life’s 


Regional Sales Meetings 
General American Life is conducting 
nine three-day regional sales conferences 
for its field representatives in centrally 
located cities throughout its trade terri- 
tory. These conferences are all sched- 
uled within a period of less nat six 
weeks. To date conferences have been 
held in Detroit, Harrisburg, St. Lou's, 
Memphis, and Abilene. 

Highlighting each of the regional 
meetings is the unveiling of a new 
General American Life merchandising 
plan that is the result of many soaeiiis 
of detailed planning and execution. The 
subjects covered include underwriting, 
sales markets, sales plans, methods, sell 
ing skills and techniques and company 
practices and regulations. Full use is 
made of visual and auditory equipment 
in presenting the material. 

Conducting the conferences is a team 
of four home office representatives head 
ed by President Powell B. McHaney 
Other members of the touring group are 
Vice President in Charge of Agencies 
Frank Vesser, Agency Supervisor Car] 
Lane, and Educational Director Charles 
Fritsche. 

All General American Life field men 
are invited and urged to attend with the 
pina aig as expenses being paid for 
those who have attained a modest pro- 
duction qualification. Total attendance 
at the regional conference is estimated 
at over 300. 


Illinois Deputy Glennon 
Joins Central Standard 


Joseph R. Glennon, who has been chief 
deputy of the Illinois Insurance Depart- 
ment and formerly chief examiner for 
the Towa Insurance Department, will 
on February 1 become associated with 
the Central Standard Life of Chicago. 
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Connecticut Mutual 
Has Its Best Year 


NEW INSURANCE IS _ $272,985,413 
President Fraser Reports In Force, 


Assets, at New Tops; Net Earned 
Interest Rate 3.54% 


The Connecticut Mutual Life had one 
of the best years in its 107-year history, 
President Peter M. Fraser said in mak- 
ing his annual report for 1952. 

Benefits to policyholders and 
ficiaries including dividends amounted 
to $72,425,606. Of this amount $15,376,675 
was paid to beneficiaries of policyholders 
who died during the year and $37,865,403 
was paid to living policyholders for ma- 
endowments, annuity payments, 
surrender values, dividends, and disabil- 
ity benefits. The remainder, $19,183,528 
was paid to policyholders and benefici- 
aries from policy proceeds and funds 
previously left with the company. 

Total rj insurance protection in force 
2,447,704,141, a gain of $174,- 
and the largest gain in 

In the past ten years 


bene- 


tured 


is now 
533,367 over 1951 
company history. 


the amount of insurance in force has 
been increased by more than $1% bil- 
lion, representing more than the total 


amount in force at the beginning of the 
ten-year period. 
New Paid for Business 

New life insurance placed topped the 
$4 billion mark for the second consecu- 
tive year with $272,985,413 paid for, $15,- 
539,248 more than in 1951. 

The average size policy was $6,540 as 
compared with $6,407 for 1951. 

The dividend scale has been increased 
for the sixth time since 1943, thereby 
decreasing the cost of life insurance to 
both old and new policyholders. The 
1953 dividend scale is 49% more liberal 
than the scale in effect ten years ago, 
President Fraser said. A total of $16,- 
000,000 will be distributed in dividends 
during 1953. 

Assets held by the company to insure 
payment of future benefits to policyhold- 
ers amounted to $954,798,925. The net 
rate of return on total assets was 3.54% 
as compared to 3.52% for 1951. 

Total payments to policyholders and 
beneficiaries since organization amounts 
to $1,153,091,415. 

Income and Its Distribution 
for the year was $147,- 


Total income 


725,243. An analysis shows that each 
dollar of total income consisted of 57.4 
cents from premiums, 24.8 cents from 


investment earnings, and 17.8 cents from 
policy proceeds and funds left with the 
company. 

The analysis also shows that for each 
dollar of income 49.0 cents was paid in 
benefits to policyholders and_benefici- 
aries; 37.1 cents was added to reserves 
and other funds to provide benefits to 
which policyholders or their benefici- 
aries will become entitled in the future; 
and 13.9 cents was paid for operating 


expenses (including taxes). 
For each 75.2 cents received from 
policyholders and_ beneficiaries, 86.1 








PETER M. FRASER 


part played by interest in the cost of 
life insurance. 

Interest Earnings 
gross rate of 
Mutual’s new 


return on 


The average 
invest- 


the Connecticut 
ments during 1952 was slightly above 
the rate for the previous year. For 
1952 the rate was 4.28% as compared 
with 4.006% for 1951. The gross rate of 
return on all invested assets was 4.11% 
as compared with 4.03% for 1951. 


The net rate of return on all the 
company’s invested assets, after deduc- 
tion of all investment expenses and 


after provision for Federal income tax 
was 3.54%. The net rate for 1951 com- 
puted on the same basis was 3.52%. 

The low death rate among policyhold- 
ers in recent years continued during 
1952. Death claims were paid under 3,524 
policies for a total amount of $15,376,675. 

Operating Expenses and Taxes 

The continuing high level of prices 

and wages affects the cost of operating 


a life insurance company just as it does 
other lines of business. President 
Fraser commented, the company makes 


persistent effort to keep increases on 
expense at a minimum while maintaining 
essential services to policyholders. 

The total oper: ating expenses of the 
year (including investment expense) 
amounted to $20,482,990. Expressed in 
terms of the company’s income dollar, 
this amounts to 13.9 cents the same as 
for 1951. 

The Federal income tax based upor 
the business of the year is estimated to 
be $1,780,000. The corresponding figure 
for last year was $1,593,854. 


All other taxes including state pre- 
mium tax and_= real estate’ taxes 
amounted to $1,794,852. For 1951 the 


corresponding figure was $1,713,428. 


Earnings From Insurance Operations 
and Dividends to Policyholders 
Commenting on the dividend increase 
for 1953, Mr. Fraser pointed out that 
the earnings from insurance operation 
are the chief source from which policy- 
holders’ dividends are paid. These earn- 
interest and 
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amounted to $22,978,433 and exceeded the 
earnings of the previous year by $2,- 
614,730. 

From the earnings of the year $16,000,- 
000 has been set aside by the Connecti- 
cut Mutual for policyholders’ dividends 
in 1953. This represents an increase of 
approximately $2,695,000 over the cor- 
responding figure a year ago. $1,195,000 
of the increase is due to the larger vol- 
ume of insurance in force and $1,500,000 
is due to the adoption of the increased 
scale of dividends payable to policyhold- 
ers in 1953. President Fraser said that 
the larger distribution under the new 
scale is made possible by the continuing 
favorable investment experience, favor- 
able rate of mortality among insured 
lives, and progress made by the com- 
pany in recent years in voluntarily 
strengthening reserves 

The interest rate of 34% on proceeds 
of policies remaining with the company 
under income settlement contracts, and 
3% on dividends left with the company 
to accumulate at interest, will be con- 
tinued during 1953. 


Year’s Inveetment Gains and Losses 


The net increase during the year in 
the Commissioners’ market value of the 
company’s stock holdings, and of the 
few bonds that are not amortizable, was 
$8,721,678. 

Reflecting the improvement in the 
rate of exchange prescribed by the In- 
surance Commissioners’ for valuing 
bonds payable in Canadian currency, 
there was an increase of $248,414 in the 
value at which these bonds are carried 
in the company’s annual statement. 

The net gain resulting from redemp- 
tions and sales of stocks and bonds dur- 
ing the year was $802,116. 

Premiums paid to the company during 
the year for the prepayment of mort- 
gage loans amounted to $241,724. 

For some time it has been the practice 
of the Connecticut Mutual to use a por- 
tion of the income from real estate pur- 
chased for investment to reduce the 
value at which each of these properties 
is carried on the company’s books. For 
1952 the amount so used was $765,212. 

Other asset adjustments amounted to 
a gain of $138,544. 

The net result of all these investment 
gains and losses was a gain of $9,387,264. 

The earnings from insurance opera- 
tions (after dividends to policyholders) 
of $6,978,433 and the net investment 
gains of $9,387,264 were allocated to spe- 
cial reserves and Unassigned Funds as 
follows: 


Bethea Agency to Meet 

Osborne Bethea, manager of the 
Newark agency of The Prudential, has 
announced an agency meeting to be 
held February 2. Speakers will be 
Gerard B. Tracy, manager of Pruden- 
tial’s Midtown Agency in New York and 
Ralph G. Engelsman, who recently estab- 
lished himself as a life insurance sales 
and training consultant. 


Hear G. A. L’Estrange 


G. A. L’Estrange, vice president, 
United American Life, Denver, was a 
speaker at the sales congress held re- 
cently in Grand Junction, Colorado, by 
the Western Colorado Life Underwriters 
Association. Title of Mr. L’Estrange’s 
talk was “Are We As Good As We 
Think We Are?” There were approxi- 
mately one hundred life underwriters 
and company executives present for the 
sales congress. 





Added to Security Valuation 


MRSEIWE Sheer lG An oda 11,052,491 
Added to Surplus (Unassigned 
PANGS) cs ecw iesia Sicighta siete eee 3,409,700 








$16,365,697 


Investment of the Connecticut Mutual’s 
Funds 


new investments made during 
amounted to $125,445,682. Of 
$53,974,942 represented the 


Total 
the year 
this amount, 


excess of cash income from premiums 
and investment income over cash ex- 
penditures, and $71,470,740 represented 


the proceeds of investments repaid, sold 
or matured. 

Purchase of bonds during the year 
amounted to $61,810,055. Included in this 
amount were $16,261,039 Government, 
state, province, county and municipal 
bonds, $18,176,302 Public Utility bonds, 
$4,249,106 railroad bonds, and $23,123,548 
industrial and miscellaneous bonds. 

Purchase of stocks during the year 
amounted to $2,985,517 and included pre- 
ferred stocks $2,401,466, capital stocks 
of bank and trust companies $373,500, 
and public utility common stocks $210,- 
551. In addition to new purchases, 4,500 
shares were received as stock dividends 
during the year. 

Mr. Fraser said that the company 
obtained a substantial volume of new 
loans during the year in the mortgage 
loan field. 


cents was either paid to them or added’ ings arise from mortality, 
to funds for their benefit. This was made costs of operation more favorable than Added to Market Fluctuation New urban mortgages amounted to 
possible by the interest earned on in- were assumed in the computation of and Investment Contin- $32,097,304 and new farm mortgages to 
vestments and illustrates the important premiums. For the year, these earnings gency Reserve ............ $ 1,903,506 $21,163,699. 
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Ad Agency Techniques 
In New Postal Program 


CREATED BY VICTOR BENNETT CO. 


Why Human Interest Newspaper Series 
Featuring Local Policyholders Pro- 
duced Results for N. Y: Company 


The new style of local human inter- 
est newspaper advertising of the Postal 
Life of New York has focused favorable 
insurance attention on Postal’s advertis- 
ing agency, the Victor A. Bennett Co., 
Inc., 511 Fifth Avenue, New York. The 
new ads which Postal ran last year in 
the local newspapers of two cities— 
Stamtord, Conn., and Rochester, N. Y.— 
actracted more than usual reader in- 
terest because the dominant factor of 
each ad was a human interest picture 
closeup of a Postal Life policyholder 
and a Postal agent. The objective was 
to make the local people aware of their 
local insurance problems and to acquaint 
them with their local Postal agents. The 
entire program was backed up by a 
strong direct mail campaign to the 
policyholder’s neighbors, associates at 
work and friends. Another direct mail 
campaign was aimed at local brokers. 

the response that greeted the new 
program in Dte amford and Rochester was 
“sweet music” to Postal Life and its 
general agencies in those cities, and to 
the Victor A. Bennett Co., which had 
prepared the advertising. Likewise, Pos- 
tal and its advertising agency were 
gratified when the newspaper ads won 
the Life Insurance Advertisers Associa- 
tion’s award for excellence in newspa- 
per journal advertising at its 1952 an- 
nual meeting in Montreal. This was one 
of the four awards won by the Postal 
at that conference. 


The Techniques Employed 


Interested in the techniques employed 
by the Victor A. Bennett Co. in the 
preparation of the Postal ads, a_re- 
porter of The Eastern Underwriter re- 
cently interviewed two top executives of 
that agency—Victor A. Bennett, presi- 
dent, and Edward D. Kahn, general 
manager. Significantly, the Postal series 
was based on the American Newspaper 
Publishers Association Bureau of Ad- 
vertising studies in the grocery field 
where it was found that the same hu- 
man interest approach employed in the 
copy and pictures in that field was 
equally successful in creating reader in- 
terest at the local level in life insurance. 
3oth the ad agency and the Postal 
worked closely with Bruce Robinson, 
insurance group supervisor of the 
ANPA Bureau, to make sure that the 
ads would be as effective as possible 
another indication of the care and ex- 
tent of work that went into the ads. 

The view held by Messrs. Bennett and 
Kahn is that people want to buy life 
insurance just as much as they want to 
buy the other essentials in life. How- 
ever, they made it clear to Roy A. Foan, 
Postal’s vice president, at the very out- 
set of their relationship with that com- 
pany, that insurance can be “sold” bet- 
ter by advertising—that it helps a sales- 
man in his follow-up and gives him an 
important added incentive to make calls. 
Furthermore, this new type of ad sug- 
gests new prospecting techniques to him. 





Human Interest Appeal 


Thus, in the Postal advertising, both 
local and institutional, the Victor A. 
Bennett Co, has concentrated on “ac- 
ceptance” for its client, in the belief that 
sales would result as a natural sequence. 
To bring the reader closer to the com- 
pany the newspaper ads featured Postal 
policyholders in their everyday lives, at 
home and in the office. They were pic- 
tured playing with their children, put- 
ting them to bed, pushing them on a 
sled in the snow, discussing business 
outside their firm’s office, putting up a 
grocery order, and even going over pro- 
posals inside the local Postal Life 
agency. Each ad featured a different 
“life” situation to suggest the needs 
that life insurance can cover. In addi- 


tion, something free was offered in each 
ad. 

“Of course this particular type of 
campaign requires more thought and at- 
tention than usual,” explained Mr. Ben- 
nett. “Each policyholder situation had 
to be carefully thought out for each ad. 
The only repetition of a theme I can 
recall was when we featured a Postal 
policyholder who celebrated a business 
promotion by buying a Postal policy. 
Shortly thereafter another Postal policy- 
holder did the same thing, and we used 
the same theme.” 

Postal attributes the high readership 
the ads enjoyed to “low selling” tech- 
nique coupled with high human inter- 
est. “We let the agents sell our poli- 
cies,” says Mr. Foan. “The ads intro- 
duced our agents to the readers and 
made people feel friendly toward them.” 

Another factor in this success was the 
special layout technique developed by 
Ed Kahn, which showed local people in 
a newsworthy situation involving life 
insurance—a large picture with an edi- 
torial style caption under it, accom- 
panied on the right-hand side by a 
smaller institutional-type ad with the 
give-away offer. 


Handles Longines and Rolls-Royce 
Accounts 

Indicative of its versatility, the Victor 
A. Bennett Co. has handled since its 
inception five years ago the entire ad- 
vertising account of the Longines- 
Wittnauer Watch Co., Inc., New York. 
The agency also handles all advertising 
and publicity in the United States for 
Kolls-Koyce cars as well as the Morris 
and MG cars of the Nuffield organiza- 
tion. 

For Longines, “the world’s most hon- 
ored watch,” the agency handles two 
network radio shows—the Longines 
Symphonette and Choraliers—and_ the 
television show “Chronoscope.” This is 
in addition to the Longines’ advertising 
in the general magazines and trade pa- 
pers. 

“Our philosophy, and also our ambi- 
tion,” said Mr. Bennett, “is to be the 
advertising counsel for a variety of top 
quality products and services in dif- 
ferent fields. Our accounts now include 
life insurance, chemicals, food, lumber, 
motor cars, watches, books and fashion. 
We do not handle competing or con- 
flicting accounts in the same field, but 
this would not preclude our participa- 
tion, for example, in insurance fields 
other than life where we could give 
the same quality of advertising thinking 
and service as we have devoted to 
Postal Life. We would welcome the op- 
portunity to work with a company in 
the fire, casualty or marine insurance 
field, or with a large general agency or 
brokerage organization operating in 
these fields.” 


Bennett Former Newspaper Man 


A native of High Wycombe, England, 
Mr. Bennett has lived in the United 
States for 22 years. He made a reputa- 
tion for himself in the daily newspaper 
and radio fields before establishing his 
advertising agency in 1948. His first post 
in the United States was as assistant 
general agent for the Great Western 
Railway of England, of which company 
his father, George V. Bennett, is a re- 
tired official. Thereafter he joined the 
New York Sun as its travel advertising 
manager, handling also the American 
business of the African Associated 
Newspapers. 

Mr. Bennett then created and_ pub- 
lished an aviation monthly called “Flite 
Plan” which gives. simplified airline 
schedules for all the commercial airlines 
operating out of New York City. He 
still owns this publication. 

Getting interested in the radio field, 
he became an account executive for 
WOR and was fascinated by the im- 
mense possibilities for radio advertising. 
For five years he served the Bremer 

3roadcasting Corp., which operates Sta- 
tions WAAT and WATYV, as vice presi- 
dent. Thereupon he embarked upon his 
advertising agency career 

Probably one of the main reasons for 
his personal interest in handling insur- 











THE HAPPY FOURSOME~—Vincent Melito, left, 
of James Hamill Associates presents a Postal Life 
Retirement Policy to Michael Spinelli, in his gro- 
cery store at 1274 North Goodman St. Mr. Spinelli 
says, “It’s a wonderful feeling to have this protec- 
tion to cover my wife, and daughter Nancy, and to 
know that when I retire there will be a monthly 
income check guaranteed for life. We appreciate 
what Mr. Melito and the Hamill Agency have 


done for us.” 











Be sure your insurance is 
up to date. Have one of 
our experienced Postal Life agents 
study your needs. Phone us about any 
questions you may have regarding 
your life insurance. , an no obli- 
gation, of course. 


YOURS — FREE! 


The ‘'Postal Budget- 
eer,"’ a hand book of 
envelopes designed 
to help you keep 
your household budg- 
et straight. Phone us 
for your free copy— 
or drop us a card. 


James H. Hamill 


Associates, Inc. 
Postal Life Insurance Co. 


45 Elm St. HAm. 9447 











Sample of Personalized Type Ad in Postal Life Series 





ance accounts is that he is a staunch 
believer in the helping hand of insur- 
ance and carries a substantial amount 
on his own life, along with an organized 
annuity program for Mrs. Bennett. 


Kahn Has Extensive 

Printing Background 
Before joining forces with Mr. Ben- 
nett about four years ago, Mr. Kahn was 
art editor and production manager of 
the Atlas Publishing Co., New York. 
Prior to that he taught printing for 
three years in the Boston Memorial 
High School of which he is a graduate. 


Manufacturers Life Paper 
Celebrates Golden Jubilee 


The News Letter, agency magazine of 
the Manufacturers Life, celebrates its 
Golden Jubilee in 1953—completing 50 
years of continuous monthly publication. 

The News Letter first came off the 
press in 1902 as a four-page leaflet, de- 
signed, as the first issue stated, to 
recognize the sales achievements of the 
Field Force and to keep the company 
organization informed of changes and 
trends companywise and saleswise. This 
wzoal still stands after 50 years, though 
the News Letter has gone through ex- 
tensive chz anges of style and format since 
then. The first major format change 
came in 1922 when the editors adopted a 
6” x 9” page size. And the January, 1922 
issue, containing 63 pages, was the larg- 
est printed up to that date. This format 
was used for 25 years, until, in 1947, the 
News Letter reverted to an 8%” x 11” 
page size. The editorial content of the 
magazine was also revised, as feature 
articles, photos, art work and color were 
more extensively used. 

The changes found favor in the critical 
eyes of contest judges, as in the past 
few years the News Letter has won 
several awards in ICIE and LAA con- 
tests. A notable factor in the winning 
of these awards has been the quality 
of the printing. And this has been in 
the hands of the same firm throughout 
the half-century. 

Now one of the oldest sales publica- 
tions on the North American continent, 
the News Letter is written by and for 
the field force of the Manufacturers Life. 
A large percentage of the articles the 
magazine contains every month are the 
contributions of its readers in the field 
in addition to their production achieve- 
ments—also recorded in the News Letter. 


He also studied at Boston University 
and Northeastern University. His first 
advertising job was with the Boston 
agency of Georgia Reid. 

Mr. Kahn’s well developed sense of 
good printing and layouts was one of 
his major assets in his first few years 
with the Victor A. Bennett Co. He was 
put in charge of production and art and 
did such a fine job that he was pro- 
moted to account executive. Postal Life 
is one of the accounts he handles and 
his work includes that company’s an- 
nual statements and trade journal ad- 
vertising. 


John Hancock Promotions in 
Underwriting Department 


Vice President Ross E. Moyer of John 
Hancock Mutual Life announced four 
promotions in the underwriting depart- 
ment. 

Leon B. Hovey was elected an assis- 
tant secretary, H. Arnold Houghton was 
appointed associate underwriting di- 
rector, and Thomas A. Walsh and John 
P. Sheehan were named assistant under- 
writing directors. 

Mr. Hovey, who has been with John 
Hancock since 1919, was an assistant 
manager of the underwriting depart- 
ment. He is a graduate of Yale Uni- 
versity and served in World War I as 
a Navy ensign. 

Mr. Houghton, an assistant manager 
of the department, has been with the 
company since 1924. A graduate of Har- 
vard, he is a member and past editor 
of the Home Office Life Underwriters 
Association. 

Mr. Walsh joined John Hancock in 
1930 after his graduation from Boston 
College. He was manager of the gen- 
eral agency division of the underwriting 
department before his promotion. He is 
a member of two home office committees 
and is vice president of the FCA, the 
employes’ association. 

Mr. Sheehan, whose title was manager 
of the district agency division of the 
underwriting department, has been with 
the company since 1924. A lieutenant 
colonel in the honorary reserve of the 
U. S. Army, Mr. Sheehan was awarded 
the Silver Star and Bronze Star medals, 
the Purple Heart and four battle stars 
during his five years of service in World 
War II. 
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H. B. Westering Made 
V.P., General Counsel 


SERVICE LIFE, OMAHA, CHANGE 





Lloyd Dort Continues as Consulting 
Counsel, Vice President; J. Bercovici 
Made Treasurer 
Lloyd Dort, general counsel of Serv- 
ice Life of Omaha for the past 20 years, 
counsel but con- 


has retired as general 


tinues as consulting counsel and_ vice 


president, it is announced by John A 
Farber, president. 

Howard B. Westering has been ad 
vanced from associate counsel to vice 
president and general counsel. He grad- 
uated from Creighton University’s Col- 


lege of Commerce and Law and was 
formerly law clerk to the U. S. District 
Court for the District of Nebraska. 


During World War II he served with 
the U. S. Marine Corps in the Pacific 
and is now a captain in the Marine 
Corps Reserve. 

J. Bercovici was advanced to treas- 
urer. He joined Service Life in 1933 
having been previously connected with 
Union Pacific Insurance Co. of Omaha 
which was merged with Service Life in 
1933. 

Mr. Dort joined Service Life in 1933 
when it was merged with Union Pacific 
Insurance Co. of which he was one of 
the officers and counsel. He graduated 
University of Nebraska College 
1908. He is a former assist- 
general and Commissioner 


Nebraska. 


trom 
of Law in 
ant attorney 
of Insurance of 


Named by Manufacturers 





KENNEDY 


RAYMOND J. 
Manufacturers Life has announced 
the appointment of Raymond J. Ken- 
nedy as agency assistant, Cleveland 
branch, where he will be associated with 
Branch Manager Carl H. Brubaker. 

Mr. Kennedy served with the Army 
during World War II. Before joining 
Manufacturers Life in 1950 he was em- 
ployed by the Republic Steel Corp. as 
an industrial engineer. Mr. Kennedy has 
qualified each year for the past three 
for membership in the company’s pro- 
duction clubs. 


Ralph L. Welch Appointed 

Ralph L. Welch has: been appointed 
general agent for Bankers Life of Ne- 
braska at Chicago according to an an- 
nouncement made by C. H. Heyl, agency 
vice president for the company. 

Mr. Welch has been in the life insur- 
ance business in Chicago for 16 years. 
Prior to his association with Bankers 
Life of Nebraska he was connected with 
the Great - West Life where he was ac- 
tive in personal production and broker- 
age development. 


James F. MacGrath Agency 
Names Agency Assistant 


The James F. MacGrath 
United States Life has announced the 
appointment of Alfred W. Friedrich as 


Agency ot 


agency assistant. He will be primarily as- 
signed to do field service work in the 
development of brokerage business. 
Mr. entered the life insur- 
ance business as an with New 
York Life in 1951, later transferring to 


Friedrich 
agent 


the Connecticut General. 

Mr. Friedrich is completing training 
at the University of Bridgeport. He 
served in the armed services in 1950- 
1951. Mr. Friedrich has been active in 
community publicity campaigns among 
civic organizations. 


F. H. Jacobson’s New Post 

Election of Frank H. Jacobson as vice 
president has been announced by E. 
Kirk McKinney, president of Jefferson 
National Life of Indianapolis. 

Since May, 1948, when he joined the 
staff of Jefferson National, Mr. Jacobson 
has been superintendent of the accident 
and health department. He will continue 
in that capacity. 





Lincoln National Leaders 
agencies in total 
volume for 1952 released by Lincoln 
National Life, show the N. H. Weidner 
Agency, Pittsburgh, ranking first among 
all agencies formerly representing Re- 
liance, and the Northern Indiana Agency 
with headquarters in Fort Wayne rank- 
ing first among all old organizations 
of the company. The Weidner Agency 
ranked first among all the agencies cur- 
rently representing Lincoln National 
Life, with the Northern Indiana Agency 
second, and J. D. Marsh & Associates 
of Washington, D. C., third. 


Standings of paid 


Paul Revere Group Report 

Paul Revere group operations for 1952 
gave the company a record year. New 
annual Group premium writings amounted 
to $1,700,000. In addition to increases on 
existing policyholders, the company 
added 361 companies located in 39 states 
and Canada to the total of its insured 
companies which now number _ 1,700. 
Analysis of new accounts reflected sub- 
stantial gains in both the 10-24 life and 
larger group fields. New writings of 
Group and employe life added over $23,- 
000,000 to the Paul Revere in-force 
account. 
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“Ts he conscious?!! He just sold me a $5,000 Life Insurance Policy!” 


Bankerslifemen Keep Selling 


Through all their conscious hours Bankers/ifemen are doing 


a good selling job. They probably would regain conscious- 


ness with their first thoughts being of a sale. 


How do they get that way? Bankers/ifemen are trained 


to sell from their earliest days in their agency offices ... 


and shown how to sell under careful field supervision. 


Backing up their selling is a fundamental knowledge of and 


belief in the life insurance contracts they have to offer. 


This honest and earnest selling approach makes the 


typical Bankers/ifeman, the kind of life underwriter you 


like to know as a friend, fellow-worker or competitor. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 





Made Executive Assistant 





GUY E. BRAMON, JR. 


Bramon, Jr., 
been an- 
Doyle DeWitt, president 


Appointment of Guy E. 


as executive assistant has 
nounced by J. 
of The Travelers Insurance Companies. 

Mr. Bramon 


in the executive department of the com- 


has been an assistant 


panies since 1948 and has been associ- 
ated with The Travelers since 1938 when 
he joined the organization in the office 
manager's department in the St. Louis 
office. 

In 1939, he was transferred to In- 
dianapolis as an assistant office manager, 
life and accident lines. In 1942, he 
entered the Naval Air Corps and served 
for four years. He was separated from 
active service as a lieutenant. 

He returned to the St. Louis office in 
1946 as general assistant office manager 


and in 1947 went to St. Paul as office 
manager. 
Mr. Bramon is a native of Berwyn, 


Iil., and received an A.B. degree from 
Washington University, St. Louis. 


New Agency Changes Made 
By Provident Mutual Life 


Provident Mutual, Philadelphia, has 
announced the opening of a second 
agency in Boston with offices at 575 
Boylston Street. The company has ap- 
pointed Edward R. Devereux, CLU, as 
manager of this agency and a New Eng- 
land territory which includes the Provi- 
dence, R. I, and Worcester, Mass., 
offices at their present location. 

Mr. Devereux is a graduate of Har- 
vard University, with further study at 
New York and Boston Universities. 
With a record of 11 successful years in 
estate and trust management, he en- 
tered the life insurance business with 
the Equitable Life Assurance Society. 

Coincidentally with the announcement 
of the appointment of Mr. Devereux, 
Vice President and Manager of Agen- 
cies James H. Cowles announced the 
appointment of Walter S. Brokaw as 
general agent emeritus in Providence. 

Appointments were also announced of 
Samuel J. Gummere as associate gen- 
eral agent and Roger W. Sherwin as 
supervisor of the Worcester agency. 
Mr. Gummere has been general agent 
of the Worcester office for the past 18 
years and in recognition of his years of 
service he has been asked in this new 
capacity to continue to serve his many 
friends and _ policyholders. 

Mr. Sherwin has had a number of 
years’ experience in the life insurance 
business, the last several of which he 
served under Mr. Gummere in Worces- 
ter. He is currently a member of the 
Provident Round Table. 


GENE McMURCHY APPOINTED 

Gene MecMurchy has been appointed 
assistant manager of the Oakland agency 
of The Prudential. 
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Provident Passes Billion 





R. L. MACLELLAN 


Provident Life and Accident has passed 
the billion dollar mark of life insurance 
in force. Announcement was made by 
President R. L. Maclellan, who said that 
the goal was passed late in December. 

The company attained the goal with- 
in 35 years from the time it first began 
writing life insurance Mr. Maclellan said. 
Of the billion dollar total, $500 million 
was added in the last four.and a half 
years. Organized in 1887, the Provident 
specialized in the accident and health 
field only until life insurance was 
added in 1917 to its other coverages. 

Mr. Maclellan attributed the com- 
pany’s life insurance growth to “the con- 
tinued expansion of a highly competent 
field organization and to the develop- 
ment of a wide range of pli ins to meet 
every life insurance need.” He empha- 
sized the contributions made by the four 
production departments, headed by vice 
presidents, M. C. Nichols, Group depart- 
ment; James E. Powell, accident de- 
partment; RR. Re Murphy, railroad de- 
partment; and Sam FE. Miles, life 
department. 

The Provident writes all forms of life 
and accident and health coverages, all on 
individual, franchise, and Group plans. 
Recently the company has been ap- 
proved for operation in three additional 
states—Connecticut, Vermont, and New 
Hampshire—increasing the territory to 
47 states and the Dominion of Canada. 


UNION HEALTH SERVICE, INC. 





First Voluntary Corporation of This Kind 
Organized Under 1951, Illinois, 
Statute 


Union Health Service, Inc., of Chicago, 
organized and incorporated ‘by Janitors’ 
Union, Local 25, is the first Voluntary 
Health Service Corporation to be organ- 
ized under a new law enacted by the 
1951 Illinois General Assembly. 

Under this statute, the corporation can 
render medical, hospital, dental, nursing 
and related health services to its mem- 
ber-subscribers. It is also authorized to 
own and operate its own medical clinic 
for the benefit of member-subscribers. 

The new corporation is controlled by 
a board of trustees, at lez ist 30% _of 
~vhom must be licensed physicians. The 
law requires that the private physician- 
patient relationship be maintained at all 
times and that members shall have a 
free choice of any of the participating 
medical personnel. Health service cor- 
porations are incorporated by the Direc- 
tor of Insurance, who is also charged 
with their close supervision and regula- 
tion. Thomas J. Burke of Chicago, is 
president of Local 25 and Dr. Herbert 
k. Abrams, also of Chicago, is the cor- 
poration’s first medical director. 


W. H. Whorf Promoted 


Promotion of William H. Whorf to 
senior consultant by the Life Insurance 
Agency Management Association has 
been announced by Charles J. Zimmer- 
man, CLU, managing director. Mr. 
Whorf joined the company relations 
division staff as a consultant in Novem- 
ber, 1951. 

Besides his consultation work with 
member companies, during the coming 
year he will work closely with LIAMA’s 
accident and health committee as _ staff 
representative to the group. In addition, 


he is a regular member of the staff of 
the schools in agency management and 
a member of the Manager’s Handbook 
editorial committee. His A & H booklet, 
The Third Hazard, is widely used by 
member companies and he has just writ- 
ten a new publication on selling accident 
and health. 

Before joining the association, Mr. 
Whorf was a Group representative and 
later a field supervisor for Paul Revere 
Life. A graduate of Amherst, he is a 
World War II veteran, having been dis- 
charged as a captain from the Marine 
Corps in 1945. 


Zeigen Speaks in Conn. 

Samuel L. Zeigen, general agent, 
Provident Mutual Life in New York, re- 
cently addressed a well attended meet- 
ing of the Life Underwriters Leaders 
Club of Connecticut, held at the Hart- 
ford Club. His subject was “Estate Tax 
Form 706.” 

This was an all day session at which 
Mr. Zeigen went into a lengthy explana- 
tion as to how this form can be used in 
the field to interest the client or his at- 
torney or accountant in estate planning. 





OH LADY 
BE GLAD! 





i= HAPPIEST HOLDERS of our new 
Multiple Benefit Savings policy are the 
working women who buy it. Why? 


Because it’s an endowment-like policy 
that helps its owner save money when 
she can, without requiring her to do 
so when she can’t. This appeals to the 
woman who wants insurance that is 
suitable whether she continues to work 
or gets married. 


Multiple Benefit endows if you wish it 
to. It may be exchanged for paid-up 
Life if you desire. And any time it’s 
necessary, the premium may be 
reduced — as much as 75% at some 
issue ages —and the policy continued 
as low-rate Life protection. 


Know any other policy so well 


designed for working women? 


“WE PAY AGENTS LIFETIME RENEWALS. 


‘A Star in the West...’*% 
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.. THEY LAST AS LONG AS YOU DO” 
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Claim Group Committees 
Named for Current Year 


ANNOUNCEMENT BY BERNHARD 





Kelly Appointed Program Chairman 
to Formulate Plans for Lake George 
Program, September 14-16 
Frederick T. Bernhard, claim manager, 
Home Life, president of the Interna- 
tional Claim Association, announces the 
association committee appointments for 

the current year: 

John G. Kelly, assistant general coun- 
sel, Mutual Life Insurance Co. of New 
York, has been appointed chairman of 
the program committee to formulate 
plans for the 4th annual meeting of 
the International Claim Association, 
which is to be held at the Sagamore, 


Bolton Landing, Lake George, N. Y., 
September 14-16. This will be the sec- 
ond visit of the association to Lake 


George. 

The complete personnel of the vari- 
ous committees are: Program: Mr. Kelly, 
chairman; Frederick E. Boes, Metro- 
politan Life Insurance Co.; Mrs. G. J. 
Cox, Canada Health & Accident Assur- 
ance Corp., Ontario, Canada; H. A. 
Davis, Occidental Life Insurance Co., 
Raleigh, N. C.; Walter T. May, Massa- 
chusetts Mutual Life Insurance Co., 
Springfield, Mass.; W. Franklyn White, 
Mutual Benefit Life Insurance Co., 
Newark, N. J. 

Welch Heads Entertainment Group 

Entertainment: O. D. Welch, chair- 
man, assistant secretary, Kansas City 
Life insurance Co., Kansas City, Mo.; 
F. A. Egegler, Washington National In- 
surance Co., Evanston, Ill; B. A. 
Heaith, Loyal Protective Life Insurance 
Co., Boston; Turner O. Houston, Pen- 
insular Life Insurance Co., Jacksonville, 
Fla.; J. D. Kirkendale, North American 


Life Assurance Co., Toronto, Ontario; 
John McAlexander, Bankers National 
Life Insurance Co., Montclair, N. J. 


Transportation: Leslie Bergman, chair- 
man, manager of claim division, Fidelity 
Mutual Life Insurance Co., Philadelphia; 
J. S. Cook, Companion Life Insurance 
Co., New York; Lester G. Griffin, Con- 
tinental Assurance Co., Chicago; Harry 
C. Tatchell, Independent Order of For- 
esters, Toronto, Canada; Joseph M. 
Williams, Columbian National Life In- 
surance Co., Boston; J. R. Willis, South- 
western Life Insurance Co., Dallas, Tex. 

Hotel Accommodations: Wallace Wes- 
chairman, manager of claim de- 
partment, Phoenix Mutual Life Insur- 
ance Co.; C. R. Evans, Hartford Acci- 


sels, 


dent & Indemnity Co.; E. M. Harris, 
Liberty National Life Insurance Co., 
Birmingham, Ala.; Ralph M.~ Lake, 


Travelers Protective Association, St. 
Louis; Roland W. Pierce, Philadelphia 
Life Insurance Co. 


Steudel Heads Auditing Committee 

Auditing: John D. Steudel, chairman, 
manager of claim department, Aid As- 
sociation for Lutherans, Appleton, Wis.; 
Charles J. Haight, Metropolitan Life 
Insurance Co.; S. M. Hardy, Sun Life 
Assurance Co. of Canada, Montreal; A. 


C. Mason, Vermont Accident Insurance 
Co., Rutland, Vt. 
Law: John W. Graham, chairman, 


Imperial Life Assurance Co. of Canada, 
Toronto; I. A. Graff, Minnesota Mutual 
‘ _— 


Life Insurance Co., St. Paul; E. 
Greenleaf, State Mutual Life Assurance 
Co., Worcester, Mass.; Lon Hocker, 


Missouri Insurance Co., St. Louis; Stan- 
ley L. Peterson, Aetna Life Insurance 
Co.; Herbert L. Schilpp, Provident Mu- 
tual Life Insurance Co.; Howard C. 
Westphal, Continental Assurance Co., 
Chicago. 


Tarnoff Off to Good Start 


Norman M. Tarnoff, general agent of 
State Mutual Life in White Plains, 
N. Y., who received his appointment last 
summer, is off to a good production 


start and is building both full time and 
brokerage. He is being assisted by his 
wife, Arline, who although new in life 
insurance, is catching on quickly. 


Mutual of N. Y. Leaders 

Jacob W. Shoul, field representative 
of the Boston agency of Mutual Life of 
New York, held first place among the 
company’s leading producers during 1952, 
according to Stanton G. Hale, vice presi- 
dent for sales. This marked the eighth 


consecutive year in which Mr. Shoul 
held first position. 
T. D. Harvey, Dallas, and J. Dudley 


Miller, of the Chicago (Persons) agency, 
ranked second and third, respectively, 
on the list of leading producers. 

In the number of paid applications for 
insurance, Samuel J. Levine, Chicago 
(Persons), headed all company under- 
writers for the year. Following him in 
second and third place, respectively, were 
Joseph J. Mullen of San Diego, and 
Henry Burich of Minneapolis. 

Sam S. Herwitz, of the Cincinnati 
ageny, was the fourth leading producer 
and following in order were Joseph N. 
Latiano, Pittsburgh; Charles Schiff, 


New York (Buesing); Emanuel A. Hy- 
man, Baltimore; Mrs. Eunice C. Bush, 
New Orleans; Preston Long, Louisville, 


and Samuel Heifetz, Chicago (Bash). 
Ranking fourth in number of paid ap- 
plications was Nicholas Aboltins, of the 
New York (Myer) agency. After him, 
in order, were Rotislav Didkowsky, New 


York (Myer); Julian L. Spencer, 
Charleston; Joseph Hetra, Pittsburgh; 
Lester W. Frees, Sioux City; Adrian 
Fisch, St. Paul, and T. Justin Myers, 


Scranton. 


for rapid development. 





N’western Mutual Agents 
Meet in Des Moines 


The Iowa Association of Agents of 
Northwestern Mutual Life held its 63rd 
annual sales conference at the Savery 
Hotel in Des Moines, January 19 and 
20. The group comprises the four lowa 
agencies of L. P. Schwinger, 
Cedar Rapids; J. H. Copeland, Daven- 
port; William C. Roeder, Sioux City, 
and Harold C. Myhre, Des Moines. 

In addition to leading producers of 
the state, the following 
officials came from Milwaukee to appear 
on the program: Robert E. Dineen, vice 
president; Willard H. Griffin, superin- 
tendent of agencies; Harold W. Gar- 
diner, educational director, and Charles 
B. McCaffrey, assistant director of 
agencies. 


general 


home office 








latent 


Total insurance in force doubled in four years! 


Grnual pacdfor tncvease — 
'51—Triple ‘49 
‘52—Nearly five times ‘49 


‘49—180% better than 1948 
‘50—Double ‘49 


That’s all new business paid for! 


In only four years of Agency operation we have 
two men who are million dollar producers, 

19 rapidly expanding General Agents, over 
1,000 men and women licensed with us— 


their number is growing every day! 


If you want to make remarkable records, too, {I 


we're the company for you. 


For success in Brokerage, surplus 
or full time, contact— 


Roy A. FOAN 


Vice President and 
Director of Agencies 
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POSTAL LIFE INSURANCE COMPANY 
511 Fifth Avenue, New York 17, New York 
GEORGE KOLODNY, President 


“One of the fastest growing life insurance companies in America. 
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ACTUARY WANTED 


Medium sized rapidly growing midwest life, accident and health 

insurance company has opening in actuarial department for man 

under age 35 with life insurance experience. Must be either Asso- 

ciate or Fellow of the Society of Actuaries. Wonderful opportunity 

Give full particulars. 

confidentially. Address Box 2142, The Eastern Underwriter, 93-99 
Nassau Street, New York 38, N. Y. 


Me 4e fe fe hy bn ben fen her hn tn, brn thee, hn, rn, Men Lr, Ln Me, An Me, An, Ln, An, Le, An, Ll, An, Mla, Ls, Mn Mn, Ml. An, A, Ms, Mr, An, Mr | 


Replies handled 





Gets Home Life of N. Y. 
“Agency Building Award” 





ADOLPH R. KLEIN 


The Chicago-Klein Agency of Home 
Life of New York, awarded the 
company’s “Agency Building Award” for 
1952 at an agency dinner held recently 
the and their 


Was 


for members of agency 
Wives. 

The award, given to the agency which 
the all-around record of 
progress in the company’s nation-wide 
organization, was presented by William 
J. Cameron, Home Life president, to 
Adolph R. Klein, CLU, manager of the 
agency. Also attending from the com- 
pany’s home office was Alan B. Doran, 
assistant vice president. 

In presenting the award, Mr. Cameron 
pointed out that last year the Klein 
Agency led the company in percentage 
of increase in production, was second in 
Group production, and made an _ out- 
standing record of agency growth. Its 
volume of new business showed a 41% 
increase over last year and placed the 
agency in second place in company 
standings. In addition, the agency ex- 
perienced a 20% growth in personnel 
and established a record of 90% quali- 
fication among eligible men for the 
Qualified Field Underwriters Conference 
of the company’s honor group of field 
underwriters. 

This is the second time an agency 
building award was given to the Klein 
Agency since its inception in 1938. The 
first award was won in 1943, 


shows best 





Mutual Benefit’s Property 
Planning Workshop Held 


A property planning workshop was 


held at Detroit this week by Mutual 
3enefit Life of Newark, N. J. Fourteen 
company representatives attended the 


three-day sessions where they partici- 
pated in discussions on estate and busi- 
ness insurance problems, and employe 
benefit plans. 

Director of Advanced Underwriting 
Services George B. Gordon and Attor- 
ney James C. Wriggins, both of the 


home office, directed the workshop. 
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Underwriter, CLU, having completed all 
requirements, examination and _ other- 
wise. 
First Tory Medal Awarded 

A feature of this year’s annual meet- 
ing was the award and presentation for 
the first time of the John A. Tory gold 
medal. This medal which will be awarded 
annually hereafter, was instituted in 
1952 by James M. Tory, CLU, as a me- 
morial to his father, the late John A. 
Tory, CLU. During his lifetime the late 





JOHN L. BENNETT 


John A. Tory was an outstanding figure 
in life insurance circles. He was one of 
the founders of the Life Underwriters 
Association of Canada in 1906. A Nova 
Scotian by birth, Mr. Tory made a great 
contribution to the community life of 
his adopted city, Toronto, and to the 
national life of Canada. John A. Tory 
died in 1950 in his 82nd year. Following 
in his father’s footsteps, James M. Tory 
is presently manager of one of the Tor- 
onto branches of the Sun Life Assurance 
Co. 

The John A. Tory medal will be pre- 
sented each year to the CLU graduate 
of that year who, in the opinion of the 
award committee, has achieved the most 
outstanding success in the writing of the 
examinations leading to the designation. 

The Gold Medallist for 1952 was ad- 
judged to be J. Benoit Gagne, CLU, 
representative of the Prudential of 
America in Victoriaville and Arthabaska, 
Quebec. The presentation to Mr. Gagne 
was by the donor, James M. Tory. 


State Mutual Life’s 1954 
Field Meeting in Florida 


State Mutual Life has selected Holly- 
wood Beach Hotel, Hollywood, Fla., 
headquarters for its 1954 national educa- 
tional field conference, it has been an- 
nounced to the field force by Vi ice Presi- 
dent Robert H. Denny. This is the first 
time State Mutual has scheduled a con- 
ference in Florida. 

The entire year 1953 has been set as 
the qualifications period. The company 
production leaders will have an extra 
day at the resort for round table discus- 
sions on business insurance, estate an- 
alysis and pension trusts. 


Made Training Supervisor 

Kansas City Life announces the ap- 
pointment of T. Lynn Prewitt as divi- 
sion supervisor to assist general agent 
of the company in training programs. 
Mr. Prewitt has taught in the Life In- 
surance Marketing Institute at Purdue 
University. 


Mutual of New York 
Has Increase of 12.5% 


WROTE NEARLY $314 MILLION 
President Louis W. Dawson Reports 
Insurance in Force at $4,649,000,000; 

New A. & H. Business 


Mutual Life of New York sold more 
life insurance in 1952 than in any year 
since 1931, with the single exception of 
1947, according to an announcement by 
Louis W. Dawson, president. Last year’s 
volume was nearly $314,000,000, an in- 
crease of 12.5% over the 1951 total. 

In a report on the company’s 1952 
insurance operations, Mr. Dawson said 
that on December 31 life insurance in 
force totaled $4,649,000,000 on 1,386,000 
policies. This compared with $4,516,000,- 
000 of insurance in force at the end 


1951. 

The company entered the accident and 
sickness insurance field on April 1 and 
by the year-end, after only nine months 
of operation, nearly 6,500 policies were in 
force, representing $476,000 in annual 
premiums. 

Life insurance benefits to policyhold- 
ers and their beneficiaries during 1952 
totaled $124,200,000, including dividends. 
This was $1,600,000 less than in 1951, 
primarily because the death rate among 
policyholders last year was the lowest 
for any year in the company’s history. 

Firty-four per cent of the benefits paid 
by Mutual Life in 1952 were “living 
benefits” that went to policyholders in 
the form of dividends, endowments, an- 
nuities and similar payments. 

Death benefits totaled $56,900,000 on 
about 16,000 policies. One out of every 
44 death benefit payments was on a 
policy that was less than five years 
old. 

The company last year received pre- 
miums totaling $150,800,000, includ’ng 
premiums for accident and sickness in- 
surance. However, dividends, or refunds, 
totaling $20,700,000 reduced the cost of 
life insurance, Mr. Dawson reported. 
Subject to final approval by the board 
of trustees at its meeting late this 
month, the dividends for 1953 will 
amount to $23,100,000, or about 11% more 
than last year. 


Great-West Volume Up 11% 
Schwemm Agcy. Leads Field 


Great - West Life new business in 1952 
totaled $327,000,000, an increase of 11% 
over 1951. Contributing to this total 
were the December results of $2,600,000. 
The company’s total business in force, 
which had passed the two-billion mark 
in June, reached $2,131,000,000 at the end 
of the year. This represents a gain of 
$240 million for the year. 

For the fifteenth consecutive year, the 
Earl M. Schwemm Agency, Chicago, led 
all Great-West branches. Having marked 
its one hundredth consecutive million 
dollar month in October, the Schwemm 
Agency went on to make it one hundred 
and two by year-end and recorded total 
new business for 1952 of $25,400,000. The 
California agency placed second with 
$16,400,000. Winnipeg was once again 
the top Canadian branch and third in 
the company with $15,000,000. The North 
Texas Branch in its second year of oper- 
ation moved into the top eight with over 
$7 million of production. 

Each of Great - West’s top ten repre- 
sentatives in 1952 produced over a mil- 
lion. Max Seigler led the company for 
the second: straight year with $1,370,000. 
He was closely followed by Harry Beube, 
CLU, of Hamilton. Others in the first 
ten were: Roy W. Smith, CLU, Calgary; 
James Hercus, Winnipeg: Morris Gal- 
nick, Shieagn H. J. Harris, CLU, Otta- 
wa; .H.-S:- Norman, Detroit: Ri .H, 
Threlfall, Minneapolis; Philip Dubinsky, 
Ottawa; and C.A.B. MacRury, Van- 
couver. 


Jay R. Benton Author of Article 
On New England Business Record 


In the Business Review Supplement of 
last week’s Boston Sunday Globe, Jay 
R. Benton, president, Boston Mutual 
Life, authored an article on the impres- 
sive business record made in New England 
last year. The article points out that the 
number of people at work in 1952 in the 
six New England states was nearly as 
high as the all-time peak set in 1951 
and their aggregate income was higher 
than it ever has been. New England- 
ers, as compared with their neighbors 
throughout the nation, took home larger 
pay envelopes, had 50% more cash in 
their savings accounts, spent more 
money at retail, carried more life in- 
surance, owned more than their normal 
share of home phones, radios and tele- 
vision sets and showed a higher per- 
centage of home ownership. 

Mr. Benton calls attention to the tre- 
mendous strides made last year in the 
life insurance business throughout the 
nation, the accomplishments achieved 
and the great good done for the people 
in New England by the life companies 
located there. 

Value to New England 

The article states that there are 
life insurance companies whose home 
offices are located in New England. 
Eleven are in Massachusetts, seven in 
Connecticut and in Maine, New Hamp- 
shire, Rhode Island, and Vermont, one 
each. 

The life insurance companies located 
in Boston, Hartford and other cities 
may properly be considered the greatest 
asset that business in New England can 
boast. Here are the total figures for 
the 22 companies: Assets, $13,912,000,- 
000; surplus, $1,118,000,000; investments 
in bonds and stocks, $9,000,000,000; mort- 
gage loans, $3,601,000,000. 

For the last year reported on, the to- 
tal payments, made under the term of 
the policies, amounted to over $897,- 
000,000 in just 12 months. Over $370,- 
000,000 were paid on death claims and 
over $526,000,000 to living policyholders. 

“In my opinion,” Mr. Benton states, 
“these policy payments are the most 
vital and significant aspects of our busi- 
ness, as they affect our policyholders 
and beneficiaries. Think of it, from 
January 1 to December 1, over $897,000,- 
000 paid to policyholders, their orphans, 
widows, parents, brothers, sisters and 
other beneficiaries, 

“These dollars put food on the table, 
paid for clothes, provided medical, 
dental, nursing and other care for hun- 
dreds of thousands of our people. It paid 
off mortgages on homes, kept businesses 
solvent and able to meet payrolls, sent 
boys and girls to college, and in a thou- 
sand other ways at a time of crisis 
served as a Godsend to those in need. 
The premium income for 12 months was 
$305,837,852. 

Directors’ Important Role 

“The life insurance business is highly 
fiduciary in character. Because this is 
so, it is subjected to a scrutiny and con- 
trol far beyond that imposed upon most 
business enterprises. Primarily, this 
trusteeship is exercised by the directors 
of life insurance companies. Directors 
are to be complimented for their willing- 
ness to assume the responsibilities and 
to give their time and energy to pro- 
mote the welfare of their companies for 
which their only compensation, except 
for a small fee for attending meetings, 
is the satisfaction of work well done. 

“Tt has been said that the first con- 
sideration in the selection of an insur- 
ance director is that of character. He 
must have the highest standard of busi- 
ness honor and a recognition of the ob- 
ligation of trusteeship which member- 
ship on the board of a life company im- 
lies. New England companies are for- 
tunate to have on their boards men of 
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Waid Studio 
JAY R. BENTON 


large affairs, whose valuable time is 
given unstintingly to the supervision and 
the directing management of the com- 
panies. 

“It should also be emphasized that the 
22 companies are a_ tremendous iene 
in supplying to New England men and 
women employment and business ca- 
reers. In the home office, in the field 
forces and in the branch offices through- 
out the six states, thousands of men and 
women have found positions in ideal 
surroundings and an opportunity, meas 
ured only by their abilities, to make a 
career in life insurance. 

“Few people, perhaps, realize the ex- 
tent of this contribution. A look at — 
simple figures tells the story. The New 
England companies employ no less than 
26,800 of the citizens of this area, divided 
into these two general groups. Exclu- 
sive of agents no less than 22,506 men 
and women find their livelihood with the 
companies, and there are 4,050 agents 
in 326 branch offices and agencies serv- 
ing the communities and the life insur- 
ance public.” 


West Coast Promotions 

West Coast Life has announced the 
appointments of Stephen S. Battlesom as 
superintendent of agencies in charge of 
administration, and Robert Cecil, CLU, 
as superintendent of agencies in charge 
of training. 

The new appointments were made in 
conjunction with a reallignment in the 
organizationé al structure of the com- 
pany’s agency department that replaces 
the present regional plan of supervision 
with a functional program. 

Mr. Battleson has been associated 
with West Coast Life for 29 years. He 
has served as supervisor of the policy- 
holders service department, manager of 
accident and health sales and inspector 
of agencies. In 1951 he was made a 
superintendent of agencies, serving in 
that capacity until his recent appoint- 
ment. , 

Robert Cecil entered the life innsur- 
ance business with West Coast Life in 
1935, immediately after graduating from 
Stanford University Graduate School of 
3usiness. He served as assistant man- 
ager and later as manager for the com- 
pany in the Philippine Islands. 

After his return to the United States 
in 1945, he became manager of the com- 
pany’s Los Angeles agency. In 1950, he 
was appointed inspector of agencies and 
in 1951 was made a superintendent of 
agencies, serving in the latter capacity 
until his recent appointment. 
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Sol Huber Associates 
Estate Planning Film 


“HOW TO PLAN YOUR ESTATE” 





Story of “Estatology” Was Produced 
at Huber Agency’s Expense and 
Designed for the Layman 





sponsored by Solo- 
officially 
showing 
Hotel 


idea, 


A novel program, 
Huber 
last 


was 
the 


mon Associates, 
launched 
of sound picture 
Russell, New York. 
which was conceived by Solomon Huber, 
for Mutual Benefit Life, 
New York, is to 


week with 


slides at the 


Purpose of the 


general agent 


370 Lexington Avenue, 


educate the layman on the pitfalls he 
may encounter through the use of any 
documents that he has drafted in the 


interest of his estate. This represents a 
effort in the 
as the 
at its own expense 


pioneering general agency 


ranks, inasmuch films were pro- 
duced by 
and designed for the layman. 

Titled “How to Plan Your 


the production consists of 89 slides with 


the agency 


Estate,” 
recorded commentary synchronized with 
and has a running time of 
27 minutes. The 
tally been shown before trade and pro- 


each picture 


films have experimen- 


marked success. 
Huber 


the films before 


fessional groups with 


Representatives of the agency 


attend the showing of 


assorted desiring them, and 


make themselves available 


groups so 
at a question 


and answer period which follows. There 
is no obligation on the part of those 
requesting a showing. 

Based on “Estatology” 

The production is based on “Estat- 
ology,” which is the registered and 
copyrighted estate planning service of 
the Solomon Huber Associates, and is 
defined as the study of organizing, in- 


tegrating and coordinating all assets of 
an estate for economical distribution in 
the form of cash and income to desig- 
nated beneficiaries, through proper in- 
struments of disposition. Steps in “Es- 


tatology” consist of the survey with an 
entirely confidential questionnaire, the 
preparation of the estate report, with 


recommendations, the preparation of the 


property record book and the annual 
review system. 
The film discloses how an estate 


planner, who knows all the answers, can 
find innumerable ways to prevent shrink- 


age, to prevent great losses to bene- 
ficiaries and frustration of the clients’ 
desires. Every asset and every pertinent 
phase of estate planning receives con- 


method of extending 
a service to the insuring public. Over 
the past few decades, estate planning 
has developed into a profession—related 
to life insurance, yet standing on its 
like other professions. 


sideration in this 


own, 


The sound strip film was produced by 
Roger Wade 
New 


Do You Have Dishwater Hands? 


15 West 46th 


Productions, 


Street, York. 
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DARD LIFE INSURANCE CO. of IND. 


INDIANA 


LAA Eastern Round Table 
Chairman for 1953 Meeting 





FREDERICK J. KIEFNER 


David W. Tibbott, president of the 
Life Insurance Advertisers 
has announced that Frederick J. Kiefner, 
CLU, advertising and publication man- 
ager, Provident Mutual Life, will serve 
as chairman of the 1953 Eastern Round 


Association, 


Table to be held at New York City’s 
Hotel St. Moritz, April 9 and 10. 
Eight LAA members will assist Mr. 
Kiefner on the committee. Round Table 
committeemen and their assignments are 
as follows: Hotel arrangements: John 
M. K. Abbott, executive assistant, New 
York Life; printed program: Arthur F. 
Sisson, publicity director, State Mutual 
Life; registration: Gordon Hull, sales 
service manager, Mutual Benefit Life; 
treasurer: Waren F. Reuber, assistant 
editor, Connecticut Mutual Life; guest 
speakers: Kenneth L. Brooks, assistant 
director, sales promotion, The Pruden- 


entertainment: Russell V. Vernet, 
of advertising, Mutual Life of 
Richard I. Miller, 


tial ; 
director 
New York; promotion: 
director of sales promotion, Union Mu- 
tual Life; publicity: Joseph M. Mc- 
Carthy, public relations director, Union 
Labor Life. 

Frederick J. Kiefner, CLU, is the 
advertising and publications manager of 
Provident Mutual Life in Philadelphia. 
He has been with Provident Mutual since 
1935, joining that company two years 
after graduating from the University of 
Pennsylvania’s Wharton School with a 
B. S. in economics and major in insur- 
ance. A former pupil of Dr. S. S. 
Huebner, Mr. Kiefner has been active in 
many life insurance undertakings. He is 
the LIAMA School in 
Agency Management and is a member of 
that association’s public information 
committee. 

Mr. Kiefner is also chairman of the 
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Woodward, Ryan, 
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Equitable Life of Iowa | 
Reports Its Best Year 


The largest annual production in the 
85-year history of Equitable Life of 
Iowa was secured in 1952 with a grand 
total of new paid life insurance of $124,- 
081,433, it was announced by Ray E. 
Fuller, agency vice president. This $124,- 
081,433 total topped by $4,484,196, or 
3.7% the previous high of $119,597,237 


of new paid-for life insurance written 
during 1946. ; ; 
New life insurance paid for during 


December amounted to $12,953,448, and 
represented the largest December pro- 
duction in the company’s history, 8.1% 
above the previous high December in 
1947, 

Total life 
company at 


insurance in force in the 
the end of 1952 stood at 
$1,232,061,175, a gain of $70,519,184 dur- 
ing the year, and a new record high. 

The Detroit agency, F. A. Smart, gen- 
eral agent, led all agencies during 1952 
in new paid-for life insurance. 


M. S. in Actuarial Science 
At Wisconsin University 


The Graduate Faculty of University 
of Wisconsin has set up a committee 
on actuarial science, the major func- 


tion of which is the administering of the 
degree of Master of Science in Actu- 
arial Science. Chairman of the commit- 
tee is Robert E. Larson, assistant pro- 
fessor of commerce, and other members 
are Dean Gaumnitz and _ Professors 
Bruck, Center and Evans. 

Students interested in the program 
should consult Robert E. Larson at 
University of Wisconsin, Madison 6. 





publicity committee of the Philadelphia 
CLU Chapter and is a member of the 
joint committee on public relations of 
the American Society of Chartered Life 
Underwriters. In 1951 he was chairman 
of the exhibits committee for the Life 
Advertisers’ annual meeting and_ has 
served on a number of LAA committees 
in the past. 





enjoy selling life insurance. Their chores at home may give them chapped 
hands, but for their efforts in the field they receive excellent incomes. If you 


want a secure future in return for a reasonably good production, write me. 


-Hary v. Wade, President 


GENERAL AGENCIES OPEN IN Arkansas 
Florida « 
Maryland 


Tennessee 









California 
Kentucky 
New Mexico 


Arizona + 





Georgia IHlinois Indiana 
Michigan 


Texas 


Missouri * 


West Virginia 


Virginia 





PENSION TRUST 
MAN WANTED 


A Progressive One Hundred 
Year Old Mutual Life Insurance 
Company located in New Eng- 
land is about to expand its Pen- 
sion Trust operations in the Home 
Office and is seeking a man with 
practical experience in the Pen- 
sion Trust field to direct this 
project. An unexcelled oppor- 
tunity for the right man. Com- 
municate with Box 2144, The 
Eastern Underwriter, 93-99 Nas- 
sau Street, New York 38, N. Y., 
stating qualifications, experience, 
background, and salary expected. 











Northwestern Mutual Life 
Ill. Agents Assn. Meeting 


Celebrating another banner year of 
sales, the Illinois Association of North- 
western Mutual Life Agents met at the 
Hotel LaSalle in Chicago January 23 and 
24 for its annual meeting. Featured on 
the program’ were prominent agents of 
the state, Tobert L. Scharff, St. Louis 
agent, and company officials from the 
home office in Milwaukee. The latter 
included Grant L. Hill, vice president 
and director of agencies; William B. 
Minehan, secretary; Roy W. Benton, as- 
sistant medical director; Laflin C. Jones, 


executive assistant, and Robert J. Mc- 
Tigue, assistant director of agencies. 
The Illinois association is made up 


of general agencies outside of Chicago 
and includes B. J. Stumm, Aurora; W. 
L. Jacobson, Belleville; C. R. Garrett, 
Peoria, and E. E. Cantrall, Springfield. 


Mutual Benefit’s Contest 
For High School Students 


A contest for high school students 
sponsored by Mutual Benefit Life will 
be promoted through the company’s 
pioneer advertising campaign to youth 
in Scholastic Magazines. 

Prizes totaling $2,750 will be awarded 
for the best entries on the subject, “How 
I Would Use $1,000 in My Personal 
Plans for the Future.” Students in 
grades nine through twelve are eligible 
unless directly related to employes of 
Mutual Benefit Life. Entries will be 
judged by a group of educators, editors, 
and life insurance officials, and winners 
will be announced in the May 13 issue of 
Scholastic Magazines. 

The newly-announced contest is part 
of Mutual Benefit’s continuing series of 
educational advertisements directed to 
high school youth through Scholastic 
Magazines. The series informs students 
on the principles of life insurance, and 
inviting their questions on the subject. 
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Brooklyn Sales Congress 


(Continued from Page 3) 


of dollars, but as income, to provide se- 
curity and benefits for himself and the 
members of his family. These are vivid 
pictures that become dear to the 
heart of every man. Appeal to a 
man’s emotions,” Mr. Bergen remarked, 
“is more effective than appealing to 
his logic, as his emotions are most vul- 
nerable insofar as his children are con- 
cerned, 

“An insurance agent must be able to 
diagnose a case intelligently,” Mr. Ber- 
gen said. “He must prescribe the 
amount, kind of policies and settlement 
options best suited to the client. The 
program he plans for his prospect must 
be practical and calculated to fit his 
needs. It must be so arranged that it 
will please, persuade and convince him. 
If an agent can accomplish | these things, 
he should sell his prospect.” 

Sell ideas, or needs, the speaker said, 
and you set up a definite low pressure 
method of selling, you gain the confi- 
dence of the prospect for future sales, 
and lapse possibilities are discarded be- 
cause you are building the prospect’s 
house of protection, need by need. 

Concluding, Mr. Bergen said that a 
good insurance agent must have a faith, 
a conviction about the business that he 
represents, a fervor that, just by his ex- 
pression, the look in his eyes and the 
tone of his voice, will be conveyed to 
the prospect. It’s that great feeling of 
belief in the religion of life insurance 
that emanates from the successful man 
in this business that makes the differ- 
ence. 

Harold W. Baird 

Mr. Baird, commenting on the advan- 
tages of selling business insurance, said 
that it is not necessary to drop what- 
ever you are now doing in order to 
specialize in this field, as you may miss 
many of the satisfactions that come 
from regular, systematic production of 
personal insurance, but for those who 
would like to write this line, there are 
fertile fields. Business insurance sales 
average higher than the average per- 
sonal insurance sale of the same under- 
writer and the business man has more 
substantial needs, he is generally better 
financed, and is accustomed to thinking 
in terms of larger units than the aver- 


age employe. “Furthermore,” Mr. Baird 
said, “if the business man is_ under- 
financed this may be more likely to 
create a life insurance sale than with 


an employe. Also many business insur- 
ance situations involve two or more lives, 
and if your idea is sound for one it is 
probably equally sound for others. Con- 
sequently, with little additional effort or 
time on your part, your results may be 
multiplied several times over.” 

Another advantage of selling business 
insurance, Mr. Baird said, is that repeat 
business is almost automatic. “As our 
economy has expanded in recent years,” 
he continued, “the valuations of busi- 
ness and the worth of the human ele- 
ment in business have both increased. 
Once a business is committed to the 
policy of insuring its keymen, or of cov- 
ering the value of business interests to 
be transferred at death, increased sales 
become almost routine for the under- 
writer who continues to serve his busi- 
ness client.” 

Creation of New Sales 


There is also the creation of new 
sales because of death or transfers, the 
speaker pointed out. If the personal in- 
surance client dies or moves out of the 
agent’s territory, there is no automatic 
replacement, a situation which is not 
so with business insurance. “This is 
particularly true,” he said, “if the loss 
should be by death. The proceeds are 
paid to living clients who, thus, not only 
see the benefits of the plan you have 
sold, but who have the need for re- 
placement and the funds for purchase 
of additional coverage. Little motivation 
is needed from the agent in these 
cases.” 

Other advantages reviewed by Mr. 
Baird include annual premiums and ex- 
cellent persistency, short cut to personal 


‘Ambassador Club” Members 

United States Life has announced that 
Takao Yamauchi and Julius Katz are the 
first 10 year members of the company’s 
“Ambassador Club.” Membership is 
based on the production of at least 
one application each week throughout 
the year. 

Mr. Yamauchi was first to complete 
520 consecutive weeks as a company 
“Ambassador” during the week ending 
January 3. Mr. Katz concluded his ten 
successive years of membership by plac- 
ing a policy during the week ending 
January 17. 


Mr. Yamauchi represents U. S. Life 
through its Hawaiian agency, Brainard 
and Black, Ltd. in Honolulu. Mr. Katz 


is with Dascit Underwriters in New 


York City. 





insurance and the additional self-interest 
appeal present in the business insurance 
situation. 

Stanley C. Collins 


Mr. Collins, referred to the debit 
agent as an apostle of thrift and inde- 
pendence, and said that he represents an 
important segment of the insurance in- 
dustry. His main purpose, like that of 
the Ordinary agent, is to bring satis- 
factory service to the insuring public. 


One of the greatest weaknesses of 
most men in selling, Mr. Collins be- 
lieves, is that they fail to prospect. The 


life insurance producer’s ethical obliga- 
tion, he remarked, is to put new business 
on the books and this cannot be 
achieved without the development of a 
live prospect list. He feels that the 
greatest student of life insurance will 
sell himself right out of the business if 
he does not systematically prospect. The 
speaker recommended a_ prospect list 
with about 20 names of people “you 
suspect will buy life insurance within 
a certain length of time, or who you 
think you can sell.” When a name 
comes off your prospect list, he said, 

is time to drop everything and ny th 
that list up to the predetermined level. 


Paul S. Craigie 


The importance of making a good first 
impression was emphasized by Mr. 
Craigie. The presentation begins, he re- 
marked, before a single word is. said. 
As you stand framed in the doorway, 
meeting your prospect face to face for 
the first. time, your dress, grooming, 
bearing and general attitude are on 
trial, and the prospect is the judge. 

“What you say at the outset,” he said, 
‘fs important too and here is where you 
can use all of the material that you de- 
veloped in pointing up his problem and 
the service which you can render that 
will solve it. While outwardly the world 
is changing, the basic reasons for buy- 
ing never changes. And it is here that 
you bring into play all of the buying 
motives that you have learned. Appeal to 
his love of gain, through saving, appeal 
to fear through loss, appe sal to his desire 
to imitate.” He cautioned that the motive 
to imitate must be handled very deli- 
cately and very tactfully. Don’t devote 
too much time, he said, in telling the 
prospect how much you did for his friend 
who sent you to see him, no matter how 
brilliant and farseeing you make his 
friend appear. 

“Carefully used however,” Mr. Craigie 
said, “the desire to imitate will strengthen 
your sales talk. Remember though, if 
you do your approach and presentation 
propertly you are well on the way to a 
sale.” 

Closing 


About closing, Mr. Craigie said that in 
his type of selling, as in the insurance 
business, you should try to avoid giving 
the prospect a chance to say no. As an 
example, he said, offer a choice between 
something and something rather than a 
choice between something and nothing. 
Buyers and prospects will find ways to 
say no without the assistance of the 
salesman, so his job is to make “no” a 
very difficult thing to say. 


Confederation Life 
Had Good Increases 


PRES. MACDONALD REPORTS 


Approve Company Stock Split 10 for 1; 
New Insurance Sales $144,440,839; 
Interest Rate 4.09% 


A story of continued sound progress 
in every ‘field of company operation, and 
in many parts of the world, was con- 
tained in the report by J. K. Macdonald, 
president, at the 8lst annual meeting of 


Confederation Life Association, Tor- 
onto. As an indication of the broad 
welfare protection provided, he cited 


new sales of $144,440,839 and total insur- 
ance in force of $1, 213,035,638. 

“The test of a company’s service lies 
in the benefits paid to the public,” said 
Mr. aa acdonald. “During the year we 
paid $21,314,874 to policyowners or their 
beneficiaries. Of this amount, death 
claims tot led $6,236,760, and payments 
to living policyowners, including divi- 
dends, totaled $15,078,114. In addition, 
to guarantee future contract payments, 
an increase in policyowners’ reserves of 
$16,174,940 was provided from income. 

We paid 3,758 claims under our Ordi- 
nary and group life contracts, and 29,106 
under our group sickness and accident 
contracts. In all, more than 50,000 claim 
cheques were issued during the year. 
These individual cheques represent large 
and small amounts under policies in 
force from many years to a few months. 
Each one, however, is concrete evidence 
of the true value and need for insurance 
in the personal plan of every man or 
woman. The story behind each one is 
not just a matter of dollars and cents. 
but rather the tangible expression of 
love and thoughtfulness for one’s own 
family.” 

_ Sales were made up of $128 917,397 in 
Ordinary life insurance, and $15,523,442 
in Group life insurance, representing a 
combined increase of $11,125,678 over 
1951. Ordinary and Group annuity con- 
tracts guarantee annual payments of 
$13,882,792, an increase for the vear of 
$2,105,157. Premium payments under 
sickness and accident contracts totaled 


$3,817,102. 
Stock Split Ten for One 
After Mr. M: vcdonald had reported 


that Confederation Life’s stock was now 
100% paid up, the meeting was asked to 
ratify the splitting of stock from a $100 
to a $10 par basis. “We are recommend- 
ing this change,” he explained, “because 
we feel it particularly important that 
members of our organization should be 
able to purchase a financial interest in 
their own company. This has been diffi- 
cult under the old basis due to the high 
market price for the stock.” 
Referring to the industry as a whole, 
Mr. Macdonald said 1952 was the eighth 
consecutive year in which life insurance 
sales had exceeded those of any previous 
year in Canada’s history. “Some may 
wonder if we are approaching a point 
where the people of Canada have pur- 
chased sufficient life insurance, and if 
we can expect a levelling off during the 
next few years. The facts indicate there 
is still a great need for more and more 
life insurance,” he said, adding that the 
average civilian worker has only $3,500 
protection—the equivalent of 15 months’ 
average earnings of industrial workers. 
Further, the proportion of national in- 
come being used to pay life insurance 
prémiums is now only 3.6% of the per- 
sonal expenditures of all Canadians— 
compared with a figure of 5.6% in 1939. 


Interest Earnings Up 


Noting gradual abandonment of the 
easy money policy by governments of 
various countries, with possible excep- 
tion of the United States, Mr. Mac- 
donald reported the average interest rate 
earned on all investments in 1952 was 
4.09%, compared with 3.92% in 1951. 
New money, however, was being invested 
at approximately 5%. 

Brief reference was made to plans for 


‘a new head office of 10 stories at Bloor 











Everybody needs this 


HOSPITAL PROTECTION 


paying 


@ Up to $30.00 Daily Benefits 

@ Up to $400.00 for Surgery 

@ Lump Sum Maternity Benefit 
@ 24 Hour Coverage, 100 Days 
@ Out-patient Expense Benefit 


@ Continuing Renewal Guarantee; 
$5 per call Medical Care Option 


Mutual Insurance Company 


Lancaster, Pa. 


Operating in Pa., Ohio, Del., Md., Ve., 
W. Va.,N.C.,S.C., Ga., Fla., Wash. D.C. 











Advanced by State Life 
Nicholson, Jr. 
position of 
Life of Indianapolis, 
an- 


Meredith has been ad- 
vanced to the 
president of State 
Robert E. 


assistant vice 





President Sweeney has 
nounced. 

Mr. Nicholson was appointed to this 
newly-created position by the board of 
directors of State Life. He is also a 
member of the home office administra- 
tive committee of the company. 

Mr. Nicholson joined State Life in 
1945. He served as examiner with the 
Indiana Insurance Department from 1933 


to 1940, and as chief examiner from 1940 
to 1945. 
He is a native of Indianapolis, and 


Shortridge High School, In- 
Milford School, Milford, 
and Yale University. 


attended 
dianapolis ; 
Connecticut; 





and Jarvis Streets, scheduled for com- 
pletion late in 1955. 

Mortgage investments increased by al- 
most $5,000,000, bringing the total to al- 
most $50,000,000. Of the $11,000,000 of 
new money advanced, 90% went to pro- 
vide housing accommodation. Mr. Mac- 
donald felt this was one company’s ‘an- 
swer “to those critics who say the lend- 
ing institutions are not aiding in satisfy- 
ing the demand for housing.” He 
pointed out that in 1951 the life insur- 
ance industry put 65% of its new invest- 
ments into mortgages, and probably a 
comparable figure in 1952. Even with 
these large percentages, the industry 
provided only 26% of the total funds 
required. Direct government loans pro- 
vided only 13%, with 51% actually com- 
ing from homeowners themselves. He 
also reminded his listeners that the in- 
surance companies are asked to assist 
various municipalities in financing 
schools, sewers, roads, water, etc., in 
home development areas. 

Mr. Macdonald said it was his com- 
pany’s policy that the development of 
communities in which it was investing 
should be well balanced. In -addition to 
providing funds for such municipal serv- 
ices as schools, sewers, roads and water, 
the company advanced money for the de- 
velopment of electric power and other 
necessities. Other funds were put into 
natural resources and industry, such as 
iron ore in Quebec, oil pipelines in the 
west, and aluminum in British Columbia. 








Page 14 








January 30, 1953 











HEARD On The WAY 











The insurance agent who gets the 
most publicity in daily papers and mag- 
azines is Lewis N. Cotlow, Laurence 
E. Simon Agency, Massachusetts Mu- 
tual, 20 Pine Street, New York City. 
Although a agent, attention 
he has attracted is largely for what he 
has done as an explorer, cameraman and 
isolated 


successful 


most 


author. In many of the 


parts of the world, along the Amazon, 
in Panama jungles, in African forests, 
he has gone hunting with a camera 
instead of a gun. After his first trips to 
Africa and the Amazon he wrote “Pass- 
port to Adventure,” published in 1942 
by Bobbs - Merrill Co., and his second 


“Amazon Head-Hunters,” has just 


has 


book, 
been published by Holt. He 
movies, one of which 
was shown all over the coun- 


made 
several “Savage 
Splendor” 
try at neighborhood movie houses. He 
has lectured extensively and is one of 
the most popular members of the Ex- 
plorers Club. Recently, he has been on 
radio and television. 

A native New Yorker, his father was 
in the butter and egg business. Lewis 
became a stenographer for the United 
States Shipping Board during World 
War I and that’s where he developed 
his wanderlust. One of his outstanding 
achievements was getting a picture of 
a gorilla in its native habitat, a camera 
coup which no other photographer has 
accomplished, although plenty of pic- 





tures have been taken of gorillas in 
the circus under a tent. 

Peter Fleming, son of Peter B. Flem- 
ing, a general agent of Mutual Trust 
Life in New York City and White 
Plains, N. Y., was judged winner on the 
recent Junior Town Meeting television 


program (Channel 13) at which the panel 
discussion was “Should the United 
States Import More?” Young Mr. Flem- 


ing was_ selected by Bloomfield High 
School, Bloomfield, N. J., to represent 
it in competition against Bayley-Ellard 


of Madison, Highland Park and Lynd- 
hurst High Schools, also of New Jersey. 
This is the first time in ten years that 
a Bloomfield student has won. 

Each contestant gave a prepared talk 
of two and a half minutes at the start 
of the program. Then Dr. Fred L. Hipp, 
moderator, removed their notes, and the 
remaining 45 minutes were devoted to 
answering questions from the floor. 
Harry Radcliff, executive vice president 
of the National Council of American 
Importers, joined with other interroga- 
tors by directing questions to the panel. 
It was a lively and enlightening discus- 
sion. 


As winner Mr. Fleming will appear 


again to represent Bloomfield High 
School in the forthcoming semi-finals. 
In addition to his interest in this tele- 


vision program, Mr. Fleming is promi- 
nent in other high school activities. He 
is a member of the student council and 
chairman of the assembly committee; 
literary editor of the Yearbook; senior 
play; Hi-Y Club’s program chairman; 
Key Club, and National Honor Society. 

Besides his school activities he is 
president of the voung people’s group 
of Westminster Presbyterian Church, 
Bloomfield, and served as delegate to 
the New Jersey Y.M.C.A.’s model legis- 
lature convention held annually at Tren- 
ton. 

Uncle Francis. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court S¢. MAin 4-7951-2-3 








Cavanaugh Guest Speaker 
At Notre Dame College 


L. D. Cavanaugh, president of the 
Federal Life, Chicago, was the guest of 
Notre Dame College’s School of Foreign 
and Domestic Commerce on January 16, 





WANTED 


Active agency of highly competitive company desires capable life 
insurance man with managerial aspirations. Excellent opportunity with 
unlimited advantages. Write in confidence to: Box 2143, The Eastern 
Underwriter, 93-99 Nassau Street, New York 38. 








at which time he addressed two sections 
of the school’s course in insurance prin- 
ciples on the subject, “How Life Insur- 
ance Works.” 

Mr. Cavanaugh spoke a year ago as 


a representative of the speakers’ bureau ‘ 3 5 ECP ie 
The Life Underwriter Training Coun- 


of the LIAMA and that talk was so 
well received that : Edmund A. Smith, cil has enrolled an all-time high of 
Notre Dame’s assistant dean of the 7,989 students in 401 classes across the 


extended the invitation 
appearance 


commerce school, 
to him for a return 
this year. 

Through the years Mr. Cavanaugh 
has been a wholehearted supporter of 
the Life Insurance Agency Management 
Association’s far-reaching educational 
program. 


nation, according to a report recently 
made to the LUTC board of trustees by 
Benjamin N. Woodson, CLU, managing 
the council. In the sixth 
LUTC continues its 
provide high 


guest 


director of 
year of operation, 
aggressive campaign to 
quality sales training for field men 
everywhere. In 46 states and Hawaii, 
local classes have been established where 


JAMES H. LANG APPOINTED 


Appointment of James H. Lang as_ career agents, general agents and mana- 
head of The Prudential’s Cleveland gers may join together with professional 
downtown district office has been an- associates in weekly study groups spe- 


cifically geared to improve their service 
to prospects and clients. 
In making this report, 


Mr. Lang fills 
continuing 


nounced by the company. 
the vacancy caused by the 
illness of Charles F. Lusch. 


Mr. Woodson 





"It's Easy To Sell 
With Eastern Life" 


PREMIUM RATES REDUCED 


Good News for You and Your Prospects! 


Listed below are some of the more popular plans on which 
the rates have been reduced. Proper application of these 
plans will enable you to give your prospect more for each 
life insurance dollar he spends. 


© Ordinary Life 


Whole Life With Premium 
Reduced !/, After 20 Years 


20 Payment Life 
Endowment at Age 65 
e Insurance With Annuity at Age 55 
e Insurance With Annuity at Age 60 
e Insurance With Annuity at Age 65 
e Life Expectancy Term 
10 Year Term 
GENERAL AGENCIES NOW AVAILABLE 
in New York, New Jersey, Connecticut, Delaware and the 


District of Columbia. For information, write to: Murray 
April, Director of Agencies, 


EASTERN LIFE INSURANCE 
COMPANY oF NEW YORK 


LOUIS LIPSKY, President 
386 FOURTH AVENUE e NEW YORK 16, N. Y. 

















LUTC Enrollment at Record High 


credited a large portion of LUTC’s 
growth and achievements to the hun- 
dreds of course committee chairmen and 
instructors who offer their time and 
talents in organizing and moderating 
classes. “Their contributions to this in- 
stitutional training program are of ma- 
jor importance,” he said. “They can best 
be measured by the near unanimous vote 
of approval registered by the graduates 


each year.” 

Organized in 1947 by the American 
Life Convention, Life Insurance Asso- 
ciation of America, Life Insurance 
Agency Management Association and 
National Association of Life Underwrit- 
ers, LUTC, is an intensive program of 
vocational sales training with major em- 
phasis on the use and employment of 
sound sales principles in field Practice. 
Twenty-five weekly class sessions are 
conducted from October to May each 
year for two years. 

During the first year the student be- 
comes familiar with the personal uses 
for life insurance, programming and the 
business efficiency of the agent. The 
second year deals with the use of life 
insurance for business purposes and its 
application in planning for financial se- 
curity, particularly for those with prop- 


ertv holdings other than life insurance. 
The training method used is essen- 
tially the case study method supple- 


mented by class projects, both of which 
point up the “How-to” of life insur- 
ance selling. This training method 
coupled with personal motivation by suc- 
cessful field men serving as instructors 
has proved effective in getting the stu- 
dent to actually try suggested sales tech- 
niques with his own prospects. 

Certificates of completion are awarded 
to graduates who satisfactorily meet all 
classroom, homework and attendance re- 
quirements and pass comprehensive ex- 
aminations prepared by the LUTC ex- 
amination board. 





Atlantic Life Reports 
New Business Gain of 31% 


Atlantic Life closed the year 1952 with 
more than $300,000,000 of insurance in 
force according to an announcement by 
Robert V. Hatcher, president. Advance 
figures indicate that the company’s in- 
surance in force figure grew to $300,- 
568,024 during the past year, represent- 
ing an increase of $31,953,229. 

Passing the $300,000,000 mark climaxed 
a drive by the more than 450 field rep- 
resentatives in Atlantic’s Ordinary and 
weekly premium divisions and resulted 
in a record sales total of $65,449,440 of 
new business, a 31% increase over the 
previous year. 

In the past five years Atlantic Life’s 
sales organization has succeeded in al- 
most doubling the company’s insurance 
in force and has brought about an in- 
crease of better than 40% in assets. 


G. M. KERDUS ADVANCED 
The promotion of George M. Kerdus 
to staff manager in the Santa Ana dis- 
trict agency of The Prudential was an- 
nounced by Perry L. Parker, district 
manager. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, Ill. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 
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Gerald H. Young Agency 

State Mutual Leader 
ORDINARY VOLUME, NEW LIVES 
Frank W. Pennell Volume Production 


Leader; Paul Lichtenberger Leader 
in New Lives 








State Mutual Life, Worcester, Mass., 
announced that the Gerald H. Young 
Agency, 225 Broadway, New York City 
was the leading general agency of the 
company in Ordinary production volume 
as well as in the number of new lives 
insured for the year 1952. 


F. W. Pennell Volume Leader 


Frank W. Pennell was volume produc- 
tion leader in the agency for 1952 with 


GERALD H. YOUNG 


Million Dollar Round Table qualifica- 
tions and Paul Lichtenberger was the 
leader in number of new lives insured 
for the year. 

Always a contender for company lead- 
ership, 1952 marks the fourth consecu- 
tive year that the Young Agency has 
won top production honors. It is par- 
ticularly significant this year since Janu- 
ary, 1953, marks the 15th anniversary 
of Mr. Young’s appointment as general 
agent. During his tenure of office, his 
agency has grown until the amount of 
Ordinary insurance in force is the largest 
of any State Mutual agency. 

In 1950 Mr. Young was presented the 
President’s Cup, the company’s top 
award given annually to the agency 
showing the best over-all record in 
agency management. This agency under 
Mr. Young’s management has a remark- 
ably high persistency ratio, low collec- 
tion frequency and has been a consistent 
leader in average size policy on new 
lives insured. 

The New York Young Agency is com- 
posed of 20 full-time associates several 
of whom are company production vol- 
ume leaders and National Quality Award 
agents. George Seibert, assistant gen- 
eral agent, heads the brokerage depart- 
ment and William J. Killea, III, as an 
assistant to the general agent, is in 
charge of new organization training and 
field supervision. Stanley Staples assists 
in the new business department. In 
order to expand both agency service 
and influence, John Storb has recently 
been appointed as a brokerage assistant. 
Miss Clara F. Smith is agency cashier 
with over 30 years of seniority im the 
company and the agency. 

Mr. Young is a CLU and in 1934 was 
awarded the Certificate in Life Insur- 
ance Agency Management by the Ameri- 
can College of Life Underwriters. He 
is likewise a graduate of one of the 
first schools in Agency Management 
conducted by the Life Insurance Sales 
Research Bureau. He is a graduate of 
the School of Commerce, Drake Uni- 
versity, Des Moines, Iowa where he 


W. A. Scanlon Vice President 


National Underwriter, Dies 

William A. Scanlon, vice president of 
National Underwriter Co. at its Boston 
office, died at Vaughan Veteran’s Hos- 
pital in Chicago on Wednesday of this 
week. Mr. Scanlon, who was 65 years 
old, was associated with the National 
Underwriter for 37 years. 

Surviving him are his widow, Mrs. 
Helen B. Scanlon, and two children, 
Mary Alice Scanlon, 17, and William A. 
Scanlon, Jr., 16. 


N. Y. WOMEN MEET FEB. 3 
The League of Life Insurance Women 
will meet on February 3, at 2:30 p.m., 
at the Hotel Statler, New York City. 
The speaker will be Bernard Samons, 
authority on business insurance and 
pension trusts. His subject will be: 
“Ledger Presentation of Business Life 
Insurance.” 


ROBERT L. FLICK PROMOTED 

Robert L. Flick has been promoted 
from brokerage assistant to brokerage 
manager of Occidental Life of Califor- 
nia’s Pasadena branch office. 





was an honor student and top flight 
track athlete back in the mid-twenties. 
He has been with the State Mutual since 
August, 1935 and in the life insurance 
business since December, 1928. 

He is a member of the Insurance 
Round Table of New York, General 
Agents gnd Managers Association of 
Greater Rew York, the New York Chap- 
ter of CLU (he was president of that 
organization 1948-1949), the Life Un- 
derwriters Association of New York. 


the “TIFFANY” of 


Individual Non-Cancellable 






Preferred Risk Whole Life 


IRWIN B. 





e “Non-Can” Disability Income to Age 60-65-70 
© $400 per Month Maximum Participation 
@ $10 per $1000 Disability Income Under 


For illustrations or information phone or see us today. 


GENERAL AGENT 
UNION MUTUAL LIFE INSURANCE CO. 
26 Court Street, Brooklyn 2, N. Y. Room 2112. MAin 4-0794-5 


Home Office: Portiand, Me. 





ASH Policies - 
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M. J. Lauer Agency Leads 

Continental American Life, Wilming- 
ton, has announced that the Matthew 
J. Lauer Agency, New York, was the 
leading agency of the company for the 
year 1952, both in production and in 
premiums. 


HEAR M. M. ROSSER 

“Why in the land of his birth does 
the great American salesman appear to 
be vanishing ?” asked Mitchell M. Rosser, 
CLU, Phoenix Mutual Life multimillion 
dollar salesman.from Boston speaking 
recently before the Northern New Jer- 
sey Association of Life Underwr' ters. 
His answer was that salesmen, life in- 
surance and otherwise, do not realize 
the possibilities for tremendous success 
for those who get back to selling. Mr 
Rosser continued with a report of his 
specific procedures and a verbatim re- 
cital of how he deals with his clients. 





mS 





DAVID A. 


Py yh Agency Mgr Cortinental as ssurance Company 
1780 Broadway at 57th St. New York *JUdson 6-4660 


AGENCY INC. DAVIDA. CARR Pres. - 


e « e Heart troubles may not be curable but a 
heart patient can live an awfully long time. 
Our experience has been good. 


e e e Unless he's unusually bad, chances are you 
can get an issue through this agency. Home 
office is more than fair in its judgments. 


e e e So don't despair if heart impairments are 
there. Just call on us! 


Consult CARR 
Concerning 
“Heart Trouble” Clients 


EKG ABNORMALITIES? 


We're Not Frightened Easily! 


Chicago, Ill 


MICHAEL A. WILTON, V.-Pres. 





Myron Dean Goes With 


State Farm Companies 

Myron E. Dean, CLU, senior consult- 
ant of Agency Management Association, 
has been appointed regional director in 
the Agency Department of State Farm 
Insurance Companies, Bloomington, IIl., 
it was announced by A. W. Tompkins, 
agency vice president. 

With LIAMA since 1949, Mr. Dean 
specialized in consultation work with 
member companies. He was on the 
teaching staff of the schools in agency 
management and is the author of several 
Association field publications, including 
“Selecting the Career Man” and “Man- 
agement and Your Future.” He was an 
editorial advisor on District Manage- 
ment magazine and a member of the edi- 
torial committee for Manager’s Hand- 
book. He served as staff representative 
on the cooperation with other organiza- 
tions, membership, combination compa- 
nies and quality business committees. 

Born in Kansas and educated at Hen- 
drix College and Arkansas State Teach- 
ers College, he entered life insurance 
as a debit agent for Metropolitan Life in 
Little Rock. Mr. Dean served as an 
officer in the U.S. Coast Guard during 
World War II and was discharged a full 
lieutenant. In 1945, he joined Union Life 
as a home office field supervisor, moving 
later to American United Life as an 
agency manager. He served as president 
of the Little Rock Chartered Life Un- 
derwriter chapter and taught life insur- 
ance courses as well 

Mr. Dean, in his new position with 
State Farm, will work with the com- 
pany’s state directors on organization 
and development. The State Farm In- 
surance Companies are comprised of the 
State Farm Mutual Automobile Insur- 
ance Co., the State Farm Life and the 
State Farm and Casualty Co. 


Real Estate Investment 

A three - quarter - million - dollar real 
estate investment by Pacific Mutual Life 
is represented in a new office building 
now being constructed on Wilshire 
Boulevard in Los Angeles, to house the 
Los Angeles district sales headquarters 
of the Aluminum Company of America 

The structure, to be long term leased 
by Pacific Mutual to Alcoa, will be of 
two-story contemporary design and will 
contain 40,000 square feet of fully air- 
conditioned modern offices. 

Lester Pando, manager of Pacific Mu- 
tual’s real estate department, disclosed 
that the building will be ready for 
Alcoa’s occupancy about July 1. 


TRANSFER ANTHONY SIRAGUSA 

The Prudential has announced the 
transfer of Anthony Siragusa, CLU, to 
its Tremont, N. Y.C. district office and 
the replacement of Mr. Siragusa at 
Yorkville by Alfred J. Langenstein, for- 
merly of Bowling Green. No replace- 
ment has yet been announced for the 
Bowling Green vacancy. 
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FEDERAL EXPENSES AND 
INSURANCE 
business, 


The and perhaps 


particularly life 


insurance 


insurance, is interested 


in the much-talked of cutting of un- 


necessary Federal Government expenses. 
The greater the pinch on individual and 
tighter the family 


family incomes, the 


budget for insurance 
To find out where business men stand 
on this top issue of the day, the Cham- 


ber of Commerce of the United States, 


largest business organization in the 


world, recently queried its members. 
So far, 
And 97% 


Federal 


more than 2,300 have replied. 


said they want a pay-as-you-go 


budget with spending held to 


$70 billion or less. 


On the second part of the 


(where do you think the cuts should he 


query 


made?) replies favored reducing waste 


in military and foreign aid. 
Other Federal 
be cut are such projects as the Tennes- 


farm 


expenses 


operations which should 


see Valley Authority, price sup- 


ports and related programs, and grants- 
in-aid to the states for social welfare 
programs, the business men said. 


The $78.6 billion budget President Tru- 


man sent to Congress would cost the 
average American family $1,757 in fiscal 
1954. 


Figures compiled by the Chamber 
show the cost of the budget would range 
from $963 per 
$3,145 per family in the 


lumbia, 


Mississippi to 
Co- 


incomes in 


family in 
District of 
based on average 
each state. Delaware was second highest 
with $2,331, 
New 


then Connecticut with $2,216 


and York ranked fourth with 


$2,201. 
But if the 
recommended by the 


$70 


business 


budget is cut to the 
billion 
burden per family 
And $192 still 
clothing 


men, the national 


would be reduced by $192. 


buys quite a bit of food, and 


medical care. 


In line with its program supporting 


government economy, the Chamber 


plans to coéperate fully with the new 


administration and Congress to bring 


about budget reductions without impair- 


ing the national defense or efficient 


government service. 


For example, the Chamber will sup- 


Senator Harry F. 
a complete review 


port the proposal by 
Byrd (D., Va.), for 
of all programs commit- 


existing and 


purpose of determining 


reduced or re- 


ments for the 
can be eliminated, 
local 
the Chamber will 


what 


turned to state and governments. 
At the 


work for improvement of budgetary con- 


same time, 


trols in Congress. One suggestion would 


combine House and Senate appropria- 
tions hearings. Under present procedure 
of two sets of hearings, budget cuts 


recommended by the House are often re- 
stored by the Senate. And of course, a 
lot of time is wasted by duplicate hear- 
ings. 
All businessmen 
this vital 
Federal 


bound to be in- 
cutting 
Government ex- 


are 
terested in matter of 
unnecessary 
penses and insurance people, preachers 


of thrift, should be particularly con- 


cerned. 


H. Ladd Plumley, 
State Mutual Life, will 
man of the 1953 Worcester (Mass.) 
Heart Fund. Mr. Plumley is active in 
Worcester civic affairs and was general 
chairman of the 1951 Worcester United 
Church Canvass. 


president of the 
serve as chair- 


x * * 
Horace W. Brower, president and Wil- 
liam B. Stannard, vice president of Oc- 
cidental Life of California are scheduled 
to arrive in Honolulu, Hawaii, February 
2 to participate in the 20th anniversary 
of the company’s Security Insurance 
Agency, Ltd., founded there in 1933. 
The two executives boarded the Matson 
liner “Lurline” at Los Angeles January 
28, and will be hosted during their stay 
in Hawaii by L. T. Kagawa, president 
of the Security Agency. 
* * x 
Roy A. MacDonald of Chicago, assis- 
tant director, group and underwriting of 
the Health & Accident Underwriters 
Conference, is the proud father of a 


new baby girl, Bonnie Lee, born Janu- 
ary 22. Both he and Mrs. MacDonald 
are popular figures in Mid - western 
A. & H. circles, and Roy will receive 
many good wishes when the annual 
group A. & H. meeting of the confer- 
ence convenes February 3. 


* * * 


Frazar B. Wilde, president of Connec- 
ticut General Life, Hartford, has been 
elected chairman of the research and 
policy committee of the Committee for 
Economic Development (CED). He suc- 
ceeds Meyer Kestenbaum, president of 
Hart Schaffner & Marx, Chicago, who 
has been elected chairman of the CED 
board of trustees. 





HENRY LEVINE 


Henry Levine, general agent in New- 


ark of the Washington National of 


Evanston, I'll., is gaining increased rec- 
ognition in & H. circles of New Jer- 
sey as president of the state accident 


and health association. He presided at a 
dinner meeting of this organization last 
Thursday evening at which the guest 
speaker was Tom Callahan of Milwau- 
kee, first vice president of the Interna- 
tional Association of A. & H. Under- 
writers. Mr. Levine, who has been with 
Washington National since 1941, has op- 


erated successfully its Newark general 
agency since 1944. Seven of his men 
will qualify for the forthcoming gath- 


ering of the company’s fieldmen in New 
Orleans. 
* * x 
Paul F. Clark, president of the John 
Hancock Mutual Life, has been named 
vice chairman of the board of governors 
for Boston University’s new human re- 
lations center. The center is dedicated 
to “the cultivation of the science of 
human relationships.” Formal announce- 
ment of its organization was made Jan- 
uary 14. Mr. Clark, who is a graduate 
of the Wharton School of Commerce 
and Finance of the University of Penn- 
svlvania, received the honorary degree 
of Doctor of Laws from the university 
in 1947. He is a trustee of both Boston 
University and Northeastern University. 
x * Ok 


Powell B. McHaney, president, Gen- 
eral American Life, St. Louis, is a mem- 
ber of an eight-man sponsoring commit- 
tee to organize civic leaders of St. 
Louis to push a vast community im- 
provement program with a campaign for 
a municipal bond issue of at least $100,- 
000,000 to finance various proposed proj- 
ects. The committee is to form a non- 
profit’ corporation to sponsor and 
coordinate a wide variety of civic 
improvements patterned after the Alle- 
gheny Conference on Community De- 
velopment for the Pitsburgh area. Mr. 
McHaney is chairman of the present 


Citizens Sunervisory Bond Issue Com- 
mittee for St. Louis. 
x * * 


James S. Curry who is associated with 
his father in the Kenneth B. Curry 
Agency of Livingston Manor, N. Y,, 
is attending the 39th session of the 
Hartford Fire Insurance Company’s 
training center. 

+ ies 

Lawrence C. Magnant has been elected 
assistant secretary of Despard & Co. 
Inc., insurance brokers and adjusters of 
average of 1 Cedar Street, New York 
City. 





E. A. Roberts, president of Fidelity 
Mutual Life, became a grandfather on 
January 10, when Mrs. Charles McRae 
Roberts, wife of his son, gave birth to 
a boy at the Hahnemann Hospital in 


Philadelphia. The new member of the 
Roberts family was named Charles Lan- 
don Roberts. His mother was the for- 
mer Martha Cordelia Landon of North 
Hollywood, California. 





Herbert A. Payne, vice president of 
the Home Insurance Co., photographed 
with Mrs. Payne when they left for a 
12-day Caribbean cruise to the ports of 


the Netherlands West Indies, Vene- 
zuela and Colombia sailing from New 
York January 16 on Grace Line’s 
“Santa. Paula.” 





aie & 


MacDONALD 


J. D. R. MacDonald, who was assis- 
tant office manager, Montreal, has been 
promoted and appointed office manager, 
announced by the Travelers. He 
will succeed C. D. deBretigny, who has 
retired upon the advice of his physi- 
cian. Mr. MacDonald became associated 
with the Travelers in the Montreal 
branch office in 1932. He served in the 
Halifax and Quebec offices, and was 


it as 


appointed assistant office manager at 
Montreal in 1943. 
a 


Edward J. Schmuck, of New York, 
general counsel for Acacia Mutual Life 
of Washington, D. C., addressed the 
Sales Executives Club of Richmond at 
the first 1953 meeting of the organiza- 
tion recently. 
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Massachusetts Society to Honor 
Governor Herter 

The Insurance Society of Massachu- 
setts will honor Gov. Christian A. Her- 
ter at a reception and dinner to be held 
at Hotel Bradford, Boston, February 4. 
More than 1,000 insurance and business 
executives are expected to attend. Dis- 
cussion by the Governor of projected 
changes in the state compulsory auto 
insurance law is scheduled. Gov. Lee E. 
Emerson of Vermont will be the guest 
speaker, according to Bayard C. Tucker- 
man, committee chairman. 

x ok * 
Goeller Marks 50th Anniversary 
With London & Lancashire 


Joseph T. Goeller, local secretary of 
the London & Lancashire, in New York 
City, recently observed his fiftieth an- 
niversary, and the occasion was cele- 
brated by his friends and colleagues. 

Mr. Goeller began his career with the 
London & Lancashire as an office boy. 
In February, 1921, he was appointed 
assistant local secretary, and on July 1, 
1929, was promoted to local secretary in 
charge of the New York office, which 
position he still holds. 

A luncheon in his honor was given 
at the India House by the directors of 
the affiliated Safeguard Insurance Co. 
and the London & Lancashire Indem- 
nity, at which presentations were made 
on behalf of the head office of the com- 
pany and the directors of the United 
States affiliates. 

On the evening of his anniversary he 
was tendered a cocktail party by the 
staff of the New York office at the Drug 
& Chemical Club at which time he was 
presented with a gold wrist watch. He 
was also honored at luncheons by the 
officers of the New York Board of Fire 
Underwriters and members of the Fire 
Patrol Committee and friends at the 
Round Table of the Drug & Chemical 
Club. 

In addition to his duties as local sec- 
retary, Mr. Goeller is vice president 
and director of the Safeguard and the 
London & Lancashire Indemnity, and a 
director of the Orient. 

For 14 years Mr. Goeller was chair- 
man of the New York Fire Patrol Com- 
mittee and during his career has served 
on many committees of the New York 
Fire Insurance Exchange. 

oe ae 
Division of Employment 


Recently, New York State’s Division 
of Placement and Unemployment Insur- 
ance was renamed the Division of Em- 
ployment. The change replaces a 
phonetic and psychological jawbreaker 
with a single, simple, positive name. 
Here is how Industrial Commissioner 
Edward Corsi put it: 

“The purpose is clarity. We believe 
the public will find the new name simpler 











and less confusing. We hope earnestly, 
too, that the public will now start call- 
ing our field offices ‘employment’ rather 
than ‘unemployment’ offices. The divi- 
sion’s principle activity is to get jobs 
for people—which it does at the rate of 
more than 990,000 a year. Only when this 
effort fails is its secondary responsibility 
the payment of unemployment benefits.” 

Executive director of the division is 
Milton O. Loysen, formerly a Deputy of 
New York State Insurance Department. 

+ * 


Business in South East Asia Stable, 
Says AIU Man 


Although the whole free area is 





threatened by Communist pressure, busi- 
ness in South East Asia, though re- 
duced in volume, is more stable than it 
was two years ago, says R. C. Van 
Name, vice president of American Inter- 
national Underwriters, Far East, on a 
recent visit to New York. Business men 
in the Far East are not anticipating 
wide price commodity fluctuations, such 
as occurred at the start of the Korean 
war, he said. 

However, he added, because trade with 
the mainland is down to. negligible 
levels, business as a whole is well be- 
low what was considered normal a few 
years back. With headquarters in 
Hongkong, AIU Far East has offices in 
Saigon, Bangkok, and Singapore, agents 
and sub offices in all other principal 
cities of South East Asia. ~ 

As regional managers for a group of 
American insurance companies, including 
the Firemen’s, the Hanover Fire, Na- 
tional Union, the New Hampshire Fire, 
Security, Commercial of Newark, and 
the Pacific National Fire, they write all 
lines of general insurance in territories 
stretching from Formosa to Indonesia. 

Business in Hongkong is extremely 
quiet due principally to the American 
embargo, and the harbor, once such a 
thriving port now features empty docks, 
Mr. Van Name said. The Americans, of 
course, cannot deal with Communist 
China, and the American embargo list 
covers almost all items. 

The British embargo list covers all 
strategic materials, and is broad. Asa 
result, the volume of business done by 
both foreign and domestic companies in 
Hongkong has halved. 

In Singapore business has suffered 
from the drop in rubber prices, but has 
recovered slightly, and most of the more 
efficient rubber producers are again mak- 
ing a profit. Tin prices have remained 
firm. Insurance-wise, business has lev- 
eled off and his company does not ex- 
pect any further drop in volume, but 
rather an increase. 

Malaya is still plagued with bandit 
troubles, but there are indications that 
the situation is improving. The econ- 
omy of Thailand continues to be sound, 
with a good rice crop forecast for this 
vear at favorable prices. At the present 
time all is quiet politically. : ‘ 

In Indonesia AIU is doing a nice busi- 
ness and has plans for increased ac- 
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tivity, Mr. Van Name said. He added, precise application. The valued policy 


however, that Indonesia, too, is plagued 
with guerilla troubles as well as very 
poor port conditions, but there are hopes 
for improvement. 

No foreign insurance companies are 
allowed to operate in Formosa where 
there are six local companies. An agri- 
cultural nation of about six and a half 
million, principal exports are sugar, rice, 
fresh fruits and vegetables, he said. 

The influx of Nationalist government 
officials and the army has not made as 
much difference to the life of the island 
as you might expect. 

Mr. Van Name has been in the Far 
East for American International Under- 
writers since 1948. A New Yorker, he 
was with the Insurance Co. of North 
America before joining AIU in 1939. 


* * * 


Proposed Changes in Minnesota 
Standard Fire Policy Sought by 


Commissioner Nelson 


Take the defects out of the present 
Minnesota standard fire policy for bet- 
ter service to the insuring public is the 
suggestion made to the Minnesota legis- 
lature by Commissioner A. Herbert Nel- 
son. He is the first Commissioner since 
1895 to point out what he considers de- 
fects in the present contract and to 
offer a solution. This promises to be an 
important insurance issue at the present 
session. 

Only the state legislature may change 
the policy and the applying statutes. 
Mr. Nelson urges the 1953 legislature to 
make such changes “to allow Minnesota 
property owners the most modern, and 
the best insurance procurable against 
the perils of fire and other property 
hazards. Our way of life has changed 
greatly since 1895, but needed changes 
in our fire insurance laws have not kept 
pace.” 

Commissioner Nelson suggests the fol- 
lowing 11 points for legislative consid- 
eration: 

1. Eliminate the legal requirement 
that insurance agents appraise a build- 
ing before writing the policy and stat- 
ing an insurable value therein, which 
limits the amount of insurance permit- 
ted. Few agents are valuation experts. 
When two or more agents issue policies 
on a risk with different insurable values, 
in the event of a loss frequently the 
insured is the victim of a controversial 
loss adjustment and stands the risk of 
being legally penalized. 

2. In case of total loss to a building, 
the insured is entitled to collect the full 
amount for which a premium is. paid, 
unless prevented by technical pitfalls 
produced in the wording of statutes and 


statutes throughout the United States 
were enacted between 1872 and 1900 and 
since that time some states have re- 
pealed their valued policy laws on the 
grounds a valued policy law changes 
the whole theory of fire insurance which 
is indemnity, not reward. No state has 
enacted a valued policy law since 1900. 
If a clear “valued policy” statute is ac- 
tually needed to protect the insuring 
public, then one should be devised which 
is workable and devoid of entanglement. 

3. Instead of a policy becoming void 
because of prolonged vacancy or by in- 
crease of hazard, the insurance protec- 
tion should be suspended only during the 
period of violation, and automatically 
become reinstated when the _ voiding 
factors are corrected or eliminated. At 
present, a voided policy is legally dead 
forever with no provision for reinstate- 
ment. 

4. Fraudulent claims and the criminal 
burning of property, if successful, tend 
to increase insurance costs to the pub- 
lic; therefore the law needs to be 
strengthened to assist in combatting 
such claims. 

5. By statute, Section 3516, a small 
business man or the owner of a small 
mercantile building is deprived of re- 
ducing his insurance cost if he main- 
tains a certain percentage of insurance 
to value under the coinsurance plan 
because the present statute provides the 
coinsurance plan cannot be used unless 
total insurance amounts to or exceeds 
$5,000. This unfair restriction should be 
outlawed and all risks in the mercantile 
class given impartial treatment. 

6. Among the policy exclusions are 

“books, wearing apparel, plate, jewels 
and paintings” unless specially men- 
tioned. These exclusions should be elim- 
inated. 
7. In case of loss, should any differ- 
ence arise between the insured and the 
insurer, the policy now wisely permits 
an appraisal or an arbitration, but re- 
quires that such appraisers must be resi- 
dents of Minnesota. Common sense dic- 
tates that it is often necessary to go to 
other states for experts, which privilege 
should be permitted by the policy. The 
policy also limits the fees for anv ap- 
praiser or umpire not to exceed $10 per 
day. Under our present economy; the 
present statutory limitation works an 
injustice to insured and insurer. This 
unfair restriction should be eliminated 
or amended to attract competent experts 
to serve the best interests of both in- 
sured and insurer. 

8. The policv is now silent as to what 
a pavee may do to collect when the in- 
sured pavor takes no action against the 

(Continued on Page 22) 
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Providence Washington 
Shows Continued Gains 


1952 RESULTS ARE PRESENTED 
President Carey Tells of Increases in 
Written and Earned Premiums and 
Total Assets Last Year 





Increases in written premiums, earned 
premiums and total ecm the 
annual report of Stephen W. Carey, 3rd, 
president of the Providence Washing- 
ton Insurance Group, at the 154th annual 
meeting of stockholders in Providence, 
R. L., January 27. 

Written and earned premiums reached 
all time highs of $28,936,000 and $26,- 


assets 





Matar 
STEPHEN W. CAREY, 3RD 
652,000 respectively and assets were up 
two million dollars over last year to 
$50,769,000. Using a ten-year span for 
comparative purposes, President Carey 


written of $10,- 


showed net premiums 

394,000 in 1942, $21,446,000 in 1947, and 
$28,936,000 in 1952. The latter figure 
compares with $26,331,000 in 1951. The 


number of company-operated offices has 
increased in the past decade from 11 to 
46, with assets increasing from 174 to 
well over 50 million. In the same period 
the estimated stockholders equity has 
increased from $36.46 in 1942, to $45.88 
in 1947, to $560.01 at the present. 
Accomplishments of Year 
The year 1952 was 
president 
He said, 
past year 
pletion of 


termed by the 
“one of continued growth.” 
“The accomplishments of the 
include the successful com- 
the required staffing, train- 
ing, and equipping of the new offices 
and departments and, in addition, the 
installation of many new methods and 
procedures necessary for the flexibility 
and efficiency of a progressive and com- 
petitive organization.” The president 
further pointed out that the company 
has been “in a period of transition from 
a pure fire and marine company to a 
multiple line company and that the 
casualty business continued to develop 
satisfactorily.” 

Two directors of the insurance 
pany were reelected: Garry C-. 
and A. Livingston Kelley, and Mr. 
was reelected director of the indem- 
nity company. Members of the boards 
of both companies whose terms did not 
expire and: who continued in office in- 
clude William Gammell, Jr.. G. Maurice 
Congdon, Claude R. Branch, Richmond 


com- 
House 
Carey 


Eric Gambrell Dies at 50 


Eric C. Gambrell, Jr., partner in the 
Seay & Hall Insurance Agency of Dal- 
las, Tex., well known civic leader and 
a past president of the Texas Associa- 
tion of Insurance Agents, died last Sat- 
urday night in a Dallas hospital. He had 
just been elected potentate of Hella 
Temple Shrine. He was also a past head 
of the Dallas Junior Chamber of Com- 
merce. Mr. Gambrell was born in Dallas 
on February 2, 1902, and was graduated 





from Southern Methodist University. He 
is survived by his wife and a son, Eric 
C. Gambrell, IIT. 
Viall, Robert H. I. Goddard, Jr., and 
Everett S. Hartwell. 

In his report to the 4,390 common 


stockholders and 775 holders of con- 
vertible preferred stock, Mr. Carey said, 
“we now have the basic plant and or- 
ganization to accomplish our aim which 
is to have an aggressive nation-wide 
organization which will be a source of 
ever-increasing profit to the stockhold- 
the end of the 


At market values at 


year the company’s holdings were in 
the following proportions: bonds and 
cash, 57.7%; preferred stocks, 12.2%; 
common stocks, 23.3%, and real estate, 
6.8%. 
New Officers Elected 

At the directors’ meeting which fol- 

lowed the stockholders’ meeting two 


new officers, George S. Story and Gold- 
wyn W. Draper, were elected assistant 
secretaries of the parent company. Mr. 
Carey was reelected president of both 
companies. 

In addition to Mr. Carey, the follow- 
ing officers of the Providence Washing- 


ton were reelected: R. Stockton Rush 
and William B. Froehlich, vice presi- 
dents; J. Austin Carroll, vice president 
and secretary; Frederick L. Cote, treas- 
urer; George B. Salter, Harold T. Phin- 
ney, James R. Thwing and Walter 
Perry, Jr., vice presidents; Allan V. 
Gribbin, Thomas B. Ogburn, Jr, and 
Franklin G. Butler, secretaries; George 
T. Broadbent, Melbourne D. Brown, 


Edward H. Fleer and Curtis L. Reeves, 
assistant secretaries. 

In the indemnity company the follow- 
ing officers were reelected: Froehlich 
and Rush, vice presidents; Carroll, vice 
president and secretary; Cote, treasurer; 
heros and Perry, vice presidents ; 
Gribbin, Ogburn and Butler, secretaries 
Fleer and Draper, assistant secret aries. 


Reelected Chairman of 
MLSO Governing Committee 





EARL D. PATTON 


Experience figures for 1951 and for 
the last five years including 1951, 
gether with a summary of experience 
for 22 years, for multiple location and 
Form “A” business were presented by 
Manager T. D. McCarl of the Multiple 
Location Service Office at the annual 
meeting in New York last week. For 
1951 total premiums written were $0l,- 
518,935 and the ratio 37.2%. For 
the five years 1947-51 inclusive the pre- 
miums amounted to $260,092,818 with the 
loss ratio 40.8%. For the 22 years 1930- 
1951 inclusive premiums written were 
$499,585,192 for a loss ratio of 40.7%. 

At the organization meeting of the 
governing committee, the following of- 
ficers were reelected for the ensuing 
year: E. D. Patton, chairman of gov- 
erning committee; H. W. Miller, vice 
chairman of governing committee; C M. 
Close, treasurer. Mr. Patton is United 
States manager of the Northern Assur- 
ance, Mr. Miller United States manager 
of the Commercial Union Group, and 
Mr. Close vice president of the Great 
American. 

The following members of the govern- 
ing committee were elected for a term 
of three y years: A. T. Fleischhauer, vice 
president, Fireman’s Fund; V. L. Gal- 
lagher, assistant U. S. manager, Pearl 
Assurance; H. R. Heilman, vice presi- 
dent, Insurance Co. of North America; 
J. A. North, president, Phoenix Insur- 
ance Co.; John Rygel, vice president, 
Hanover Fire. 
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Pearl-American Group 
Announces Appointments 


FREY PHILADELPHIA MANAGER 


Schmees Asst. Underwriting Secretary 
at New York; Busch Inland Marine 
Mer.; New Agency Superintendents 


D. J. Cowie, United States manager 
of the Pearl Assurance, has announced 
a number of appointments to official 
positions for the Pearl-American Group. 

E. Roy Frey has been appointed man- 
ager of the Philadelphia department to 
succeed Alfred T. Herkness who retired 
on pension on December 31. In this 
capacity Mr. Frey will be responsible 
for the business emanating from Phila- 
delphia and suburban territory, Dela- 
ware and southern New Jersey. Mr. 
Frey was employed by the Pearl-Ameri- 
can Group in 1935 as executive special 
agent for West Virginia and western 
Pennsylvania. In 1945 he was transferred 
to the Philadelphia office and became 
assistant manager of the Philadelphia 
department in 1949. It is also announced 
that David R. Maitha, chief fire under- 
writer for the Philadelphia department, 
has been promoted to agency superin- 
tendent. 


Schmees Asst. Underwriting Secretary 


In the company’s New York office 
Fred M. Schmees has been appointed 
assistant underwriting secretary. Mr. 


Schmees was originally employed by 
Monarch Fire in the fire underwriting 
department in Cleveland in 1929 and 
was transferred to the New York office 
in 1936. Following his discharge from 
the Army he was appointed chief fire 
underwriter in 1947 and later elected 
assistant secretary of the subsidiary 
companies, Monarch Fire and Eureka- 
Security Fire & Marine. 

John W. Busch has been appointed 
manager of the inland marine depart- 


ment of the group to succeed G. C. 
Daubert who recently resigned. Mr. 
3usch has been associated with the 
Pearl-American Group since 1939, and 


prior to his service in the United States 
Army during World War II was inland 


marine manager for the Middle and 
Southern departments in the group’s 
Philadelphia office. Subsequent to the 


war he became inland marine executive 
special agent and in recent years has 
been acting as assistant manager of the 
inland marine department. 

Chris C. Meyer, Walter H. Tarbox 
and Edmund D. McDonald have been 
appointed agency superintendents in the 
New York office. In addition, Wallace 
E. Spedding, who until recently was 
special agent at Buffalo, N. Y., will be 
appointed agency superintendent in the 
New York office to succeed W. Bar- 
clay who retires on pension at va end 
of January. 


Little Insurance on 


Canadian Liner in N. Y. 


Very little ocean marine insurance is 
carried in the American markets on the 
liner “Empress of Canada” which burned 
over the week-end at a pier in Liverpool, 
England. It is estimated that the total 
amount of coverage was nearly $4,000,- 
000, placed largely in London. Some 
small lines may possibly have been car- 
ried in New York with individual com- 
panies. The American Marine Hull In- 
surance Syndicate did not have any cov- 
erage on this ship. 

On the other hand the Hull Syndicate 
and individual companies in the Ameri- 
can market have a substantial interest in 
the new Italian liner “Andrea Doria,” 
which arrived in New York last week on 
her maiden voyage and which will sail 
this week for a South American cruise 
prior to going into the regular New York 
to Genoa run. The “Andrea Doria” of 
25,000 tons is insured for about $20,000,- 
000 in the world markets, including New 
York. Leading underwriters were invited 
to inspect the new vessel while she was 
at her pier this week. 
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ST. PAUL REPORTS GAINS 


Net Underwriting Profit of Over $4,816,- 
000; Assets Now Total $129,604,237; 
Casualty Returns 

The St. Paul Fire & Marine reports 
net premiums of $51,575,328 in 1952, an 
increase of $1,960,247 over 1951. Net un- 
derwriting profit was $4,816,768; un- 
earned premiums increased $2,210,406 to 
$40,491,197 as of December 31, 1952, and 
assets increased $12,112,313 to a total 
of $129,604,237. 

Saint Paul Mercury Indemnity Co. re- 
ports net 1952 premiums of $41,003,290, 
an increase of $6,112,337 over 1951 but 
had a net underwriting loss of $1,615,798 
in 1952. Assets increased $7,932,298 to a 
total of $63,966,650, and unearned pre- 
miums increased $2,892,530 to a total of 
$20,957,017. 

Mercury Insurance Co. reported an 
undenwriting net profit of $721,702 but a 
decrease of $438,496 in net premiums 
which were $12,151,595 in 1952. Unearned 
premiums increased $403,049 to $12,076,- 
754 at the close of 1952 and assets in- 
creased $1,862,547 to a total of $23,862,- 
983. 





Past Presidents’ Dinner 


Held by Pittsburgh Club 


The Insurance Club of Pittsburgh 
held a past president’s dinner at the 
Pittsburgh Athletic Association, January 
22, 1953. The club was organized Feb- 
ruary 9, 1926. 

John J. O'Donnell, secretary of the 
Lon C. Jeffrey Co., Inc., was temporary 
secretary of this affair. The following 
past presidents of the Insurance Club 
are members of the Pittsburgh Athletic 
Association: Charles H. Bokman, resi- 
dent vice president, New Amsterdam 
Casualty Co.; Edward A. Logue, state 
agent, Insurance Co. of the State of 
Pennsylvania; Wallace M. Reid, partner, 
Wallace M. Reid & Co.; A. C. Supplee, 
retired, U. S. Fidelity & Guaranty Co.; 
Paul J. Trimbur, president, Paul J. 
Trimbur, Inc. 


Fothergill, 60 Years With 
London & Lancashire, Dies 


J. V. Fothergill, assistant secretary 
of the London & Lancashire Group and 
vice president of the London & Lanca- 
shire Indemnity, died January 20 at the 
Hartford Hospital in Hartford. He 
joined the parent company in 1893 and 
would have completed 60 years of serv- 
ice next month. 

Mr. Fothergill, who was blind since 
1906, served as agency superintendent 
as well as assistant secretary, He was 
in charge of automobile business and 
was active in the National Automobile 
Underwriters Association. Born in Birk- 
enhead, England, in 1871 he went to 
Manitoba, Canada, in 1890 and not long 
thereafter came to New York to join 
the London & Lancashire. 

In 1900 Mr. Fothergill was promoted 
to a field position in New England. He 
returned to the home office and in 1911 
became head of the newly created auto- 
mobile department. He also supervised 
automobile business of the indemnity 
company and was held in high esteem 
throughout the insurance industry. 

Mr. Fothergill leaves his wife, the 
former Gertrude Damon of Boston; a 
son, John Damon Fothergill of West 
Hartford; a daughter, Mrs. Harold H. 
Stockman of West Simsbury; two sis- 
ters and a brother in England, and two 
grandchildren. 


BOARD NAMES WILLIAMSON 

President P. W. Barnes of the New 
York Board of Fire Underwriters has 
appointed L. A. Williamson, secretary 
of the America Fore Insurance Group, 
to the committee on losses and adjust- 
ments to succeed Vernon Hall, who 
retired. 


Officers of General Brokers Assn. 
Are Installed by Geo. F. Sullivan 





George F. Sullivan, center, handing gavel to Jack A. Fink, right, newly installed 

president of the General Brokers’ Association, while Mr. Fink receives congratula- 

tions from retiring President Samuel Oberman, who is now treasurer. Mr. Oberman, 

left, also received from the association the tape recorder shown in the lower left 
hand corner. 


Jack A. Fink was installed as presi- 


dent of the General Insurance Brokers’ 


Association of New York, Inc., at a 
meeting of the association held January 
21 at Miller’s Restaurant in New York 
City. 

Other officers elected to serve with 
Mr. Fink for 1953 and also installed at 
the meeting were Andrew H. Boardman, 
first vice president; Russell Wittpenn, 
second vice president; Henry B. Olshen, 
third vice president; Cornelius W. Haar- 
mann, Jr., fourth vice president; Samuel 
Oberman, treasurer; and Joseph Conroy, 
secretary. All members of the executive 
committee were also installed. 

Newly elected President Fink an- 
nounced committee chairmen as follows: 
membership, Henry B. Olshen; legisla- 
tive, George F. Sullivan; public rela- 
tions, Nathan Greenbaum; grievance, 
Andrew H. Boardman; audit, Robert M. 
Ferguson; and publicity, Russell Witt- 
penn. 

Mr. Sullivan administered the pledge 
to the newly elected officers and com- 
mittee members. President Fink, in his 


opening remarks, stated that “I expect 
to do my share as president and I know 
that my fellow officers who were in- 
ducted this evening intend to do their 
share in fulfilling obligations which we 
have assumed.” He also made the ob- 
servation that compulsory automobile in- 
surance would create a turmoil such as 
has never before been known by the 
insurance fraternity. The president ven- 
turned the opinion that it could crowd 
all the automobile renewal business into 
but a few weeks in the month of De- 
cember at which time brokerage offices 
are already overtaxed with year end 
work and detail and pointed out that 
with it all could come reduced com- 
missions. 

Another feature of the meeting was 
presentation to the retiring president, 
Mr. Oberman, of a tape recorder in 
recognition of his years of service to 
the association. Mr. Oberman presented 
a token of appreciation to each of last 
year’s officers. 

Mr. Sullivan, chairman of the legisla- 
tive committee, made a report on the 
proposed compulsory automobile insur- 
ance legislation. 


GLENS FALLS PROMOTIONS 





Evert and Hornberger Superintendents 
of Fire and Casualty Divisions 
for Philadelphia Territory 


The Glens Falls Group announces 
promotions of W. Brooks Evert and 
William A. Hornberger to the newly 
created positions of superintendent of 
the fire division and superintendent of 
the casualty and bonding division, re- 
spectively, for the entire territory serv- 
iced by the Philadelphia office. Both 
men will be under the direct supervision 
of Laurance G. Doyle, manager. 

Mr. Evert and Mr. Hornberger will 
be assisted by Special Agents Fred 
Engell, Theodore C. Flamm, Jr., Hugh 
Chapin and Edwin Knoblock who will 
have charge of individual fields. 

Mr. Evert, a native of New Jersey 
and a graduate of Lafayette College, 
entered the insurance business in 1931. 
Since that time he has served as a local 
agent and company field representative. 
He joined the Glens Falls in 1945 as a 
special agent in the eastern Pennsyl- 
vania field and has until now served in 
that capacity. 

Mr. Hornberger, a native Pennsyl- 
vanian, attended the University of 
Pennsylvania and entered insurance in 
1938. He joined the’ Glens Falls ‘in 1941 
as a claims representative and left to 
enter the U. S. Army in 1942. When he 
returned to the company following his 
discharge in 1945 as a_ lieutenant, he 
was again assigned to the Philadelphia 
office as a field man, and has since then 
served as both fire and casualty special 
agent in the south Jersey field. 





TEFFT WESTERN DEPT. MGR. 
Succeeds Hoopes at Chicago for Provi- 
dence Washington; Hunter to Be- 
come General Manager for Canada 

Stephen W. Carey, 3rd, president of 
Providence Washington Insurance Com- 
pany, announces retirement, as of March 
1, of Clayton E. Hoopes as_ general 
manager of the Western department at 
Chicago. Donald E. Tefft, who has been 
general manager for Canada for the past 
two years, will succeed Mr. Hoopes. 

Gordon C. Hunter, assistant general 
manager in Canz ida, will become general 
manager for Canada. He formerly served 
as secretary of the Canadian Under- 
writers Association. 

Mr. Hoopes started in the insurance 
business with the North America in 1912. 
He was in the Ohio field until 1928, 
when he returned to Chicago as field 
superintendent. He joined the Provi- 
dence Washington in 1941 and was 
named assistant manager of the Western 
department in 1946. He has been gen- 
erel manager since 1947. 

Mr. Tefft joined the Providence Wash- 
ington at the home office in Providence, 
R. IL, in 1946 after separation from the 
Army Air Forces. He is a graduate of 
Brown University in 1940 and previously 
served as manager of the reinsurance 
department. 
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Syracuse Women Mark 
Tenth Anniversary 


DINNER TO CELEBRATE EVENT 


Several Past Presidents Attend; Wit- 
meyer Chief Speaker; Forty New 
Members Are Installed 
The close of 1952 marked the tenth 
anniversary of the Syracuse, N. Y., In- 
surance Women’s Association, but due 
to the holiday season the birthday cele- 
bration was not observed until the Janu- 
ary meeting of the association. A dinner 
party was held in the dining hall of the 
First Methodist Church. In attendance 
and seated at the speaker’s table were 
the following past presidents: Marjorie 
Hull, Marguerite FitzPatrick, Marie Sul- 
livan, Margaret Holden, Ruth Wright, 
Helen Watson, Edythe Mathews, Toni 
Petossa and Nancy Nosser, the latter 

now of Washington, D. C. 

Invitations to the dinner were ex- 
tended by President Irene Dickinson to 
Forrest H. Witmeyer, president of the 
Excelsior Insurance Co. of Syracuse; 
also to George Morey, retired manager 
of the Hartford Accident and Indem- 
nity. Mr. Morey, who was president 
of the Casualty and Surety Club of 
Syracuse when the Syracuse Insurance 
Women were organized, installed the 
first officers. President Dickinson also 
invited Gladys Putnam, Gloversville, N. 
Y., president of the Federation of New 
York Insurance Women’s Clubs, but 
due to illness she was unable to attend. 
The Syracuse Group is a charter mem- 
ber of the Federation. 


Marjorie Hull First President 


Miss Hull, first president of the Syra- 
cuse Insurance Women’s Association, 
and her successors have aimed to make 
the association worthwhile in the insur- 
ance fraternity and have attained that 
goal through its educational courses and 
good fellowship. 

Included in the tenth anniversary pro- 
gram was community singing during the 
dinner arranged by Marilyn Dietz, as- 
sisted by Barbara O’Brien, pianist. Fol- 
lowing the dinner President Dickinson 
read many congratulatory telegrams and 
messages received from other Federa- 
tion Clubs and agency and company 
groups. She then introduced Miss Hull 
who acted as historian. Miss Hull intro- 
duced the past presidents in the order 
of their term and gave a short resume 
of the ten years’ activities of the asso- 
ciation. 

Mildred Linn, secretary of the Ex- 
celsior Fire, and a former secretary of 
the Syracuse Club, expressed her 
thoughts on the friendships and whole 
hearted loyalty that have grown out of 
the association of women in the insur- 
ance field. Following Miss Linn, an in- 
surance skit, featuring members of the 
Syracuse Group, was presented by Eliza- 
beth Bosshart, program chairman. Forty 
new members were installed. They were 
introduced by Doris Phelps, vice presi- 
dent and membership chairman. 

Mr. Witmeyer reviewed his associa- 
tion with the Syracuse Insurance 
Women during the past decade and 
pointed out the intrinsic value of the 
association to the insurance business 
and the feeling of good fellowship that 
has been created among agency and 
company offices. 

The association’s 


scrapbook, whose 








Connecticut Agents Plan 
Midyear Meeting June 8 


The Connecticut Association of In- 
surance Agents has scheduled a_ panel 
of Chartered Property Casualty Under- 
writers to discuss standard fire and 
liability contracts for its midyear meet- 
ing, June 8, at Groton, Conn. 
Members, and alternates will include 
Hugh W. manager, 
American - Associated Insurance Compa- 
nies, moderator; Austin Carey, special 


Donovan, branch 


agent, Aetna Insurance Group; H. James 
Doolittle, superintendent, survey depart- 
ment, Aetna Insurance Group; Her- 
bert R. Bland of R. C. Knox and Com- 
pany; John B. Abrahms, partner, Max 
Blumenthal Agency, all of MHartford; 
and Donald M. Witmeyer, manager, re- 
search and miscellaneous lines depart- 
ment, Security - Connecticut Companies, 
New Haven. 


JOIN LOUISVILLE BOARD 

George Cohen and Marshall Bensinger, 
Louisville, Ky., formerly solicitors for 
the old insurance firm of E. S. Tachau 
& Sons, who recently took over that 
agency, have been made members of 
the Louisville Board of Insurance 
Agents, as operating the E. S. Tachau 
& Sons, Inc., agency. 





pages are reminiscent of local and fed- 
eration activities, was on display. At 
present the book is in the charge of 
Marie Sullivan, publicity chairman. 

The initial educational course for 1953 
will be conducted by the Syracuse In 
surance Women with the study of fire 
insurance. Classes will be held in the 
local offices of the New York Fire In- 
surance Rating Organization. T. Boyd 
of the rating bureau will be the in- 
structor. Virginia Davies is education 
chairman. 


Elected a Director 
Of Johnson & Higgins 





Matar 
C. STEWART ANDERSON 


Election of C. Stewart Anderson as 
a director of Johnson & Higgins, inter- 
national insurance brokerage firm, at a 
meeting of the board of directors is 
announced by Elmer L. Jefferson, pres- 
ident. Mr. Andrews is a member of the 
marine hull department of Johnson & 
Higgins and has been associated with 
the marine insurance brokerage business 
since 1940. 

Mr. Anderson attended Yale*Univer- 
sity as a member of the class of 1932, 
and served as an officer in the United 
States Coast Guard from 1942 to the 
end of the war. He is a member of the 
New York Yacht Club, Manhasset Bay 


Yacht Club, Yale Club of New York, 
Whitehall Club, the Propeller Club, 
Maritime Association of the Port of 


New York, and the Cruising Club of 


America. 


Rittenberg President 
New Orleans Local Board 


Charles L. Rittenberg, stock insurance 
agent, was elected president of the New 
Orleans Insurance Exchange at the 
group’s annual meetings on January 13. 
Affiliated with the insurance agency of 
Meyers, Whitty, and Hodge, he became 
the 38th chief executive of the organiza- 
tion, succeeding W. Ferguson Colcock. 

James C. Kraus, partner, Kraus Insur- 








Old enough to have Traditions 
- « e Young Enough to be Flexible 





IN UNION 
THERE IS STRENGTH 


Two young and ambitious 
Brokers wanted to become as- 
sociated with small but high 
grade office. Must control 
minimum $40-50,000 select 
business. Size of accounts notso 
important as quality. Reply in 
complete confidence with full 
resumé and also personal ref- 
erences. Box No. 55, Doremus 
& Co., 120 Broadway, N. Y.C. 
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We're well into our fifth decade in 
the agency business with a tradition 
of experience and dependability our 
brokers and companies consider ex- 
ceptional. Hand-in-hand goes a rep- 
utation for digging into every prob- 
lem thrown at us as though it were 
the only one in the house. 

No stuffed shirts here. We're 
proud of our friendly atmosphere 
and personal service. Drop in on us 
when you get a chance! 
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GAVEY AND SIMIS PROMOTED 


Given Recognition by Smyth, Sanford & 
Gerard, Inc., Robert Sanford Joins 
Office; Their Respective Careers 

G. Foster Sanford, president of Smyth, 
Sanford & Gerard, Inc. New York 
brokerage house, announces promotions 
of Herbert Gavey to be treasurer and 
Theodore E. Simis to be secretary, both 
elective positions. At the same time 
Robert L. Sanford, son of the president, 
has joined the organization after serv- 
ing an apprenticeship for the past year 
or so with Chubb & Son. 

On February 26 Mr. Gavey starts his 
34th year with Smyth, Sanford & Gerard, 
having served in all capacities in the 
office and handled all types of insurance. 
He was elected secretary of the firm 
in the 1940’s following the death of 
Charles S. Forbes, which post he held 
until his recent election as_ treasurer. 
Mr. Gavey has 40 years’ experience both 
in the company and brokerage fields, 
having made his start with the old 
agency firm of E. E. Clapp & Co., New 
York, as an office boy. 

Mr. Simis who has a background of 30 
years in the business, has been with 
Smyth, Sanford & Gerard for the past 
five years and is an account executive. 
His previous connections, all in the 
brokerage field, include Fred S. James 
& Co., Griswold & Co., and De Lanoy 
& Kipp, Inc. 

Mr. Sanford got off to a good start 
January 19 as a placer and is making 
himself known along William Street. He 
is a graduate of Kent School and Bryant 
Business College, Providence, R. I. He 
plans to be married in the Spring. 


CHARLES C. SCHWARZ DIES 

Charles C. Schwarz, 65, who operated 
a general insurance business in Buf- 
falo, N. Y., more than 30 years, died 
January 20, after an illness of three 
months. 








ance Agency, was elected vice president. 
Elected secretary and treasurer respec- 
tively were Alfred M. Barnes, president, 
Calhoun and Barnes; and Leonard M. 
Wise, executive-director, Ferd Marx In- 
surance Agency, Ltd. The New Orleans 
Insurance Exchange is made up of 137 
local stock insurance agents. 
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NEW RATING SYSTEM IN N. H. 





New England State Will Use System 
for Dwellings Similar to That Used 
Now in New York State 
New Hampshire Board of Underwrit- 
ers will adopt an entirely new system 
of setting fire insurance rates for dwell- 
ings, effective February 1. The new 
system is similar to that used in New 
York State and is designed to give 
prompt rate recognition to improve- 

ments in municipal fire protection. 

All cities and towns in New Hamp- 
shire are currently being regraded by 
the New Hampshire Board on the basis 


of the “Standard Grading Schedule” of 
the National Board of Fire Under- 
writers. 


Instead of the present system of six 
Roman numeral classifications for New 
Hampshire towns, the new system will 
use letter classes, from A through H. 
Classes A through D are considered 
protected, and classes E through H 
are unprotected. 

The new dwelling rating system abol- 
ishes the present published fire limits 
as of February 1. In place of that, a 
community will be classed with a letter 
or letters, showing one protecied and 
one unprotected class for a_ particular 
community. 

Rates for dwellings will be based on 
distance from approved fire hydrants as 
well as the distance from an available 
fire department station. Risks located 
within 500 feet of a hydrant and within 
three miles of a station in a community 
that has the first letter A, B, C or D 
in its classification qualify for A, B, 
C and D rates. In this case Protection 
Statement No. 1 is required, and the 
daily report will so state. 


AFIA Promotes Putnam to 


Assistant General Manager 

Trustees of the American Foreign In- 
surance Association have promoted Re- 
gional Supervisor Harrington Putnam 
to the post of assistant general manager. 
Mr. Putnam will have supervision of 
AFIA’s operations throughout South 
America. 

Mr. Putnam was born in Brooklyn, 
attended Pomfret School and is a gradu- 
ate of Princeton University. He started 
in insurance in 1928 with the Stuyvesant 
Insurance Co. where he remained until 
1938, at which time he joined the bro- 
kerage house of Johnson & Higgins. In 
June, 1942, he entered the Air Corps 
and at the time of his separation from 
active duty held the rank of major. 

Mr. Putnam joined AFIA in 1946 and 
was immediately assigned to Brazil as 
supervisor of the association’s opera- 
tions in that country. He was later 
promoted to regional supervisor with 
supervision over Brazil, Argentina and 
Chile. 

By special agreement, Field Superin- 
tendent N. H. Wentworth has assumed 
an official position with the America 
Fore Group in New York. The Conti- 
nental, Fidelity-Phenix and Fidelity & 
Casualty are members of the AFIA. 


Louisville Board Plans 
100th Anniversary in 1954 


On February 15, 1954, the Louisville 
Board of Insurance Agents, plans an 
outstanding celebration. It is planned to 
invite heads of all domestic and foreign 
stock fire companies, writing business in 
Kentucky, as guests of the Louisville 
Board. 

In its early days the organization not 
only was of a social and business nature, 
but made rates applicable to all insur- 
able properties in Louisville, and was 
recognized nationally as an outstanding 
segment of the insurance industry. 

In Louisville at the annual meeting at 
which James Henning was elected 
president; E. Ewing Carrico, vice pres- 
ident; and R. W. Barnes, Jr., secre- 
tary, beautiful Nottingham desks were 
presented to retiring President W. W. 
Gaunt, Jr, and to Peyton B. Bethel, 
who was retired as secretary after about 
20 years of full time service to the 
Board. 























. . . probably worried to the point where 
he’d buy NON-OWNERSHIP Boiler 
and Machinery coverage right now. 
Then he wouldn’t have to keep one eye 
on his neighbor’s business and a prayer 
in his heart that nothing happens. 
Because whatever his neighbor’s good intentions, 
his neighbor’s pocketbook may limit his 
“ability to pay” if his Boiler, Pressure 
Containers or Machinery go out of kilter and 
injure others or damage their property. 


P.S. We’re naturally assuming you’ve sold 
everyone who needs it Boiler and Machinery 
protection, the foundation of a sound insurance program. 
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Wentworth Secretary 
America Fore Group 


WITH AFIA FOR MANY YEARS 








Former Manager of Paris Office He 
Was at New York Headquarters 
Following Service in World War II 





President Frank A. Christensen of 
the America Fore Insurance Group an- 
nounces that Nathan Henry Wentworth 


has become associated with that or- 





Conway Studio 
WENTWORTH 


NATHAN H. 


ganization as secretary of the five com- 
panies which comprise the group. 

Mr. Wentworth entered insurance in 
1933 with the American Foreign Insur- 
ance Association in New York and in 
the following year was assigned to the 
. aris branch. In 1939 he became mana- 
ger of that office, in which position he 
ee te until he returned to New York 
in 1941. Later that year he joined the 
Home Insurance Co., becoming its Bos- 
ton manager in January, 1942. 

During World War II he served in 
the Office of Strategic Services and with 


the United States Army as captain, 
major and lieutenant colonel, succes- 
sively. He was actively engaged in the 


Mediterranean and European theatres 


and was awarded six United States 
battle stars and the French Croix de 
Guerre. 


Upon his return to civilian life in 1945 
he rejoined the American Foreign In- 
surance Association in New York, where 
he remained until he joined America 
Fore. 

A native of Newton, 
worth attended the 
1932 he received his A.B. degree magna 
cum laude from Dartmouth College, 
where he was named to Phi Beta Kappa. 
While in college he was a member of 
the varsity football and hockey teams. 
He is a member of the Broad Street 
Club, Dartmouth Club and Rotary Club, 
all of — York; American Legion 
Post No. 1, Paris, France, and the Mill- 
brook Sik of Greenwich, Conn. 


Mass., Mr. Went- 


local schools. In 


ST. LOUIS BOARD ELECTS 

Paul J. Schroeder of the Eggert-Car- 
roll-Schroeder Agency, was elected pres- 
ident of the Insurance Board of St. 
Louis, at its annual meeting Tuesday, 
January 20. 

Mr. Schroeder, who has been vice 
president of the board for the past year, 
as president succeeds John Wightman, 
Jr. Wightman Agency, who is now 
chairman of the board, 

Other nominations acted on includes 
H. Roland Bieser, vice president; Wil- 
liam R. Dunham, Mercantile Insurance 
Agency, secretary, and F. George Macke, 
Chas. L. Crane Agency Co., treasurer. 
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Idea for Hatlo Cartoon 
Gains Wide Approval 


Matar 
WILLIAM J. TRAYNOR 
William J. Traynor, assistant secre- 
tary of the North British & Mercantile 
Group in charge of the advertising de- 
partment, has joined the ranks of Jimmy 
Hatlo idea contributors. A “thanx and 
tip of the Hatlo hat” goes to Mr. Tray- 
nor for offering a suggestion for a car- 
toon which appeared recently in all the 
newspapers around the country that 
carry this syndicated cartoon daily. This 
particular picture shows two parents 
proudly displaying the talents of their 
trained dog while their young daughter 
runs wild annoying people. The caption 
is “Speaking of Rearing a Child, Parents 
Should Do More of It.” Many will ap- 
plaud this suggestion. 


Big Bill 
(Continued from Page 17) 
insurance company to collect. In behalf 
of clarity, Minnesota’s policy should be 
amended to outline the payee’s rights, 
so that the payee on chattel loans will 
be protected in the same manner as the 
mortgage on real property loans, as in 
the present policy. 

9. The present policy provides the 
company must give ten days’ cancella- 
tion notice if it elects to cancel ; except 
in the case of non-payment of premium, 
the time element is limited to five days 
provided the policy has been in force 
60 days. A uniform ten-day cancellation 
notice to the insured in all situations 
will serve the best interests of all con- 
cerned. 

Multiple Peril Provisions 

10. The proposed new fire policy and 
law should be flexible enough to permit 
the companies to write multiple peril 
coverages in keeping with the popular 
demand of the insuring public and na- 
tional trend. One policy could then be 
written to provide, in addition to fire, 
such other material damage perils as 
water damage, collapse, and earthquake, 
and to include such popular casualty 
coverages as burglary, theft, glass break- 
age and the various forms of public 
liability insurance. When these various 
coverages are written under a single 
policy, it will make a material saving 
in the company’s operating expense and 
this saving in expense is passed on to 
the insuring public in lower insurance 
premiums. 

11. The law should be changed so 
that no receipt should be required until 
the premium has actually been paid. 
This is the wording which should be 
changed: “In consideration of 
dollars to be paid by the insured, 
receipt of which is hereby acknowl- 
edged.” This conflicting policy wording 
is such that the policy Ronis a receipt 
even before money is actually paid. 


the 





“CAR CAN KILL” STICKERS 





Distributed by New Jersey Agents as 
Safety Feature; May Be Put on 
Side Windows of Cars 
“Car Can Kill” stickers being dis- 
tributed by the New Jersey Association 
of Insurance Agents as a safety feature 
may be displayed on side windows of 
cars, Motor Vehicle Director Dearden 
has announced in support of the cam- 
paign. Buses, cabs and other public ve- 
hicles already are displaying the signs, 
furnished by the agents in an effort to 
reduce New Jersey’s highway toll by 

emphasizing traffic dangers. 

“The more widely these terse mes- 
sages of warning can be displayed the 
more conscious we believe people will 
become of the need for careful driving,” 
explained Roy H. MacBean of Cranford, 
association president. “We are grateful 
for Director Dearden’s cooperation. His 
approval of our request for display of 
the stickers on side windows of private 
cars should contribute materially to the 
success of the program.’ 

The stickers, which range in size from 
8 by 2 inches to 16 by 4 inches, may 
not be placed on the rear window or 
windshield because of regulations against 
obstructing view. They are considered 
safe for use on side windows, however. 

The program was developed by the 
agents’ safety committee headed by Joel 
Harrison of Kearny. Stickers may be 
obtained from association members with- 
out cost. Mr. Harrison is also president 
of the Hudson County Association of 
Insurance Agents. 


ESSEX, CONN., WATERFRONT 

The picturesque waterfront at Essex, 
Conn., was portrayed in a full-color pano- 
ramic display featured at the exhibit 
of the Automobile Insurance Co. and the 
Standard Fire Insurance Co. at the 1953 
National Motor Boat Show at Grand 
Central Palace in New York City, Janu- 
ary 9-17. Famous landmarks shown in 
the 20-foot display were the old steam- 
boat dock, Essex Yacht Club and Daunt- 
less Club. 


BUFFALO FIELD CLUB MEETS 
New officers of the Buffalo Field Club 
have been elected at a meeting in Buf- 


falo, N. Y. They are Robert W. Zoller, 
president; Ronald Donald, vice presi- 
dent; Henry G. Stiehler, secretary, and 


Thomas M. Hinkley, Jr., 


treasurer. 


RED CROSS FUND LEADERS 


Insurance Heads Include Top Executives 
in Fire, Marine, Life, Casualty, 
Brokers, Agents Fields 

Nine leaders in the insurance field in 
Manhattan have accepted division chair- 
manships in the finance section of the 
March, 1953, Red Cross Fund appeal of 
the New York Chapter, it is announced 
by Robert E. McNeill, Jr. 

Mr. McNeill, president of the Hanover 
Bank, is chairman of the finance_sec- 
tion, ‘which is one of ten in the cam- 
paign’s Commerce and Industry Com- 
mittee headed by John R. Suman, vice 
president of Standard Oil Co. (N. | 

Mr. McNeill said that the enthusiastic 
acceptance of division chairmanship by 
the insurance leaders indicated recogni- 
tion by the industry of the vital impor- 
tance of Red Cross services to the health 
and security of the nation. 

The insurance division chairmen who 


will assist Mr. McNeill include J. Vic- 
tor Herd, executive vice president, 
America Fore Group, for general.insur- 
ance; Roy N. Jenkins, president, Alex- 
ander & Alexander, Inc., for insurance 
brokers: Edward I. White, president, 
White . Camby, Inc., for insurance 
agents; Morgan W illiams, vice presi- 
dent, foeiae Insurance Co., for fire in- 


surance Re and groups; Harold 
C. Conick, U. S. manager, Royal- Liver- 
pool Group, for British companies; W. 
L. Bates, vice president, America Fore 
Group, for casualty and surety compa- 
nies; Owen C. Torrey, general manager, 
Marine Office of America, for marine 
companies; Devereux C. Josephs, presi- 
dent, New York Life Insurance Co., 
for life insurance companies, and H. 
Arthur Schmidt of the H. Arthur 
Schmidt agency, for life insurance agen- 
cies. 

Mr. McNeill said that New York 
City’s goal in the March campaign will 
be $7,000,000, a sum 23% greater than 
was raised here for Red Cross last year. 
Nationally, the goal is $93,000,000, which 
is $8, 000,000 more than was sought last 
year. The increase is occasioned pri- 
marily by the fact that Red Cross, at 
the request of the Office of Defense 
Mobilization, is extending its blood pro- 
gram to supply gamma globulin for use 
by health authorities as a means of pre- 
venting or minimizing paralysis in child 
polio victims in next summer’s epidemic 
areas. 
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AIU Window Preview of 


Coronation Pageantry 
The windows of American Interna- 
tional Underwriters in New York this 
month give a glimpse of the pageantry 
which 100,000 foreign visitors, many of 
them Americans, will witness in London 
during the Coronation of Elizabeth II 
in June. 


Arranged by the British Travel Asso- 
ciation, the window display at 102 
Maiden Lane consists of large color 


murals showing the spectacular troop- 
ing of the colors, a trio of beefeaters, 
the Lord Mayor’s coach and a large 
transparency of the throne of Eng- 
land. In each window there are also 
illuminated photos of typical British 
scenes, and in one, a photo of the Queen. 

Members of the public are invited 
to take brochures entitled “Vacation- 
ing in Great Britain,’ which will be 
found in the lobby of the American 
International Building while the display 
is in progress. 

It is estimated that 400,000 Americans 
went to Europe in 1952, and predictions 
for 1953 are higher. Touring associa- 
tions forecast that more than 10,000 cars 
will be shipped to Europe for American 
owners this summer, and many more 
Americans will rent cars on arrival. 


Johnson, Sheldon Speakers 
At Midwest Conference 


Additional plans for the fifth Midwest 


Territorial Conference, scheduled for 
the Sheraton-Cadillac Hotel, Detroit, 
February 22-24, have been announced 
through the Michigan Association of 


Insurance Agents headquarters office by 
Howard Nuttenlocher, Pontiac, chair- 
man. 

H. Clay Johnson, New York, deputy 
U. S. manager, Royal-Liverpool Group, 
will deliver the keynote address on 
“Insurance in the Public Eye.” Walter 
M. Sheldon, Chicago, president, Na- 
tional Association of Insurance Agents, 
will talk on “Principles in Business,” 
and Commissioner Joseph A. Navarre 
of the Michigan Department will be a 
luncheon speaker on “The Point of 
View From the Supervisory Angle.” 

A unique tribute is to be paid the 
late George W. Carter of the Detroit 
Insurance Agency who, as_ longtime 
chairman of the ey Association 
conference committee, was to have had 
a prominent -part in the program ac- 
cording to original plans. In view of 
his recent death, a memorial session now 
is being developed by the past chair- 
men of the territorial conference. 

Among additional speakers announced 


is Paul K. Mullen, secretary of the 
marine division, National Union Fire, 
on the subject “Farm Marine Cover- 
ages.” 


Eckhouse to Address 


Connecticut Mariners 
Robert D. Eckhouse, director of ad- 
vertising, public relations and sales pro- 
motion for Babaco Alarm Systems, Inc., 
will be the feature speaker at the Feb- 
ruary 10 luncheon meeting of the Mar- 
iner’s Club of Connecticut at the Maple 
Hill Restaurant, Hartford. He will dis- 
cuss “Public Relations Aspects of Theft 
Prevention.” Mr. Eckhouse, a former 
newspaper and magazine editor, was 
previously associated with the National 
Association of Insurance Agents and 
Association of Casualty and Surety 
Companies in editorial and public rela- 
tions capacities. 


Would Make One-Fourth of 
Boards Public Directors 


State Senator Louis L. Friedman, 
Democrat, Brooklyn, has introduced in 
the New York legislature a bill, S. Int. 
125, to amend Section 56 of the Insur- 
ance Law, to require that one-fourth of 
the membership of boards of directors 
of domestic and mutual insurance com- 
panies shall be public directors ap- 
pointed by the Governor. The bill was 
referred to the insurance committee. 
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America Fore Group Results for 1952 


(Continued from Page 1) 


surety operations, through the group’s 
casualty company, the Fidelitty & Casu- 
alty of New York, showed considerable 
improvement over the previous year, it 
was not enough to avoid a statutory un- 
derwriting loss. The classes contributing 
principally to the unfavorable results 
were automobile bodily injury, automo- 
bile property damage, general liability 
and workmen’s compensation. 


Improved Trend Noted 


He further stated, “Whether the in- 
flationary spiral which contributed so 
materially to the woes of the casualty 
insurance companies has been arrested 
and whether other corrective measures 
have been effective, remains to be seen. 
In any case the real lasting benefit to 
all concerned will follow a_ substantial 
abatement of accidents by effective pre- 
vention methods, however drastic. 

“As stated last year, we are cooperat- 
ing with and supporting many worth- 
while efforts of private business and 
various governmental agencies earnestly 
seeking elimination of the basic causes 
of accidents. In general, there are cer- 
tain reliable signs of a trend toward 
less unfavorable results in the casualty 
insurance business. 

“Throughout the vicissitudes of the 
casualty business during recent years,” 
Mr. Christensen added, “we have not 
faltered in our obligations to the insur- 
ing public and our producers. We have 
held to our traditional underwriting 
policy of accepting from established 
sources, business which conforms to our 
standard underwriting requirements in 
the belief that distress stemming from 
rate inadequacy, or from the impact of 
inflated awards and verdicts, is not the 
fault of the producer or of the policy- 
holder but is a condition which must be 
met by prompt and vigorous action by 
the underwriters in conjunction with the 
ratemaking bodies and regulatory au- 
thorities. It is our belief that such a 
policy of meeting our obligations is 
realistic and will, in the long term, inure 
to the lasting benefit of all concerned.” 


Continental Premiums and Losses 


In his report to stockholders of the 
Continental, President Christensen dis- 
cussed premiums and losses for 1952 as 
follows: 

“Net premiums upon business written 
during 1952 were $66,208 906, a decrease 
of $1,592,834, under net premiums w ritten 
during 1951. Two sources of indirect in- 
come (reinsurance premiums assumed) 
which produced $3,968,239 during 1951 
were discontinued and produced no in- 
come during 1952. A further shrinkage 
of approximately $2,600,000 in written 
premium income resulted from the use 
of installment premium payment en- 
dorsements during the year under which 
only a portion of a three- or five-year 
term premium, instead of the full term 
premium, is accounted initially. 

“Lower fire insurance rate levels also 
had their effect upon 1952 writings. 
Considering these adverse influences 
upon premium writings, the sources of 
direct income produced satisfactorily and 
to an extent offsetting a substantial por- 
tion of the premium shrinkage from in- 
direct sources. 

“Our losses incurred, including loss 
adjustment expenses, to premiums writ- 
ten were 84%; to premiums earned 
50.24%. Comparative figures for the year 
1951 were 49.84% and 52.85% respec- 
tively. 

“The percentage ratio of total ex- 
penses, not including taxes, incurred 
during 1952 was 38.42% of premiums 
written. This was comprised of 24.43% 
expenses chargeable to agents’ and 
brokers’ commissions and 13.99% ex- 
penses chargeable to all of the other 
expenses of underwriting operations, 
such as administration, salaries, rents, 
field supervision, inspection, advertising, 
printing, postage, telephone and _ tele- 
graph. Comparative figures for the year 
1951 were 24.45% and 11.96% respec- 
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tively. Including taxes (other than Fed- 
eral income and excess profits taxes) the 
percentage ratio of total expenses in- 
curred during 1952 was 41.27% to pre- 
miums written; 42.45% to premiums 
earned. Comparative figures for the year 
1951 were 39.10% and 41.46% respec- 
tively 

“Federal, state and local taxes aggre- 
gating $6,013,164 were incurred during 
1952. The burden of taxes amounted to 
$2.41 per share during 1952 as compared 
with $1.89 per share during 1951. 

Fire Losses Higher 

“The year 1952 presented many ex- 
traordinary contradictions to the insur- 
ance underwriter. Fire losses continued 
to climb. Fire rates continued their 
downward trend but generally in an or- 
derly fashion. 

“Severe hurricanes and windstorms 
were localized. Hence the insurance 
companies derived some benefit from in- 
creased rates for windstorm and _ hurri- 
cane insurance coverage as approved by 
regulatory authorities following the big 
wind of November, 1950, which cost the 
property insurance companies so dearly. 

“Ocean marine insurance results con- 
tinued to worsen during the year. The 
year 1952 produced more serious mari- 
time disasters of proportion than any 
other post World War II year. Notwith- 


standing these, our ocean marine oper- 
ations produced an underwriting profit 
during 1952 but at a narrowed margin.” 


Fidelity-Phenix Results 


Reporting on results of the Fidelity- 
Phenix of the America Fore Group, 
President Christensen stated in part: 

“Net premiums upon business written 
during 1952 were $52,614,630, decrease of 
$2,816,664 under net premiums written 
during 1951. Two sources of indirect in- 
come (reinsurance premiums assumed) 
which produced $3,968,239 during 1951 
were discontinued and produced no in- 
come during 1952. 

“Our losses incurred, including loss ad- 
sautaggg”™ es. to premiums written 
were 49.73%; to premiums’ earned 
00%. Comparative figures for the 
year 1951 were 51.60% and 54.12%, re- 
spectively. 

Expenses 


“The percentage ratio of total ex- 
penses, not including taxes, incurred 
during 1952 was 37.94% of premiums 
written. This was composed of 24.85% 
expenses chargeable to agents’ and 
brokers’ commissions and 13.09% ex- 
penses chargeable to all of the other 
expenses of underwriting operations, 
such as administration, salaries, rents, 
field supervision, inspection, advertising, 
printing, postage, telephone and _ tele- 
graph. Comparative figures for the year 
1951 were 25.05% and 10.98%, respec- 
tively. Including taxes (other than Fed- 
eral income and excess profits taxes) 
the percentage ratio of total expenses 
incurred during 1952 was 40.52% to pre- 
miums written; 40.68% to premiums 
earned. Comparative figures for the year 
1951 were 38.47% and 40.36% respec- 
tively.” 


Samuel Bloom Dies; 
Veteran Rochester Agent 


Samuel Bloom, one of Rochester's 
oldest active general insurance brokers 
and long an active figure in Jewish com- 
munal affairs, died January 19 in 
Rochester, N. Y. Mr. Bloom had been 
in his office in the Genesee Valley Trust 
3uilding most of the day. He became ill 
late in the afternoon and died shortly 
after he was taken home. 

A native of Russia, he went to 
Rochester 60 years ago and went into 
the insurance business about 48 years 
ago. His two sons, Raymond and 
Seymour Bloom, later joined him in the 
firm, which is known as Samuel Bloom 
& Sons Inc. Insurance Agency. Mr. 
Bloom was president. He was a member 
of the New York State Association of 
Insurance Agents and of the Rochester 
Board of Underwriters. 





“Weghorn Is Good To Brokers” 


Living up to our slogan, this agency is fully equipped 
to render top-flight service to metropolitan brokers in the 
fire and allied lines, inland and ocean marine . .. No 
problem is too large or too small for our specialists to 
handle . . . and Weghorn service is given with a smile. 


Our philosophy in these busy days centers around the 
“help the other fellow” attitude. We’re out to build 
greater prestige and confidence to the end that brokers 
will decide to bring their business to us . . . not only 
because they like Weghorn service but because of our 
ability to help in strengthening their client relationships. 


Consult us particularly on general cover business. 


FIRE @® AUTO © INLAND AND OCEAN MARINE INSURANCE 
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WOULD AMEND MORTGAGE LAW 


New York Bar Would Remove Mort- 
gagee’s Rights to Retain Fire Loss 
Payments After Repairs 


The Association of the Bar of the 
City of New York has adopted a resolu- 
tion recommending legislation to change 
the rule established in 1932 by the case 
of Savarese v. Ohio Farmers Insur- 
ance Co. The decision in that case 
held that insurance payable under a 
policy taken out by a property owner 
to protect himself and his mortgagee 
could be collected and retained by the 
mortgagee notwithstanding that the 
owner had repaired the fire damage and 
so had restored the mortgagee’s se- 
curity. 

The Bar Association seeks to upset 
the rule and suggests “An amendment 
to Sec. 254 of the Real Property Law 
providing that the standard covenant 
by a mortgagor to keep the mortgage 
building insured for the benefit of the 
mortgagee be interpreted to require that 
after the owner has repaired the dam- 
age caused by a fire, the mortgagee turn 
over to the owner that portion of the 
proceeds of the fire insurance equal 
to (a) the reasonable value or (b) the 
actual cost of the repairs, whichever 
is the lesser - 

The Committee on Real Property Law 
of the Association, which prepared the 
resolution, reported existing conditions 
“where a man whose home was partially 
damaged by fire restored the house to 
its previous condition by his own hands, 
but the insurance company paid the 
bank that held the mortgage on the 
house the estimated amount of dam- 
ages. Thus the homeowner was penal- 
ized for being practical.” 

The Savarese case, according to the 
committee, is a departure from the 
fundamental principle of insurance law 
that insurance shall provide indemnity 
only, and shall not profit or otherwise 
advantage the party insured. 

Bills attempting to correct the situa- 
tion, the committee reported, have been 
drafted and introduced in the state leg- 
islature in the past, but none has passed 


American Universal to 
Erect New Home Office 


The graye an Universal of Provi- 
dence, R. I., of which Maurice H. Saval 
is presiding has signed a contract for 
the erection of a new home office build- 
ing which will be located directly across 
from the present office on Wayland 
Avenue, Providence. 

To provide for expansion of the com- 
pany’s activities in the future the new 
building will contain 16,000 square feet 
compared with 6,000 square feet pres- 
ently occupied by the American Uni- 
versal. It will be a two-story structure 
of modernistic design and with the lat- 
est improvements including air condi- 
tioning. 

American Universal, which has grown 
sizably under Mr. Saval’s leadership in 
the past several years, closed 1952 with 
a premium volume of over $5,000,000. It 
employs 80 people. 


North British Changes 
In Kentucky Field 


In order more adequately to assist 
agents with their production and un- 
derwriting problems, the North British 
Group has rearranged the Kentucky 
field supervision. State Agent Ben F. 
Russell will devote his entire time to 
the Eastern half of the state with head- 
quarters as presently located at 408 
Security Trust Building, Lexington. 

E. Holland, Jr. has been appointed 
state agent for the western half of 
the state. Shortly he will mi :e his head- 
quarters at 816 State Street, Bowling 
Green. Mr. Holland, after graduation 
from the University of Louisville, was 
associated with a large insurance agency 
and, more recently, has been travelling 
Kentucky as a special agent for another 
company. 
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American War Risks Agency Issues 
Close to 500 Hull, P. & I. Binders 


The American War Risk Agency, 


marine insurance company syndicate ap- 
pointed by the Maritime Administration 
of Washington, to serve as the under- 


writing agent in connection with its 
operations, had issued 


475 war risk 


war risk 
477 war risk hull binders, 
P & I binders, and 4,345 binders on the 
members 


marine 


lives and personal effects of 
of crews between September 16 and De- 
cember 31, 1952, according to B. K. Og- 
den, insurance head of the Maritime 
Administration. : 
The Government marine war risk in- 
surance Sti indby program went into et- 
fect on September 16. The law authoriz- 
ing the program permits the Secretary 
of Commerce to provide marine war 
risk coverage for ships, cargoes and 
crews if such insurance is not available 
under reasonable terms and conditions 
in the commercial insurance market, if 
the President approves. 
Provide Automatic Transition 

program 
transition 
Govern- 
event 


Binders issued under the 
would provide an automatic 
from commercial insurance to 
ment war risk insurance in the 


war breaks out between any of the four 
major powers, since the 48-hour auto- 
matic exclusion clauses in commercial 


policies would become effective with the 
hostilities 

Administration has 
American War Risk 
to be paid for 


outbreak of 
The Maritime 
agreed with the 
Agency as to amounts 
its services for issuing the binders and 
for activating such binders in the event 
of the outbreak of war between any of 
the four great powers, the Maritime 
Administration has reported to Con- 
gress. 

For each 
writing agent 


issued, the under- 
receive $18 for his 


binder 
will 





GREAT LAKES SYNDICATE 
Six Elected to Managers for Three Year 
Terms; Officers of Underwriting 

Syndicate Also Named 

Subscribers for the Great Lakes Un- 
derwriting Syndicate met and elected the 
following companies and representatives 
for a term of three years: 

Aetna, G. G. Quirk; American and 
Foreign, F. B. Zeller; Automobile Insur- 
ance Co., M. M. Higgins; Fire Associa- 
tion of Philadelphia, T. S. Deering 
Home Insurance Co., F. B. McBride; 
Old Colony, G. B. Oxford. 


Other managers are as follows: Amer- 
ican Insurance Co., C. P. Kremer; Con- 
necticut Fire, J. H. Beebe; Insurance 
Company of North America, R. R. 
Dwelly; Standard Marine, L. A. Ward; 
Sun Insurance Office, Harold Jackson; 
Universal Insurance Co., J. T. Byrne. 

Federal, H. T. Chester; Fireman’s 


Hartford Fire, 
Washington, 
Fire, W. R. 


Fund, L. W. Niggeman; 
A. B. Sadler; P: rovidence 
R. S. Rush; Westchester 
McBean. 

At the meeting of board of man- 
agers, following the annual meeting, the 
following officers were elected: chair- 
man of the board, a R. Gherardi; 
vice chairman of board, McBean; 
Syndicate manager, C. ye Cornwell: un- 
denwriter and secretary, S. D. Living- 
ston; treasurer, R. F. Weyant; manager, 
loss department, S. Gore; assistant man- 
ager, loss department, T., Birdseye. 


BRISTOL WITH OHIO AGENTS 

Ralph O. Bristol of Columbus has 
been appointed a field supervisor for 
the Ohio Association of — 
Agents. His work will be under the di- 
rection of Theodore M. Gray, Sr. exec- 
utive secretary. Mr. Bristol for the last 
17 years has served as special and state 
agents for fire and casualty companies. 


services in processing applications, de- 
positing bidding fees, issuing binders 
and making periodic reports. 

Should an emergency arise the Mari- 
time Administration will fix the rate of 
premium and the underwriting agent 
will be called on to advise the holder of 


each binder of the premium due and 
collect and deposit the premium, for 
which services compensation of $13.50 
for each binder will be paid. 

The American War Risk Agency 
will process claims arising under the 
hull policies and recommend to the 


Maritime Administration for review the 
amounts to be paid in settlement. Com- 
this function has not been 
agreed upon by the Maritime Adminis- 
tration and the agency, the report re- 
vealed. Claims on other types of in- 
surance will be processed and paid by 
the Maritime Administration. 

The fees payable per vessel for bind- 
ers issued are $100 for hull, $25 for pro- 
tection and indemnity, and $75 for crew. 
These fees, which are not returnable, are 
received by the American War Risk 
Agency in the form of checks drawn to 
the order of the Treasurer of the United 
States and are deposited in the Treasury 
in an insurance revolving fund. 

President Truman’s budget indicated a 
Government belief that the program can 
be kept on a self-sustaining financial 
basis during peacetime. The income from 
hinder fees is estimated at $200,000 in 
both fiscal vear 1953 and 1954. 

Although the 1952 Supplemental Ap- 
propriation Act authorized transfer of 
$10 million from the revolving fund for 
vessel operations to the revolving fund 
for war risk insurance, the budget in- 
dicated that no such transfer has been 
needed thus far and none is looked for 
in 1953 or 1954. A Maritime Administra- 
tion estimate holds that about 1,000 
binders can be sold in each of the three 
marine standby war 


pensz ition for 


classifications of 
risk insurance. 


TWO COURSES FOR PRODUCERS 


One on Risk Analysis and Surveys; 
Other Basic Course in Insurance 
Brokerage for State Exams 
A course in risk analysis and surveys 
for the broker or agent interested in 
this type of work, and a basic course 
in insurance brokerage will both get un- 
der way in February vn to an 
announcement of Arthur C. Goerlich, 
dean of the School of Insurance of 
the Insurance Society of New York, Inc. 
The next basic agents’ and_ brokers’ 
course conducted by the School of In- 
surance, will begin February 16. Ses- 
sions will be held in the downtown in- 
surance area on Mondays, Wednesdays, 

and Fridays, from 6 to 8 p.m. 

The course consists of 150 hours of 
instruction including such subjects as 
the law of contracts and agency, fire in- 
surance, inland marine, automobile, gen- 
eral liability, bonding, workmen’s com- 
pensation, accident and health, miscel- 
laneous insurance, and state supervision. 
Various instructors specialized in their 
particular fields will conduct the classes. 

pon satistactory completion of this 
program, students will be certified to the 
New York State Insurance Department 
as eligible candidates for the Depart- 
ment’s agents’ and brokers’ examination. 

The course in risk analysis and sur- 
veys is conducted by John Watson, 
CPCU, of Kaschel, Kes and Spies. Ses- 
sions from 5:30 to 7:30 p.m. will be 
held twice a week (Tuesday and Thurs- 
davs), beginning February 

The course affords a study of the in- 
surance survey and audit as an instru- 
ment to solicit and service personal 
and commercial accounts. It deals with 
the adequacy of coverage, elimination 
of duplication, premium costs and effi- 
cient administration of the program. 

Registration is being taken now at the 
office of the School of Insurance at 16 
Liberty Street, New York City. 


KY. AGENTS TO MEET NOV. 15 - 17 

Walter McCord, secretary of the Ken- 
tucky Association of Insurance Agents, 
reports that the annuz il meeting of that 
has been set for the Brown 


organize ition, 
on November 15 to 17. 


Hotel, Louisville, 


Inland Claims Assn. Hears Jagger 
On Settling Piece Goods Claims 


approach in settling piece 
claims is to deal directly 
than the 
may 


\ wise 
goods damage 
with owners of goods rather 
processor even though the loss 
occur on his premises, Charles M. Jagger, 
textile expert and consultant, stated be- 
Inland Marine Claims Associ- 


fore the ( 
meeting in New York 


ation monthly 
City. 

Mr. Jagger, connected with the textile 
industry since 1936, has a broad back- 
ground developed by employment in its 
various phases from dying and_finish- 
ing to cotton brokerage activities. For 
the poe five years he has been serving 
in an independent capacity as consultant 
to the industry and expert serving 
insurance companies in connection with 
claims. 

His talk was limited to a description 
of numerous phases of the processing 
of cotton textiles together with a de- 
scription of the equipment employed. 
Then followed a question forum giving 
the membership a welcome opportunity 
of exploring some of the problems of 
this interesting field. 

President James N. 
Falls, announced that the membership 
committee had reported favorably on 
12 applications for membership and these 
were unanimously accepted by the mem- 
members include: 


textile 


Coppins, Glens 


bership. The new 

Clarence Roth, chief claims adjuster, 
St. Paul Fire & Marine; John N. Gray, 
adjuster-in-charge, inland marine, Gen- 


eral Adjustment Bureau; Robert E. 
Bachlet, manager, loss department, Na- 
tional Union Fire; William T, Moore, 


adjuster, Dargan & Company; Willard 
F. Schenck, loss supervisor, American 
Insurance Group; Carlysle L. Atteberry, 
assistant secretary, Gulf Insurance Co., 
Indianapolis. 

Also, Edward J. Moran, manager, 
inland martine division, Genera] Adjust- 
ment Bureau; Donald W. Clark, ad- 
juster, New York City; Roman K. Rice, 


Jr., manager, inland marine division, 
General Adjustment Bureau, Atlanta; 
James B. Mullin, manager, claim de- 


partment, American Manufacturers Mu- 
tual; John F. Sattenlee, inland marine 
adjuster, Prentiss B. Reed & Company; 
T. Joseph Taylor, staff adjuster, Great 
American. 


Atlantic Cos. Open New 


Inland Marine Quarters 


The Atlantic Companies (Atlantic Mu- 
tual and Centennial) announce that new 
quarters for their inland marine under- 
writing department were opened on Jan- 
uary 26. The new quarters are on the 
street level with entrance at 49 Wall 
Street. 

All inland marine underwriting activi- 
ties will be consolidated in the new 
location under the direction of James 
W. Kennedy, inland secretary. He is 
assisted by Carl E. Heissner, assistant 
secretary in charge of the branch and 
agency department, and Francis x. 
Peterson, assistant secretary in charge 
of the metropolitan department. The new 
office is sound-proofed and air-condi- 
tioned, with fluorescent lighting. 


AGENCY MANAGEMENT COURSE 


Seventh Annual Institute at Univ. of 

Connecticut During Week of Aug. 17, 

E. F. Young Announces 

The Seventh Annual Institute for Ad- 
vanced Agency Management will be held 
during the week of August 17 at the 
University of Connecticut at Storrs, 
Conn., it has been announced by Ernest 
F. Young, Charlotte, N. C., chairman of 
the educational committee of the Nation- 
al Association of Insurance Agents. This 
annual program is sponsored jointly by 
the NAIA, the Connecticut Association 
of Insurance Agents and the University 
of Connecticut. 

At a recent meeting, a tentative pro- 
gram was set up by Eugene A. Toale, 
NAIA director of education; Edgar H. 
Clarke, president, and- William H. Wiley, 
executive secretary of the Connecticut 
Association; H. Sage Adams, member of 
the NAIA educational committee, and 
Dean Laurence J. Ackerman, School of 
Business Administration, University of 
Connecticut. 

A feature of the program will be 
seminar discussions on the subjects of 
office management, agency expense 
analysis, customer account analysis and 
legal and tax problems. These seminars 
will be held during the afternoon and 
evening of Wednesday, August 19. This 
new feature will allow enrolled students 
to exchange ideas and discuss problems 
in greater detail than the lecture pro- 
gram will permit. 

The tuition fee of $75 includes room 
and board for the entire week. All those 
who are interested are reminded to reg- 
ister early because the attendance will 
be limited to 50 and the program has 
been consistently oversubscribed. 





Atlantic Transfers Lampe 


To Philadelphia Area 


William L. Lampe has been trans- 
ferred to the Philadelphia office of the 
Atlantic Companies, it is announced by 
F. B. Tuttle, president of the Atlantic 
Mutual and the Centennial. 

A native of Pennsylvania, Mr. Lampe 
has been with the Atlantic Companies 
a number of years, first as a_ special 
agent in Ohio and for the last two years 
with the production department of the 
home office. Before joining Atlantic he 
was with a central Pennsylvania agency 
and prior to World War II served as 


a field man with another insurance 
company. 
He will be situated in Harrisburg, 


Pa., where he will assist in servicing and 
developing the company’s agency plant 


in the central Pennsylvania territory 
under the supervision of Edwin G. 
Stephens, branch manager of the 


Philadelphia office. 





Revision of AIU Mexican 
Tourist Auto Rates Made 


A revision of American International 
Underwriters Mexican tourist automo- 
bile rates has been announced by Clement 
J. Smith, president of AIU, Inc., The re- 
vised rates are applicable to the special 
Mexican tourist policy form designed to 
afford adequate American protection for 
American automobile owners driving in- 
to Mexico. A copy of the rate schedule, 
which went into effect January 1, can be 


obtained by agents and brokers from 
any of the various AIU offices. 
Mr. Smith advises that these rate 


revisions were adopted to bring the com- 
pany’s rates more closely into line with 
those charged by the Mexican insurance 
companies, and to distribute insurance 
costs for this type of specialized pro- 
tection more equitably with respect to 
the types of risks and the coverages af- 
forded. 

“The large demand for this coverage 
over the past few years has enabled us 
to get a more accurate idea as to fair 
and adequate rates, and we believe this 
revision will find quick acceptance among 
our numerous producers,” said Mr. 
Smith. 





XUM 





XUM 


January 30, 1953 





Page 25 











Winter Cites Fundamental Concepts 


Of Marine Policies for All Risks 


William D. Winter, former 
Atlantic Mutual and 
now chairman of “its executive com- 
mittee, told the New York Insurance 
Department training course for junior 
and assistant examiners, last week that 
he believes all risk policies can be suc- 
cessfully devised for homeowners and 
small business risks, he based his ideas 
and conclusions on adaptation of the 
concepts of marine underwriting to non- 
marine risks. He presented these con- 
cepts as follows: 

“There are certain fundamental con- 
cepts in the practice of marine insur- 
ance that it will be well to consider. In 
the first place, the marine insurance 


When 


president of the 





WILLIAM D. WINTER 


policy offers what is equivalent to an 


all risks cover with respect to hazards 
that are beyond the control of the 
assured. In other words, the marine 
insurance policy only attempts to cover 
losses that happen by mischance and 
not those that occur through the lack 
of care that a prudent owner would be 
expected to exercise. 


Valued Policies 


“The second important concept of ma- 

rine insurance is that the policy is 
applied as if it had a 100% co-insurance 
clause; that is, unless there is insurance 
taken out for the full value of the prop- 
erty at risk, the owner becomes a co- 
insurer for the uninsured part. This 
principle was not at ‘first applied to 
fire insurance and other property insur- 
ance on land until it was discovered that 
unless some such principle was involved 
there was no way to adjust rates prop- 
erly. 
“There was a degree of unfairness if 
two men each having properties worth 
$50,000 and one insured his property 
for $25,000 and the other for its full 
value, each paying the same rate. While 
it is true that in the event of total loss, 
the one would be uninsured for half 
his value, yet it is a well known fact 
that most losses are not total but partial 
losses and the man with $25,000 insur- 
ance might be amply protected,” Mr. 
Winter observed. 

“The valued policy concept, as it is 
called in marine insurance, was intro- 
duced in fire policies and other property 
forms by incorporating the co- insur- 
ance clause which provides, in its usual 
form, that unless the property is in- 


sured up to 80% of its value the insurer 
becomes co-insurer with the underwriter 
for the uninsured amount. 

“As inland marine forms were devel- 
oped this principle was pretty much ig- 
nored, so that in the well known form 
of property insurance—the personal 
property floater—unless a decided effort 
is made to see that the assured takes 
out insurance to value, the policy is 
very apt to be issued for an amount 
far below the values at risk and the 
underwriter becomes liable for the first 
loss up to the amount of the policy. 

“This concept of marine insurance, 
namely, the valued policy, should become 
the basic requirement for all forms of 
insurance on land if all risks policies 
are to be issued, 





Franchise Clause 

“The third concept of marine insur- 
ance, that has never been carried to 
any degree into insurance forms used 
for fixed property or property on land, 
is what is known in the marine insur- 
ance business as the franchise clause 
where the policy provides that unless 
the loss amounts to a named amount, 
say 5% of the insured value, there is 
no claim, but if the claim equals or 
exceeds 5%, then it is paid in full, pro- 
vided there is full insurance on the 
property. 

“It is true that through competition 
this fundamental principle. is often ig- 
nored in present day marine insurance 
cargo policies. The underlying concept 
is absolutely sound, in that it removes 
from the insurance picture trifling claims 
that often times are merely the normal 
expected losses that are inevitable in the 


ownership and use of property,” stated 
Mr. Winter. 

“The sue and labor clause, which is 
an important part of the marine insur- 


ance policy, has in general been carried 
into insurance of property on land, this 
principle providing that in the event of 
loss the assured must take all reason- 
able measures to safeguard the property 
from further loss and to prevent the 
damage from being more extensive. 
Adverse Selection 


“In the practice of the marine insur- 
ance business there is another concept 
that should be noted at this point, namely, 
that it is not usual to issue a policy 
for any part of the total perils the ? the 
policy covers. It is in effect an all risks 
policy, and it is most unusual for a 
policy to be issued to cover only fire 
or stranding or sinking or collision, 
although there is nothing to prevent this 
being done. It is also possible to pro- 
vide that the first part of the loss shall 
be at the charge of the assured by 
introducing into the policy a deductible 
franchise clause. However, this again, 
while permissible, is not normally done. 

“One of the important results of the 
marine insurance concept of underwrit- 
ing is that there is removed from the 
underwriter’s problem what is known 
as adverse selection. In other words, 
it is not normal in the marine insur- 
ance business for an underwriter to per- 
mit the assured to insure only against 
those hazards which may be predomi- 
nately severe in the trade in which he 
is engaged. 

“He is usually required to take the 
all risks policy which the underwriter 
issues and pay the full rate for such a 
policy. It is true that the rates vary, 
depending on the severity of the haz- 
ards over particular routes and in par- 
ticular areas of the world, but every 
one who is engaged in business on these 


Torrey Becomes New President of 


Board of Underwriters of New York 





Blackstone Studios 
BOGARDUS 


J. ARTHUR 


The 33rd annual corporate meeting 
of the Board of Underwriters of New 
York was held January 22, this being 
the 133rd year of its existence. The 
board was incorporated with the Na- 
tional Board of Marine Underwriters 
33 years ago. 

J. Arthur Bogardus, president, pre- 
sided over the meeting, and, in addition 
to the presentation of annual reports, 


the following officers were unanimously 


elected for the ensuing year: 
President, Owen C. Torrey, general 
manager, Marine Office of America, 


succeeding Mr. Bogardus, who is chair- 
man of the board, Atlantic Mutual. 
First vice president is Owen E. Barker, 
vice president, Appleton & 
Cox, Inc.; second vice president, Frank 
B. Zeller, United States marine mana- 
ger, Royi al-L iverpool Group companies; 
executive secretary, Carl E. McDowell, 
and treasurer, Percy Chubb, 2nd, mem- 
ber of Chubb & Son. 


Directors elected 


executive 


were elected 
Miles F. 
Deering, 


The following directors 
to serve until January, 1956: 
York, M. M. Higgins, T. S. 
M. M. Pease. 

Thomas M. Torrey 
rector to fill the vz - incy caused by the 
resignation of H. Thorn whose term 
will expire Sacco 1954, and Mr. 


was elected a di- 


routes or in these areas is, in general, 
required to take the same kind of policy 
and thus to make his ratable contribu- 
tion to the general fund that is devel- 
oped by the underwriter for the payment 


of all types of losses which may over- 
take the insured property. 
hieves 
“There is one further part of the 


marine insurance philosophy that is 
worthy of notice in connection with the 
issuance of all risk covers,” said Mr. 
Winter. “In the original marine insur- 
ance policy, among the perils specifically 
enumerated was that of ‘thieves.’ Ques- 
tion was raised as to how inclusive in 
meaning this word was, as there are 
many types of theft. The English courts, 
applying their traditional rule of rea- 
son rather than a rule of strict con- 
struction, limited the meaning of this 
word, as far as the marine insurance 
thieves 


policy was concerned, to those 
who by force from without stole prop- 
erty. 


“It was assumed that goods so stolen 
were taken by a fortuitous circumstance 





OWEN C. TORREY 
Chubb was elected a director of the 
class of January, 1955, to fill the vacancy 


Zeller as 


caused by the election of Mr. 
second vice president. 


The nominating committee consisted 
of H. C. Thorn, chairman; H. Jackson, 
F. B. McBride, G. W. McIndoe and L. 
A. Ward. 


A list of the standing committees and 
their personnel, also elected at the an- 
nual meeting, follows: 


Standing Committees 


Membership: G. W. MclIndoe, 
Deering, G. B. Oxford. 

Correspondents: H. A. Klahre, W. H. 
Curwen, E. E. Ellis, E. A. Kratovil, F. 
Maccabe, W. L. Onderdonk, H. Savage. 

Salvages: M. M. Pease, H. M. duFour, 
L: Wagle. 

Averages and Arbitration: J. Tice, C 
Gordon Campbell, C. L. Reeves, A. 
Henry Smith, F. Jahrsdorfer. 

Adjustments: J. P. Kipp, O. C. F or- 


J a 


den, L. Harper, Paul Malley, W. d. 
Magenheimer, A. Henry Smith, Julian 
W. Story, E. H. Trautwein, F. Young, 


. C. White. 
Loading of Vessels: W. I. Plitt, R. R. 
Bjorness, W. H. Curwen, R. A. Murphy, 


A. B. Sadler, Capt. S. M. Seledee, J. J. 
Stanton, J. Strauss. ; 
Inventions: J. C. Ulreich, George A. 


Bernard, W. Lehr. 
Commissioners of I 


H. T. Chester, F. B. 


ilots: F. B. Tuttle, 
McBride. 


be prevented in the 
care on the 


could not 
normal course by ordinary 
part of the master and mariners. In 
the rules for construction of the policy 
in the British Marine Insurance Act, 
it is provided that ‘... the term thieves 
does not cover clandestine theft or a 
theft committed by any one of the ship’s 
company, whether crew or passengers.’ 
other 


which 


“The American courts on the 
hand took a different view and, follow- 
ing a practice all too common in our 


courts of forgetting ‘the rule of reason’ 
and applying a ‘dictionary’ meaning of 
the word, ruled that thieves included all 
tvpes of theft whether from without 
the ship or from within. Accordingly 
most marine insurance policies in the 
United States have for many decades 
read ‘assailing thieves’ to make certain 
that the policy only covered theft from 
without the ship and by the use of force. 

“When other types of theft are in- 
tended to be covered a clause including 
the hazards of theft and pilferage is in- 
cluded in the policy, or the broad exter- 
nal cause clause is used.” 
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Insurance Seciety Holds 
Annual Faculty Meeting 


DEAN GOERLICH PRESIDES 
Carson, Principal Speaker, Says Insur- 
ance Must Realize Its Own Massive- 
ness in Serving All Businesses 

The fifth annual faculty meeting of 
the School of Insurance of the Insurance 
Society of New York was held at the 
Drug & Chemical Club, January 25, with 
Dean Arthur C. Goerlich presiding. 

In accordance with custom, the mem- 
bers and guests met at 5:30 p.m. for a 
social hour, dinner was served at 7 p.m., 
and the program was completed by 9 
p.m. Seated with Mr. Goerlich at the 
table were Vincent Cullen, 
president of Treaty Management Asso- 
ciation and also president of the society; 

Ellis H. Carson, president of the Na- 
tional Surety Corp., a director and chair- 
man of the library committee of the so- 
ciety and principal speaker at the meet- 
ing, and Ken Baldridge, director of 
the Reading Laboratories. 

A number of special guests were intro- 
duced, including the past presidents who 
were present, and Dean Harry J. Loman 
of the American Institute for Property 
& Liability Underwriters, Inc. A special 
welcome was accorded Maud E. Inch, 
who for many years before her retire- 
ment was assistant secretary of the so- 


speakers’ 


ciety. 
Cullen Talks Briefly 

Mr. Cullen spoke only a few words, 
reiterating the hope that within the near 
future the society may acquire a suitable 
building in which all of its activities 
may be concentrated and all of the 
classes held within its walls. 

Mr. Baldridge Recep Rar a num- 
ber of mechanical aids developed by his 
organization for oe improvement of the 
rez ding skills of adults. He said that scien- 
tific study in this field indicates not only 
that poor readers can be helped, but prac- 
—s everyone can learn to read much 
more rapidly. 

Mr. (¢ “ose said that the society must 
never be unmindful of its vocation which 
is to read. He said that his own insur- 
ance training was through the Chartered 
Institute of Great Britain. It was his 
feeling that insurance must realize its 
own massiveness—the extent to which 
all those in the industry serve all busi- 
nesses. The main point, he said, is se- 
lection of risks which stem from life 
insurance. 

Must Realize Massiveness 


With further reference to the massive- 
ness of insurance, Mr. Cochran said the 
time has come when insurance should 
look upon itself as a whole; that for 
years life insurance has been considered 
as a business to itself and not a part 
of the entire insurance structure. 

Mr. Carson called particular attention 
to the recent statement of William D. 
Winter, chairman, executive committee, 
Atlantic Mutual Cos., made at a session 
of the In-Service Training Program of 
the Insurance Department of New York, 
in which Mr. Winter said that from a 
purely theoretical standpoint, there is no 
reason why the home-owning-insuring 
public of the United States should not 
receive from the insurance industry a 
complete form of protection which would 
cover it against all the usual and un- 
usual hazards to which property is sub- 
ject. 

Basic principles, said Mr. Carson, ap- 
ply to all and all must stand together, 
for the stimulation of ideas of each 
other. 


Gernhardt to Retire From 
National Surety Corp. 


JOSEPH A. GERNHARDT 


Joseph A. Gernhardt, advertising man- 


‘ager of the National Surety Corp., will 


retire on February 1, on account of ill 
health. One of the foremost leaders in 
the Insurance Advertising Conference, 
he served as its president for the 1948- 
1949 term. 

Mr. Gernhardt was born in New York, 
October 23, 1894. He entered the insur- 
ance business as a forgery bond sales- 
man for National Surety in 1925 and 
that same year became assistant adver- 
tising manager of the company with the 
late William A. Barnhart, advertising 
manager. Upon the death of Mr. Barn- 
hart in 1928, Mr. Gernhardt became 
manager, which position he has held un- 
til now. In addition to his activities with 
the IAC, he is a former secretary of 
the Casualty & Surety Club of N. Y. 

A former student at the National 
Academy of Art, Mr. Gernhardt has an 
absorbing hobby in oil painting, and 
upon his retirement, he expects to in- 
dulge in that pastime to the fullest ex- 
tent. He and Mrs. Gernhardt will con- 
tinue to reside at 1819 Avenue S, Brook- 
lyn. 

Mr. Gernhardt’s many friends are 
glad that he has taken this step to 
conserve his strength, and hope that he 
will be able to attend future IAC 
meetings. 








Braddock Speaks Before 
Ohio State University 


ON PROPERTY-CASUALTY TREND 


Suggests Old Conceptions of Casualty 
Rating Have Broken Down, Marks 4th 
Annual Insurance School Banquet 


The Ohio State University Insurance 
Society held its annual awards banquet 
the night of January 19 in the Ohio 
Student Union Building in Columbus. 
Robert L. Braddock, executive vice 
president of the General Reinsurance 
Corp., spoke on “Trends in the Property- 
Casualty Insurance Field.” 

The major emphasis in Mr. Brad- 
dock’s remarks was in the area of auto- 
mobile ratema iking. He suggested that 
“the old conceptions of rating of risks 
in the casualty lines have broken down. 
In a period of increasing claims costs, it 
has become evident that a look back- 
ward over the shoulder at the record 
of the past will not produce a rate for 
the years ahead. The difficulty of this 
is that rates have not covered losses 
and overhead so that the question as to 
whether the profit loading should be 5% 
or some lower percent is academic ; the 
underwriting profit since 1950 in casu- 
alty insurance has been too small to 
support the risk capital necessary for 
an expanding demand, and if it had not 
been for investment income, the record 
would be indeed sick.” The only answer 
to the problem is underwriting profits 
that will supply the capital needed in 
this business. 


Difficult to Place Risks 


Mr. Braddock pointed out that because 
of inadequate rates, resulting from an 
archaic rating system, the public found 
itself unable to place its risks. In order 
to obtain higher rates, the insurers find 
it necessary under present rating laws 
to prove they “were bleeding.” “Insur- 
ance is not the only regulated business 
but it has been the only one that has 
had to sustain a loss to get even partial 
relief.” 

Discrimination, Mr. Braddock  sug- 
gested, is basic to casualty underwriting. 
“Underwriting has been defined as se- 
lecting the good risk from a bad class 
and the bad risk from a good class— 
certainly that is obvious discrimination.” 
When the underwriter is told that he 
must write all risks at the same rate, 
selection continues. “All risks that are 
average or above have no difficulty in 
finding a ready market but those risks 
that are below average in the class are 
not wanted.” 

In the field of automobile insurance 
the undesirable risks have been taken 
care of by assigned risk plans. “More 
and more risks that are not undesirable 
but merely below average are finding 
their way into these plans. The fact 
that an official of the State Insurance 
Department approves or refuses to ap- 
prove any given rate is not going to 
change the underwriters’ estimate of the 
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risk he is assuming. If the rate is too 
low in his opinion, he will not write it 
and, if enough other underwriters agree 
with him, the risk ends up in the as- 
signed risk plan. Would it not be better 
to allow each company to charge any 
rate it felt was needed and write the 
risk through normal channels at a limit 
desired by the insured?” 


No Concern for Possibility of 
Excessive Rates 


No concern was expressed for the 
possibility of excessive rates. In view of 
the intense competition in the insur- 
ance business no company can long 
charge rates out of line. Hence, “the 
only regulation of rates that can be 
defended in the public interest is a 
minimum rate for a class.” The rigidity 
or flexibility of rate regulation will have 
little effect on the solvency of companies 
as poor management will fail under any 
set of rules, whereas, good management 
“should not be hamstrung by regulations 
which restrict their freedom of action 
in the market.” Mr. Braddock stated that 
he is not “critical of regulation as such, 
for it is recognized that there are areas 
of control which are necessary in any 
business so close to the interest of econ- 
omy.” He did “not believe that essential 
regulation need restrict the free opera- 
tion of competition in the business,” but 
he felt that the trend is leading in that 
direction. 

The speaker then turned to the effects 
of inflation on insurance rates. In view 
of the constantly rising jury awards be- 
ing granted in automobile cases, “it is 
obvious that an entirely new approach 
must be taken, and the public must be 
prepared for charges far in excess of 
those in effect today.” He indicated that 
the answer is not in the direction of re- 
fund plans for drivers who do not have 
accidents, for such a plan is only pos- 
sible through a system of overchz urging 
everyone in order to pay the refund. 
Perhaps the efforts in the direction of 
obtaining such a plan should be “di- 
rected toward more effective highway 
legislation and a driver’s license law that 
would be more than a source of rev- 


Multiple Line Underwriting 


A major trend noted by Mr. Braddock 
was the development of multiple line un- 
derwriting. He expressed satisfaction 
with this system as it should lead to a 
stronger and more. stable insurance 
structure through “spread of risk and 
diversification of portfolio.” This is 
true because “conditions conducive to 
profits in one line are sometimes the 
very conditions that will produce a loss 
in another line.” 

In conclusion Mr. Braddock turned to 
the problems besetting the reinsurance 
companies. These were pointed out in 
an illustration showing that an inflation 
of 40% in average claim costs for pri- 

(Continued on Page 31) 
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Improvement in Auto Experience Raises 


Hopes of Casualty Insurance Leaders 


1952 Casualty Volume Reported as Satisfactory; Miscellaneous 
Lines the Profit Makers; Concerned Over Comp. Loss 
Ratios, High Court Verdicts, Mounting Fidelity Losses 


By Wat tace L. Capp 


The corrective influence of more ade- 
quate rates for automobile liability and 
general liability lines, especially O. L. & 
T., will mean a noticeable improvement 
in over-all results for 1952 compared 
with those of a year ago. Undoubtedly 
this improvement will help the casualty 
lines to get “out of the red” and into 
the profit side. This is the consensus 
of opinion of the top ranking executives 
interviewed during the past few weeks 
by The Eastern Underwriter whose opin- 
ions figure prominently in this 26th an- 
nual review and outlook symposium. 

Almost unanimously the feeling was 
expressed by the nearly two dozen com- 
panies represented in this symposium 
that their casualty premium volume re- 


sults were satisfactory. Production in- 


creases ranged from 13% to 25%. Per- 
haps the volume increased more rapidly 
for some carriers than they anticipated 
but this trend was to be expected in 
view of the auto liability rate increases 
which became effective last year coun- 
trywide. It was also recognized that 
general business was in a “boom period” ; 
that people earned more money than 
ever before and that nearly everyone 
who wanted to work had a job. All of 
these factors tended to produce a public 
receptiveness toward insurance protec- 
tion, and at a time when inflationary 
and deflationary forces were approach- 
ing an even balance. 


Conservative Optimism Prevails 


Generally speaking conservative op- 
timism prevails among casualty-surety 
people as the year 1953 gets under way. 
Despite the difficult problems which the 
industry faces, the students of trends 
believe that the cycle of poor underwrit- 
ing ne for the automobile and lia- 
bility lines is drawing to a close. Sub- 
stantiating this belief are the estimates 
given to this reporter of improved ex- 
perience in auto B.I. and P.D. for 11 
months of 1952. This is an indication 
that the public is becoming aware of the 
seriousness of the highway accident 
problem. It also signifies an encourag- 
ing slow-up in the loss trend. 

Although hopeful in their statements, 
executives whose companies show im- 
proved automobile experience are still 
inclined to be restrictive in their under- 
writing. Sizeup of the situation, as seen 
by a Baltimore company president, is 
as follows: “We made a_ considerable 
improvement in our auto B.I. and P.D. 
experience in 1952 over 1951, and the 
improvement should continue into 1953 
as greater benefits of rate increases 
effective in the past two years are 
realized in earned premiums It is a 
natural sequence for the market to ease 
as underwriting results get better.” 

However, the attitude still prevails 
that the adequacy of the current rates 
for the automobile ‘lines is still “on 
trial” and, in the language of the medical 
profession, the “prognosis must be 
guarded.” It was definitely felt, in this 
connection, that the experience in the 
large metropolitan areas, such as New 
York, does not warrant much of a 
change in underwriting policy, much as 
it is desired by brokers and agents who 
are still in a complaining mood about 
the tight market capacity. 

The view expressed by the New York 
manager of a large multiple line carrier 


reflects this sentiment. He says: “We 
attempt to write the normal increase in 
automobile B.I. and P.D. lines for 
brokers who give us a good volume of 
casualty business, but we are not looking 
for expansion in them.” 

On the other hand a few of the com- 
panies made the point that since they 
had not tightened up in their under- 
writing of this business, there will be no 
change in their 1953 underwriting policy. 
“We have maintained an open automo- 
bile market and propose to continue that 
program in 1953,” remarked one New 
York executive. 


1952 Automobile Claim Experience 


From the standpoint of automobile 
claim experience the industry is. still 
disturbed over the continued upward 
trend in the cost per claim, reflecting 
the tendency on the part of juries in 
some localities to award unreasonably 
high verdicts for injuries. In this con- 
nection there is more than a little irri- 
tation over the tactics of ple iintiffs’ at- 
torneys who are members of the National 
Association of Claimant’s Compensation 
Attorneys. 

A number of carriers report some 
decrease in accident frequency, noting 
that it is most marked in the auto P.D. 
coverage. But they say that loss ratios 
in this line will continue high because 
of further increases in automobile re- 
pair costs. Explanation given is that 


the continuing trend in automobile body 
styling makes repairs more expensive, 
particularly for the latest model cars, 
and this has produced a collision loss 
ratio on new cars in excess of that on 
used cars. 


Length of Time in Settling Claims 


One question that has engrossed the 
attention of the industry, especially be- 
cause of slow-downs due to log jam in 
the courts, is the average period of time 
taken from date of liability claim re- 
ports to final consummation of settle- 
ment. Most interesting comment on this 
question was made by the_ president 
of a large mutual company in New Eng- 
land who said: 

“On automobile B.I. liability claims 
our average claim settlement ‘made in 
1952 represented an elapsed time of 7,7 
months from accident report date. This 
figure compares with 6.6 months a year 
ago. We do not think, however, that this 
proves that necessarily there has been a 
slow-down in the rate of settlement. 
Rather it reflects the sharp increase last 
year in cleaning up cases which were 
outstanding for more than two years. 
In this connection the campaign insti- 
tuted by Supreme Court Justice Peck’s 
committee in New York City has been 
quite successful. Thus, the accelerated 
disposition of old suits during 1952 ac- 
counts for the greater average length 
of time from accident report date to 
settlement date during that year as 
shown by our data.” 

It was estimated by_one Baltimore 
company that it took between five and 
six months last year to reach final con- 
summation of settlement in the case 
of automobile B.I. claims and slightly 
over four months in the case of bodily 
injury claims other than automobile. 
Other estimates were (a) about 30 days 
exclusive of lawsuits that may have 
resulted from claims and (b) about 90 
days to close the majority of claims and 
with only a small number going beyond 
that period. 

The practice of settling claims as 
quickly as possible was prevalent last 
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year among the companies and it paid 


dividends. Claim departments were 
anxious to do so “because the longer 
a case is held theymore it costs to serv- 
ice it. If it gets into litigation, it is more 
expensive and the case has a tendency 
to grow in value in the mind of a 
claimant, particularly in an inflationary 
period.” 

The opinion almost unanimously voiced 
by those who responded to this question 
was that their improved automobile B.I. 
experience last year was due to a large 
degree to prompt and aggressive effects 
to negotiate settlements. One Hartford 
company which thas been pushing such a 
program since 1950 pointed to the bene- 
ficial results achieved in lowering the 
number of cases outstanding at each 
year-end and the reduction in the num- 
ber of claims that go to suit. In addi- 
tion, adjustment costs and legal expenses 
have been reduced and better public 
relations promoted. 

It would seem that the chief stumbling 
block in the path of more speedy set- 
tlement of cases is the fact that claim- 
ants and their attorneys are generally 
more adamant today than ever before. 
Reportedly, this has been the case in 
metropolitan centers where good results 
are difficult to obtain as so many cases 
go to suit, whether justified or not. 


Most Helpful Casualty Developments 
of 1952 


There was general agreement among 
those interviewed that the most helpful 
development of the past year in the 
casualty field was the procurement of 
further automobile rate increases so 
badly needed in many states which, in- 
cluding the change in the excess limits 
table, produced a countrywide increase 
of 16.1% in BI. rates and 20.6% in P.D. 
rates. 

The 1952 rate program for O.L. & T. 
liability was also pointed to as a most 
needed development and it had the coun- 
trywide effect of raising the rates on 
area and frontage O.L. & T. by 26.6%. 

A number of executives also were en- 
couraged by the recognition and ap- 
proval by more than 30 State Insurance 
Departments of a 5% factor for under- 
writing profit and contingencies in the 
rates filed last year for lines other than 
workmen’s compensation. Coupled with 
this approval was the recognition by 
supervisory authorities of the principle 
of loss trend factors. Contrarywise, was 
the refusal on the part of other Insur- 
ance Departments to accept and approve 
these same factors and allowances for 
profit and contingencies. 

Recognition was also given to the work 
of the Association of Casualty & Surety 
Companies in informing the insuring 
public through effective public relations 
of the necessity for automobile rate 
increases 


Sain Disturbing Developments 


The increasing demand for compulsory 
automobile i: bility insurance was viewed 
as one of the most disturbing trends of 
the past year. This is a problem that 
the industry now faces in New York 
State where Governor Thomas E, Dewey 
is insistent upon compulsory legislation. 
Whether he will be willing to accept an* 
unsatisfied judgment fund law plus car 
impoundment “as a compromise” remains 
to be seen, 

Casualty executives are also concerned 
over the unsatisfactory state of work- 
men’s compensation loss ratios but they 
are cheered by the reversal of the trend 
toward rate level reductions in this line 
which has existed for many years. It 
is on the record that rate levels were 
increased last year in 31 states, includ- 
ing District of Columbia; reduced in only 
seven states, and remained unchanged 
in four. However, the combined effect 
of these revisions, including five states 
in which rate reductions were required 
by law amendments, was only approxi- 
mately 6%. 

As a commentary on the adverse loss 
ratio trends a Boston executive told the 
writer that it would be unfair to sug- 
gest that all of the states contributed 
equally last year to the unsatisfactory 
over-all result. He notes that'in work- 
men’s compensation, for example, there 
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are certain states where the loss ratio 
result is alarming, and it is these states 
that have made the countrywide result 
in this line look so dreary. 

Another irritation in workmen’s com- 
pensation is that industrial commissions 
are liberalizing their views to the point 
where they are now considering as 
compensable a_ significant number of 

~ases which are most questionable. 


mans Spots in the Bonding Picture 


Company leaders are reasonably well 
satisfied with the 1952 fidelity and sure- 
ty results although they admit that pro- 
duction was lower and losses higher in 
the fidelity classification. The decline in 
volume was largely attributed to the in- 
evitable falling off from the 1951 three- 
year cyclical peak in this field. 
’ For the most part surety loss exper!- 
ence showed substantial improvement 
last year, particularly on contract bond 
business. Thus, it is expected that surety 
business will yield a respectable profit 
for the year but not of proportions 
comparable to the results of the mid- 
1940's. 

Most helpful development in the bond- 
ing picture, as seen by a New York 
leader in this field, was the willingness 
of the companies during 1952 to ex- 
change information pertaining to factual 

ichievements of corporate suretyship. 
The compilation and gee ‘eagpiin of this 
data, he says, pointed up the prominent 
place in the nation’s economy occupied 
by corporate suretyship. 

At the same time, he showed concern 
over the continuation of highly competi- 
tive bidding, resulting in reported low 
profit factors in bids for construction of 
all types in all parts of the country. 

In this connection, a Hartford obser- 
vation is that the continuing influence 
of inflationary factors upon construction 
costs has made it a real problem for 
contractors to develop sound bids on 
construction jobs. Cognizant of this sit- 
uation, surety interests are cooperating 
as never betore with the construction 
industry in coping with this and other 
problems, and the cordial relationship 
I now exists between the two par- 
ties promises well for the future. 

Another encouraging aspect of 1952 
is the very large volume of enginecring 
and construction work awarded by the 











Federal government, states, counties, 

municipalities and private enterpise. 
Attention is also called to the notice- 

ably increased interest last year in com- 


mercial blanket bond coverages. Influ- 
rge and widely publicized 
osses t field, many reanizations 
which heretofore carried no dishonesty 
coverage, decided to pur se it. Other 

ganizations, realizing that their present 
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fidelity coverages were inadequate, in- 
ased and broadened the scope ot 






coverage 
‘Fidelity Bond Trends and Outlook 


On the unfavorable side was the high 
incidence of embezzlement losses in the 
fidelity lines, which has been reflected 
Concern over such 
losses has already produced better man- 
igement control in commercial and 
banking ent pigs nd a move greeted with 
sm by fidelity bond people One 
Hartford a i A in viewing 
results thinks that if any profit 
is realized on its 1952 business 
line it will be very thin. Gen- 


in the loss ratio. 
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erally, however, the expectation is that 
fidelity business will produce an over- 
_ 1] 


profit despite the higher loss ratios 





are being reported 

Although fidelity bond experience will 
continue to be subject to the conditions 
hich have substantially increased loss 
in the past few years, the pros- 





for profit in this line as well as 

look promising for 1953 One 
avorable factor is the -growing volume 
recoveries through salvage of some 


part of the heavy losses incurred in the 
past year or two. This should assist in 
improving net loss experience this year. 
Fidelity Rates Seen as Too Low 
“Perhaps the past year’s most impor- 
tant development in the fidelity field,” 
New York top executive observed, “was 
a gradual awakening on the part of 


Kempers Gives Pre-Inaugural Dinner 





Postmaster General and Mrs. Arthur Summerfield (left) attend pre-inaugural 
dinner and reception given by Mr. and Mrs. James Scott Kemper, on January 19, 
in the Pan-American room of the Mayflower Hotel, Washington. 


James Scott Kemper, chairman of 


Lumbermen’s Mutual Casualty, Chicago, 


was host to newly elected Governor William G. Stratton of Illinois, and Mrs. 
Stratton, at a dinner, in connection with the Eisenhower pre-inauguration festivi- 


and numerous other dignitaries. 


The dinner was attended by the Illinois Republican Congressional delegation 


Among the guests were Mr. and Mrs. Laurence F. Lee, Mr. Lee being president 


of Peninsular Life of Jacksonville, Fla., 


Occidental Life of Raleigh, N. C., and of 


the Chamber of Commerce of the United States. House speaker Joseph W. Martin, 


Jr. (R., Mass.) 


merfield. 


attended, as did Postmaster-designate and Mrs. 


Arthur Sum- 


Countless other industry leaders were in Washington for the three-day in- 


augurat ion ceremonies. 


company leaders to the fact that we 

‘annot hope to continue indefinitely ex- 
panding coverage or continuing present 
coverage indefinitely with the expecta- 
tion of profit. The reason: “Our rates 
are too low!” 

Reflecting the same point of view, the 
presi ident of aarp large company said : 
“Over a period of years premium rates 
on the fidelity ie have gradually de- 
creased while coverages have been pro- 
gressively broadened. Under oo 
inflationary conditions with more bonded 
employes handling larger sums of money, 
more valuable inventories, etc., heavier 
losses are inevitable. We have reached 
a point where increased premium rates 
on this line are essential if the com- 
panies are to continue to provide the 
coverage and service which the public 
has a right to expect.” 


Lines To Be Cultivated in 1953 


Viewing the production prospects for 
1953 on the casualty side, the lines that 
will get the greatest cultivation—judg- 
ing from comments made to the writer 

are personal and group A. & H., 
burglary and glass, miscellaneous liability 
and P. D. other than auto, and_ boiler 
and machinery. Most of these lines will 
undoubtedly produce a profit for 1952, 
and the outlook is good for continued 
profit this year. 

From the bonding viewpoint, some of 
the fidelity lines, particularly commer- 
cial blanket, are hopefully viewed as 
profit makers by certain companies. And 
there seems to be no doubt that surety 
bond business will continue “in the 
black” during 1953. 

As to whether the companies will be 
more successful this year than in 1952 
in getting a better spread of business, 
1.e. receiving sufficient in profitable mis- 
cellaneous casualty business to offset 
adverse experience in automobile, com- 
pensation and general liability lines, this 
objective is difficult of complete realiza 
tion. The reason is that the profitable 
lines of burglary, boiler and machinery, 
A. & H., fidelity and surety do not 
offer the premium possibilities in propor- 
tion to the available business in major 


lines such as automobile and workmen’s 
compensation. 
Producers Willing to Cooperate 

The succinct comment by a New York 
executive on this question was “we have 
had no difficulty in convincing agents 
and brokers to give us the profitable 
lines, but there just are not enough of 
them.” 

For the most part agents and brokers 
around the country expressed a willing- 
ness to cooperate with the companies on 
“a spread of business” but it cannot be 
overlooked that the tendency of the auto- 
mobile, general liability and workmen’s 
compensation rate increases has been to 
widen the proportion of premium volume 
in these lines to the premium volume in 
other lines. Viewed from another angle, 
producers cannot be blamed if they 
sometimes lose sight of the need for a 
spread. Automobile business is the line 
most easily acquired in today’s market, 
and by reason of the larger premiums 
resulting from rate increases, offers the 
greatest attraction to producers. “This 
fact,” says one executive, “is why it has 
been necessary to wage a constant battle 
with producers to keep their attention 
focused on the other casualty and bond- 
ing lines.” 

Company-Producer Relationships 

One of the big objectives of the in- 
dustry for a number of years past has 
been to improve public relations aspects 
and to strengthen company-producer re- 
lationships in so doing. Along this line 
there has been a stepped up safety pro- 
gram, inaugurated by the Association of 
Casualty & Surety Companies, in which 
close cooperation with state and local 
authorities on highway safety promotion 
is the goal. The locz al agent figures ac- 
tively in this endeavor as well as in the 
Association’s educational program of ac- 
quainting the public with the necessity 
for the higher insurance rates now 
prevalent. 

From the angle of the personal rela- 
tionship between company and producer 
the writer gathered some well ex- 
pressed opinions which, in these times, 


strengthens his conviction that good will 
and understanding exist on both sides 
of the fence. Here are a few responses 
received: 

Company A—The relationship between 
company and producer is a matter of 
respect and understanding. It is en- 
hanced by cooperation of one with the 
other in working out problems common 
to both. . 

Company B—We feel that cultivation 
of good relations with our producers or 
with the insuring public should be a 
continuing process rather than evolving 
around special yearly programs. Through 
adherence to a basic policy we endeavor 
at all times (1) to deal fairly; (2) to 
act courteously; (3) to show a sincere 
desire to please at all times and under 
all circumstances. 

Company C — We believe that pro- 
ducers expect from their companies (1) 
financial stability, which speaks for 
itself; (2) good claim service which is 
our constant goal, to be realized through 
education of our claim men and through 
establishment of company offices in more 
territories; (3) well-trained field men 
and lastly, intelligent and consistent un- 
derwriting. On the latter point, the 
president of this company points out: 

“We have established a consistent un- 
derwriting policy so that the agent 
knows what to expect from the home 
office. We also avoid going into a terri- 
tory when results are apparently good 
and then jumping out when the going 
is rough, leaving agents without suf- 
ficient facilities. 

Company D—We plan in 1953 to con- 
tinue to improve company-producer re- 
lationships by providing a market for 
our producers with good accounts and 
to assist them in the development of 
business. In the public relations field we 
will continue our emphasis on accident 
prevention and education of the public 
on “reasons w hy” of auto rate increases. 


Company E—Operating in a_ highly 
competitive field our continued progress 
is dependent to a large extent on the 
quality of service rendered to agents, 
brokers, clients and the insuring public 
generally. We serve producer and client 
alike through the facilities of a trained 
and experienced’ field organization 
equipped to render specialized service in 
handling all bond transactions—even the 
most difficult and unusual. 


Probably the most important phase of 
this service is the sympathetic consid- 
eration of claims, and their prompt and 
satisfactory disposition. Our plans for 
1953 include the strengthening of our 
organization wherever possible so as to 
improve the quality of our service. 


Seaboard Surety’s Directors 
Vote to Double Its Capital 


_The board of directors of Seaboard 
Surety of New York on Wednesday 
voted, subject to New York Insurance 
Department approval, to increase its 
capital from $1,000,000 to $2,000,000. This 
will be accomplished by transferring $1,- 
000,000 from the voluntary reserve to 
the capital. 

If approval of this move is given by 
stockholders of the company at their 
meeting early in April, the company will 
then have 200,000 shares of $10 par as 
compared with 100,000 shares of $10 par 
at present. 


Sons Home From Korea 

Thomas C. Smith, Jr. son of the 
Royal-Liverpool Group’s United States 
manager, Clarke Smith, and Joseph J. 
Dorsett, whose father, Dewey Dorsett, 
is general manager of the Association of 
Casualty & Surety Companies, were 
home this week from Korea after 
months of combat service there. Mr. 
Smith was reunited with his family on 
Wednesday in New York. Mr. Dorsett, 
who phoned the Dorsetts from Los An- 
geles upon arrival, will be stationed at 
Maguire Field near Fort Dix, N. J., until 
his discharge in June. 
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Blackburn on Fields 
Opening Up for Women 


ADDRESSES HARTFORD WOMEN 


Says Obstacles to Woman’s Advance- 
ment Are Same Qualifications Affect- 
ing Success of Career Man 


The growing field for women in ex- 
ecutive positions in all branches of the 
insurance business was discussed by 
M. H. Blackburn, CPCU, of the public 
information and advertising department 
of the Travelers Insurance Cos., before 
the Hartford Association of Insurance 
Women, January 20. 

Woman’s status, never static in the 
past 20 years of independence following 
the 2,000 years of dependence, said Mr. 
Blackburn, has been improved by what 
the sociologists call “a series of crisis 
situations,” which means that women 
are now participating in a broad range 
of activities, hitherto unknown, as a re- 
sult of wars, industrial growth, and new 
ways of inventing things, i.e., new in- 
ventions and new technologies. 

“Nowadays,” Mr. Blackburn continued, 
“the question discussed by _ personnel 
departments in business and industry is 
not whether a woman can be hired and 
promoted but, rather, a question of what 
the aptitude is of the particular woman 
under consideration. 

Influences Management’s Opinion 

“As women demonstrate ‘know-abil- 
ity, rather than “no-ability,’ in job 
performance, and as they demonstrate 
a willingness to assume additional duties 
and responsibilities, these accomplish- 
ments and work attitudes directly influ- 
ence management’s opinion of you as 
a woman employe. For that matter, the 
same challenge applies to the male em- 
ploye. In the upcoming production and 
distribution battle for an ever- -expand - 
ing standard of living, a person’s ‘place’ 
is where she or he can, by individual 
initiative, do more things, better, for 
more people. 

“Yes, | am encouraged that this ‘it’s 
a man’s world’ cliche—the product of 
centuries of old-world prejudice —is 
gradually losing its unhealthy implica- 
tions in enlightened offices. It ought not 
take much perception to conclude that 
this world (American style) is a_pri- 
vate oyster for no special person, sex, 
or class; that the obstacles to a woman’s 
advancement—lack of permanence, in- 
terest, formal education, technical knowl- 
edge, experience, specialized training— 
are the same qualification factors af- 
fecting just as vitally the success of the 
career man. A good test: if you were 
in business for yourself, what kind of 
person would you hire? 

“You have the evidence right here in 
your own group. You have a_ liberal 
sprinkling of women office managers, 
clerical supervisors, underwriters, ad- 
justers and other technicians of man- 
agement’s right hand. 

Begin to Tap Opportunities 

“Every generation believes it, at last, 
has attained the ultimate in knowledge 
and achievement. Every generation is 
wrong. In insurance we have scarcely 
explored today’s multiple line market. 
We are only beginning to tap the op- 
portunities of—to name the obvious— 
bonding, marine, accounts receivable, 
business life, business accident, business 
interruption. 

Just as America’s technology of to- 
morrow promises to be triumphs in new 
ways of doing new things and new ways 
of doing old things, insurance, similarly, 
may well take forms with which we now 
have slight acquaintance, i.e., new poli- 
cies for new chances of loss, new poli- 
cies for old chances of loss not now 
covered or inadequately covered, single 
comprehensive all-risks contracts, broad 
special character single-risk contracts. 

“With this kind of potential, and with 
our thinking meshed with the success 
formula that makes America strong— 
planning, preparation, production, profit 
—we insurance people are on the right 
train, on the right track, headed in the 
right direction. We won't fall asleep at 
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NEW YORK INSURANCE BILLS 
Measures Reflecting Department Aims 
Introduced in Senate by Condon, 
Insurance Committee Chairman 


The following Departmentai amend- 
ments to the insurance law have been 
introduced in the Senate by William F. 
Condon, chairman of the Senate insur- 
ance committee, and referred to the 
insurance committee 

S. Int. 633. Amends section 79 insur- 
ance law to provide that investment of 
funds by domestic insurers in certain 
securities shall be only to extent of 
amount equal to minimum capital re- 
quired by law or minimum surplus to 
policyholders required to be maintained 
by law for domestic stock corporation 
authorized to transact same kinds of 
insurance, whichever amount is greater. 

S. Int. 634. Amends section 96 insur- 
ance law to provide that determination 
by Insurance Superintendent of amount 
of impairment of trusteed surplus of 
alien insurer shall be based on amount 
equal to minimum capital required or 
minimum surplus to policyholders re- 
quired of domestic insurer, whichever 
amount is greater. 

S. Int. 636. Amends insurance law 
relative to accident and health insurance. 
Same as A. 578, Assemblyman Rabin 
introduced January 19, designed to 
tighten up requirements for group A. 
& H. insurance. 

Int. 637. Amends section 364 insur- 
ance law to correct section reference 
in provision relating to assessment cor- 
porations doing any kind of insurance 
business. 


ACCOUNTANTS TO HEAR RAYWID 


Statistician and Actuary Associated With 


Woodward & Fondiller to Speak at 
Meeting on February 10 





The next regular meeting of the As- 
sociation of Insurance Agency Account- 
ants will be held at De Palma’s restau- 
rant 5 p.m., Tuesday, February 10. 

Joseph Raywid well known statistic’an 
and actuary associated with Woodward 
& Fondiller will be the guest speaker. 
Following his talk a period has been set 
aside for questions and answers. 

Mr. Raywid is a member of the Casu- 
alty Actuarial Society and American 
Statistical Association. He has been ac- 
tive in the Insurance Accountants As- 
sociation, as a member of several com- 
mittees and chairman of the statistical 
research committee and has participated 
in several special studies conducted by 
the National Board of Fire Under- 
writers. He conducts a course of lec- 
tures on fire insurance statistical meth- 
ods for the New York Insurance Society. 





we remember the warning 
Kettering: 
‘Just the minute we become smug, the 
concrete seems to settle in our heads.’ 


the switch 


Recognition on Basis of Merit 

“It adds up to further recognition of 
women on the basis of merit for the 
kind of work, the pay scale, the promo- 
tions and the titles for which they 
qualify. The pay-off is on what you do 
with what you’ve got. To be in on a 
good thing, today and tomorrow, let’s 
all make sure we've got plenty to do 
something with. 

“Career insurance women have re- 
markable opportunities during a new 
era which will feature, of course, new 
marketing research but, primarily, I be- 
lieve, the merchandising and distribution 
of our product. (I emphasize that we 
do have a ‘product,’ that there is noth- 
ing ‘intangible’ about the benefits of 
insurance.) We will, I believe, be chal- 
lenged by greater competitive pressure 
from the two standard squeezes—from 
outside the insurance business, the 
struggle for the consumer dollar; from 
within the insurance business, the strug- 
gle among the companies for a greater 
share of the business which is produced. 

“This means that insurance women 
might well give thought to the wide- 
open field in selling insurance, especially 
to women.” 


Employers’ Names Douglas 


Executive Committee Chm. 





Maria Martel 
LEWIS W. DOUGLAS 


Lewis W. Douglas, chairman of the 
board of the Mutual Life Insurance Co. 
of New York, and former Ambassador 
to the Court of St. James, has been 
appointed chairman of the executive 
committee of the United States branch 
of the Employers’ Group Insurance 
Companies. He succeeds Charles Fran- 
cis Adams of Boston, associated with 
numerous Boston’ businesses, former 
chairman who was elected honorary 
chairman of the executive committee. 

Appointed vice chairman of the execu- 
tive committee is Edward C. Stone, 
former chief executive officer of the 
United States branch of the Employers’ 
Group, who is now a member of the 
Massachusetts Senate, representing Cape 
Cod and Plymouth. 

Rejoining the executive committee is 
Thomas K. Finletter of New York City, 
partner of the internationally-known law 
firm, Coudert Brothers. Mr. Finletter 
has served the nation with distinction 
in divers posts, latterly having been 
Secretary of the Air Force of the United 
States. 





F. & D. EXECUTIVE COMMITTEE 
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. Harry Schisler and Gary Black 
Elected; Schisler Now First V. P., 
Black Member of Board 
The election of J. Harry Schisler and 
Gary Black to the executive committee 
of the board of directors of the Fidelity 
& Deposit Co. of Maryland, has been 
announced by B. H. Mercer, president. 
The action took place at the day’s regu- 
lar monthly meeting of the board, Janu- 

ary 22. 

Now first vice president of the com- 
pany, Mr. Schisler has been associated 
with the F. & D. since 1913 and for 
many years was in charge of its claim 
and salvage departments. He was elected 
to his present position in 1950 and was 
made a director in April, 1952. He is a 
graduate of the University of Maryland 
Law School and member of both the 
Maryland bar and Baltimore City bar. 
He also is a member of the International 
Association of Insurance Counsel and 
vice chairman of the publications com- 
mittee of the insurance section of the 
American Bar Association. 

Mr. Black is a son of the late Van- 
Lear Black, a grandson of H. Crawford 
Black, one of the original founders of 
the F. & D., and a nephew of Harry C. 
Black, chairman of the board of the A. 
S. Abell Co., publisher of the Baltimore 
Sun and Evening Sun. He has been a 
member of the F. & D.’s board of di- 
rectors since 1947 and is associated as 
a business partner with Harry C. Black 
in a number of enterprises. 


Stevens Offers Plan to 
Offset Compulsory Bill 


WOULD INSURE INDIVIDUALS 


Says There Are Many More Drivers 
Than Cars Licensed in State; Would 
Require Insurance Before License 

From Allan C. Stevens, Allan C. Stevens 

x Co., White Plains, N. Y., comes the fol- 
inebing expression of iis views of a method 
which would serve as an alternate to com- 
pulsory insurance. : 

As an alternate to compulsory insur- 
ance the State Legislature can and 
should adopt legislation requiring drivers 
of private passenger motor vehicles to 
show they have the required insurance 
before they are granted a new or re- 
newal operator’s license from the state. 

The state knows the number of driv- 
er’s licenses that have been issued. This 
number divided by an adequate premium 
to pay losses, expenses and return a 
reasonable profit to insurance companies 
could determine the premium to be 
charged for individual drivers. 

Since this proposal would require each 
driver to have an insurance policy cov- 
ering bodily injury liability and property 
damage to others for any car he may 
drive, individual premiums xe’? be less 
than the premiums now paid for insur- 
ance on individual cars. There must be 
several times as many licensed drivers 
as there are cars presently licensed and 
insured in New York State. 

Will Eliminate Careless Drivers 

Many other types of vehicles other 
than private pleasure cars, are now re- 
quired to show proof of insurance before 
registration plates are granted. This 
proposal extends the requiring of insur- 
ance to individuals and will eliminate, as 
all operator licenses are renewed, the 
careless driver from the road. 

\n individual who considers his right 
to drive a car important to the conduct 
of his “ite-die affairs, will be more 
cautious in the future, when operating 
a motor vehicle, if he knows he will 
not be able to renew his license to op- 
erate a motor vehicle if he is unable to 
obtain the required insurance. 

Such a program will have a tendency 
to reduce accidents and thus the pre- 
mium for auto insurance should ulti- 
mately be lessened for the individual 
licensed drivers. 

Driver Responsible for Accidents 

The driver of a motor vehicle is usual- 
ly responsible for an accident. Few acci- 
dents are caused by defects in the motor 
vehicle itself. Without a driver, a motor 
vehicle can do no bees. 

Compulsory auto insurance will not re- 
move from the highways, drivers who 
by their accident records have proven 
themselves unworthy of a license from 
the state. Compulsory insurance only 
forces insurance companies to grant in- 
surance protection to many who are un- 
worthy. : 

It is the careless driver, plus the high 
verdicts awarded by the courts, that are 
responsible for the higher cost of in- 
surance to all. The careful driver is 
penalized by a higher premium created 
by the careless driver. 


American Surety Promotes 
Bowling in Personnel Dept. 


American Surety Co. of New York 
has announced the appointment of Glenn 
M. Bowling as assistant manager of its 
personnel department. Mr. Bowling 
joined the company following his gradu- 
ation from Lincoln Memorial University 
at Harrogate, Tenn., in 1937. He has 
held various assignments in the field 
and home office and since 1948 has been 
a member of the personnel peg 
staff. In 1942 he received his LL.B. from 
New York University and in 1951 earned 
his designation as CPCU. 

A veteran of World War II, Mr. 
Bowling spent two and one-half years 
as a civilian personnel officer at the 
Seattle Port of Embarkation and is a 
captain in the U. S. Army Reserves. 
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Leaders of International A. & H. 
Assn. on Prestige Building ‘Tours 


Top ranking executives of the Inter- 
national Association of & H. Under- 
writers covered large sections of the 
country this month and will continue 
in February to visit many of the asso- 
ciation’s 90 local chapters. John G. Gal- 
loway, Provident Life & Accident, Bir- 
mingham, president of the association, 
and Tom Callahan, Milwaukee, leading 
producer of Time Insurance Co., the 
first vice president, were together at the 
Detroit and Toronto stops, and Presi- 
dent Galloway gave his talk on “The 
Challenge” to large audiences. He also 
addressed a capacity crowd of Indiana 
association members at Indianapolis. 

Tom Callahan’s itinerary took him 
eastward to association meetings in 
Philadelphia, Trenton, Brooklyn and 
Newark, and at all gatherings he gave 
his views on “How to Beat the Law of 
Averages.” Using his own plan of tele- 
phone cold canvassing plus personal fol- 
low-ups Mr. Callahan closes one sale 
out of every three interviews, and aver- 
ages about 20 sales a month. He told 
his audiences why he liked the specific 
need approach which he uses in all his 
ey George E, Lehman, National 

& H. Insurance Co., Newark, accom- 
se Mr. Callahan to eastern meetings 
as area chairman. 

Sig Bjornson, assistant zone chairman 
of the International Association, also on 
the road, is touring the South and talk- 
ing at association meetings in Tennes- 
see, Alabama, Georgia, Florida and 
South Carolina. 

Inevitably the outcome of these meet- 
ings will be a stepped up interest in the 
benefits derived from association mem- 
bership and the formation of new locals. 
Among the latter are those at Trenton 
where Messrs. Callahan and Lehman 
conferred with George Owens, general 
agent, Monarch Life; Fort Wayne and 
South Bend which will be launched un- 
der Indiana Association auspices. 


Leading Producers Round Table 

Mr. Callahan put the emphasis on the 
L eading Producers Round Table, a divi- 
sion of the International Association, 
in his talks at Philadelphia, Trenton, 
3rooklyn and Newark. He said it should 
be more important than it is now; that 
membership in it will give greater pres- 
tige to the agent and his professional 
standing in his community, and that 
companies should encourage such mem- 
bership. This is being done. 

He touched on the three types of 
qualification—the bronze pin being in- 
dicative of $5,000 of premiums; silver 
pin, $7,500, and gold certificate and pin, 
$10,000. All agents who write $10,000 in 
premiums for five years will receive the 
gold lifetime membership, he said. 

Mr. Callahan also mentioned sustain- 
ing memberships in the International 
Association which are available for both 
companies and producers and both of 
which are voluntary. 


Tom Callahan’s Talk 


In the development of his talk “How 
to Beat the Law of Averages” which 
Mr. Callahan has delivered with telling 
success before many local groups, he 
draws upon his own selling experiences 
in Milwaukee. One of his objectives is 
to “make the intangible in our business 
a certainty,” he said. Even though the 
expanded sale of group A. & H. has 
taken away a part of the prospecting 
area for individual producers, he in- 
sisted that there are still plenty of peo- 
ple who need protection, particularly to 
cover specific needs. 

His system embraces the systematic 
use of direct mail, cold canvassing via 
the telephone, referred leads and pres- 





TOM 


CALLAHAN 


ent policyholders. He said it was impor- 
tant in cold canvassing to have a 
“stopper” to arrest the complacency of 
the prospect. Concentrating currently on 
general contractors, he points out that 
as independent contractors they do not 
come under the workmen’s compensation 


law. “This puts you in a_ vulnerable 
position,” he tells them, “and makes 
accident and sickness insurance a neces- 
sity.” The A. & H. coverage he sells 
them costs~about two-thirds that of 
workmen’s — 

All of Mr. @allahan’s cold canvassing 
is done by telephone—a_ girl works 
steadily at it afternoons and evenings 


up to 9:30—and the 

are by appointment. His average policy 

is for $80 and his commission 30%. 
Galloway on “The Challenge” 

a chal- 


ensuing interviews 


President Galloway is bringing 


lenging message to local associations 
about the future of the A. & H. busi- 
ness. He maintains that A. & H. looms 
larger in the entire industry than any 


362% in 
last ten years 
has increased 

advent of many 
important field 


other line. It has increased 
premium volume in the 
whereas life insurance 
72%. Furthermore, the 
life companies in this 
within the past few years will mean a 
greatly accelerated growth. “Despite this 


(Continued on Page 31) 


HIC MEETINGS IN NEW YORK 


Progress Reported in Liaison With Hos- 
pital, Medical Groups; Explanatory 
Handbook for Doctors Discussed 

Favorable progress in its program of 
liaison with hospital and medical groups 
was reported at a series of meetings of 
the Health Insurance Council in New 
York City, coordinating with that of the 
central committee, Ralph Heller, second 
vice president, Prudential, chairman. 
Virgil Foster, executive secretary of the 
Tennessee Medical Society, was a guest 
at the meeting of the council’s state 
prepaid plan committee, Wendell Milli- 
man, New York Life, chairman. 

Substantial progress was noted in the 
development of an accident and health 
insurance handbook designed to explain 
to doctors and hospitals the type and 
scope of coverages written by insurance 
companies. Also, the possibility of an 
industry exhibit for use at appropriate 
hospital and medical society meetings is 
being studied. 

Charles A. Siegfried, chairman of the 
Hospital Insurance Committee, report- 
ed on strides being made by companies 
to utilize wei group hospital insurance 
form HAP -4 on a nation-wide basis. It 
Was agreed he Health Insurance Council 
should continue and intensify efforts to 
counsel with hospital interests in con- 
nection with admission plans and other 
relationships of mutual interest. 

Reports were also given by the medi- 
cal liaison committee and the survey 


committee. John Miller, Monarch Life, 
chairman of the survey committee, said 
he was exploring the suggestion that 


claim payment statistics be gathered and 
given suitable distribution and publicity. 


Ohio A. & H. Assn. Expects 
300 at April Convention 


Plans are now shaping up for the 
annual convention of the Ohio Associa- 


tion of Accident & Health Underwriters 
to be held Friday, April 24, at Hotel 
Cleveland in Cleveland. Over 300 A. & H. 


men and their wives are 
attend and to make the 
of the biggest and best 
by the Ohio association. 
Only three speakers, hand-picRed by 
W. A. Knight, president of the associa- 
tion, will talk at the afternoon sales 
congress which will be st iged. They are 
John E. North, director of sickness and 
accident sales of The Prudential, who 
will tell how the life man representing 
a company recently entered in the A. & 
H. field, should present the story to his 
chents; Howard H. Coron, Canton, O., 
manager for Mutual of Omaha, who will 
give his stimulating talk on “The Open 
Sesame to the Close,” and Carl H. Lane, 
agency supervisor of General American 
Life, St. Louis, whose subject is “Busi- 
ness Accident & Health Insurance.” 
Luncheon speaker will be C. O. 
Pauley, managing director, Health & 
Accident Underwriters Conference. Ban- 


expected to 
meeting one 
ever presented 


quet speaker and other convention de- 
tails will be announced in the near 
future. 









PIONEERS IN 
INCOME PROTECTION 


Non-Cancellable, Guaranteed Renewable 
Sickness & Accident Income Protection 






and Family Hospitalization 







JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 


OYAL Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 


® Participating Life Insurance 


7 All Forms of Group Insurance 


Expanding Business Provides Openings for Qualified 
General Agents. Full Time Representatives Only 





C. T. Easterby’s Plan for 
A. & H. Excess Limits 


IN THE ASSN. GROUP FIELD 


Coverage Written in Pa. Only by Alle- 
gheny Mutual Casualty; Takes Over 
When Primary Plan Expires 


Charles T. Easterby, president of the 
Philadelphia agency bearing his name, 
has made his debut into the accident 
and health field with the introduction of 
a new continuation plan for members 
of professional groups. In effect, this 
plan applies the principle of excess lim- 
its, long used in the normal casualty 
business, to A. & H. group business, 
and opens up an entirely new market to 
agents and brokers, says Mr. Easterby. 

This coverage, which is only issued in 


Pennsylvania for the time being, will 
be underwritten in the Allegheny Mu- 
tual Casualty of Meadville, Pa., which 
specializes in A. & H. and has been 


operating since April, 1886. The Easterby 
organization has an exclusive contract 
with this company to sell the continu- 
ation plan. 

Explaining the simplicity of the plan, 
Mr. Easterby said that it takes over at 
the point where the customary associa- 
tion group plan expires, paying monthly 
indemnity for total disability only. “The 
regular primary professional or associa- 
tion group plan usually pays indemnity 
for five years in the event of disability 
by accident, and pays indemnity for 
two years for sickness. At the expiration 
of these time limits, the primary cover- 
age ce:ses; this is when an insured 
needs income protection the most. Our 
continuation plan is designed to pick 
up the liability at this point and carry 
on for lifetime in case of accident and 
three more years in case of sickness,” 
said Mr. Easterby. 

House Confinement Not Required 

Pointing to “liberal policy benefits,” 
Mr. Easterby explained that house con- 
finement is not a requirement under the 
new plan. Unlike the primary coverage, 
individual members may purchase from 
$200 to $500 a month of indemnity, re- 
gardless of the monthly benefit in their 
present primary plan. 

Methods of installing the continuation 
plan are similar to those used by the 
primary carriers. Only membership re- 
quirements are (1) 50% of insured mem- 
bers under age 60, and (2) no less than 
a minimum of 25 members. No medical 
examination is required during period of 
installing the plan. 

The premiums, which are set 

brochure explaining the plan, may be 
paid on annual, semi-annual or quar- 
terly basis. As an example, $200 of 
monthly benefit will cost $20 annually, 
$10.50 semi-annually and $5.50 quarterly. 
For $300 monthly benefit the rates are 
respectively $30, $15.50 and $8. Monthly 
benefit of $400 would cost respectively 
$40, $20.50 and $10.50, and for $500 
monthly benefit the premiums run $50 
annually, $25.50 semi-annually and $13 
quarterly. 

Mr. Easterby has built up a nation- 
wide reputation for almost unlimited 
facilities for the placement of unusual 
risks and excess policies of all kinds, 
both in the domestic and foreign mar- 
kets. He was one of the first in this 
country to write war risk insurance, 
prior to the time of the Government 
war risk insurance plan. Mr. Easterby 
and Kirk A. Landon, now a Florida 
company chief executive, originated the 
retrospective plan for writing fire, theft 
and collision for finance companies, and 
wrote the first policy. 


forth in 


CORNETT TO SPEAK 

W. B. Cornett, director of sales and 
service of Prudential’s accident and sick- 
ness department, is now on a month’s 
tour of Canadian agencies of the com- 
pany. Thereafter he is scheduled to talk 
on March 9 before the Hartford Asso- 
ciation of A. & H. Underwriters of 
which John H. Thompson, Loval Pro- 
tective Life, is the president. His sub- 
ject will be “The Future of the Sickness 
and Accident Business.” 
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STANDARD ACCIDENT CHANGES 





R. E. McLaughlin Claim Attorney in 

New York; Horsford, Matson, Hall 

in Mid-West Posts 

Robert E. McLaughlin has joined the 
New York branch of Standard Accident 
Insurance Co. and its affiliate, Planet In- 
surance Co., as claim attorney. William 
C. Horsford has been appointed claim 
representative at the St. Louis office. 
J. E. Matson has been made assistant 
manager of the bonding department at 
the Detroit branch office and Robert F. 
Hall has been made bonding field repre- 
sentative at the Grand Rapids office of 
the company. 

Mr. McLaughlin is a graduate of 
Manhattan College where he received 
his B.A. degree, and New York Law 
School, where he received his LL.B. de- 
gree. He was a municipal court attorney 
prior to joining Standard Accident. 

Mr. Horsford is a graduate of St. 
Louis University Law School where he 
obtained his LL.B. degree. He is a 
Navy veteran of World War II. 

Mr. Matson started with Standard 
Accident at the home office in Detroit 
in 1943 and after a period of training 
was assigned to the bonding claim de- 
partment at the home office as a claim 
representative. In 1946 he was _ trans- 
ferred to the Detroit branch as bond 
underwriter, and in 1950 was made 
bonding field representative at the 
Grand Rapids office. He is a graduate 
of Wayne University receiving his LL.B. 
degree in 1950. 

Mr. Hall who replaces Mr. Matson at 
Grand Rapids started with Standard 
Accident in 1951. Until his present ap- 
pointment, he was a_ bonding under- 
writer in the Detroit branch of the com- 
pany. He is a graduate of Ww ayne Uni- 
versity and the company’s _ training 
school. 





Employers’ Promotes Huddy 
Edward A. Larner, chief executive of 
the Employers’ Group of Boston, an- 
nounces the appointment of Robert J. 
Huddy as superintendent of the United 
States claim department in the home 
office. Mr. Huddy has been assistant 
superintendent since 1945, 


On Prestige Building Tours 


(Continued from Page 30) 


tremendous growth the market remains 
stupendous,” Mr. Galloway says. 

As to the challenge he quotes Ralph 
H. Walker, vice president of Pacific 
Mutual Life, who has stated it as fol- 
lows: (1) To provide broad health insur- 
ance coverage of substantial economic 
value; (2) to do so at a reasonably low 
premium, and (3) to make this protec- 
tion available to as large a Portion of 
the population as possible. “We must 
be less concerned with the first few 
dollars of medical costs and more con- 
cerned with the last,’ says Mr. Gallo- 
way. 

He maintains that the “reasonable 
cost” aspect does not mean “non-profit” 
and says: “It is highly unfortunate that 
companies and agents have been led in 
the field of hospitalization by the ide- 
ology of non-profit. Doctors, hospitals 
and apothecaries all make a profit on 
this business .. .” 

As to making the protection widely 
available, International’s president ad- 
mits that group insurance is far ahead 
in this respect. “Individual insurers have 
not supplemented group as they should, 
have not gone after the man that is laid 
off or retired and lost his group policy, 
or the one who has changed jobs, or 
insured the other members of the house- 
hold not classed as pure dependents 
under group.” 

Finally, Mr. Galloway urges that A. & 
H. men accept the challenge to do a 
better job in serving the public. “You 
are not dealing with some product that 
can be tossed aside if found impractical ; 
you are dealing with human lives, their 
security, and the perpetuation of income 
to families who could not otherwise be 
served.” 


Hartford A. & I. Volume 
Attains New High Level 


A new high level of business was at- 
tained by the Hartford Accident & In- 
demnity Co. in 1952 with premium writ- 
ings totaling $155,660,069. This aggre- 
gate volume, largest ever written by the 
company in a single year, was distributed 
by lines as follows: 


PRMEREINE  nce cc sieihre tense nee $1,709,339 
POS 6 a fase yo: b eratohigsie/ eo ais 187,948 
Group Accident and Health 515,199 
Group Disability ......... 2,563,420 


Workmen’s Compensation 36,009,389 
General Lrabiity ...-....- 17,955,775 
Automobile Liability ..... 51,458,096 
Automobile Property Dam- 

age and Collision....... 
Misc. Property Damage 

AIM COMSIGN 6. s'sc 5s 0s 
ASHEN GIASS? a iciciesve peveieres-« 


25,564,200 


4,332,791 
1,671,119 


OMIREY. c cioGl bake testes 4,899,729 
BO HOY sito to ieee eie gicts 3,860,283 
POU irrecc ors timers ves che os 4,923,380 


Braddock Speaks in Ohio 


(Continued from Page 26) 


mary insurers produces an inflation of 


340% for the reinsurer due to the lever- 


age principle. He assumed a reinsurer 


covering a company above a retention of 
$25,000. On a $30,000 claim the reinsurer 
was responsible for $5,000. However, if 
this claim were inflated 40%, it would 
cost $42,000 gross. Now the reinsurer 
becomes responsible for $17,000, which is 
the indicated inflation. 

Primary companies reacted to rising 
reinsurance rates by petitioning for 
higher excess limits tables. Most states 
approved in 1952 a 36% increase in pri- 
vate passenger cars and 70% for com- 
mercial vehicles. However, Texas, Okla- 
homa and Indiana granted average in- 
creases ranging from approximately 70% 
to 100% of the old tables. Mr. Braddock 
indicated that his company had just 
made a “study of losses pitched against 
adjusted gross manual excess premiums 
at new tables for the last 22 months. 
These new tables on that block of busi- 
ness produced a loss ratio of 53.7% for 
the vear 1951 and 77.5% for the first 10 
months of 1952. The overall loss ratio 
for the period was 65.5%. It is impos- 
sible for a primary company to cede 
business to a reinsurer that produces a 
65% loss ratio and expect to receive from 
the reinsurer their costs for writing the 
business in the first place.” In view of 
this Mr. Braddock felt that the question 
of excess limits tables should be opened 
at the earliest possible time “and the 
minimum approach should be an addi- 


tional increase that will bring both the 
private passenger and commercial tables 
to a level 100% more than the tables in 
effect prior to February, 1952.” 


Pachuta Is Presiding Officer 


This fourth annual banquet of the In- 
surance Society was presided over by 
Paul A. Pachuta, a student majoring in 
insurance at the Ohio State University. 
Members of the society awarded honor- 
ary memberships to the following per- 
sons: C. W. England, president, 1952 
Club of Ohio; J. C. Hiestand, past presi- 
dent, Insurance Federation of Ohio; 
Roger S. Olson, past president, Fire 
Prevention Association of Ohio; L. G. 
Purmort, president, Central Mutual In- 
surance Co., Van Wert, Ohio; S. W. 
Schellenger, superintendent of agencies 
of the Buckeye Union Casualty Co. and 
retiring member of the administrative 
board of the Charles W. Griffith me- 
morial foundation for insurance educa- 
tion; William E. Watson, past president, 
Columbus Claims Club; E. J. Weiss, 
president, of the Reliable Fire Insurance 
Co. These memberships were voted in 
recognition of the contributions made by 
these gentlemen to the insurance indus- 
try of Ohio. 

Attendance at the banquet numbered 
70 students and 90 insurance people from 
all fields of the business. 
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regular business. 





To: BROKERAGE SERVICE 
The Prudential, Newark, N. J. 


sales easier for me. 







“I’m a general insurance man,” 


We'll make it easier 


For details about Prudential’s 


I want to know more about Prudential’s LIFE 
DEPARTMENT plan and how it will make LIFE 


made 


“Prudential’s LIFE DEPARTMENT plan 


LIFE selling 
easier for me.” 


Raymond L. Weil 
3491 Boston Road 
New York City 
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HOME OFFICE: 
NEWARK, N. J. 


CANADIAN HEAD OFFICE: 
TORONTO, ONT. 


learned about Pru- 


LIFE DEPARTMENT plan I sold very little life insurance. Their 
LIFE DEPARTMENT plan made LIFE selling easier for me. 


all my clients a complete life insurance service. And at the same time I’ve added 


Now I offer 


FE along with your 


LIFE DEPARTMENT plan, call your nearest 
Prudential Ordinary Agency or .. . 


MAIL THIS COUPON 


PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


SOUTHWESTERN HOME 
OFFICE: 
HOUSTON, TEXAS 


WESTERN HOME OFFICE: 
LOS ANGELES, CALIF. 
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Group A. & H. Seminar 


of Bureau of A. @ H. 


Underwriters 





Kees Interest in Rastor- 
Hospital Panel Talks 


MORTON D. MILLER MODERATOR 
R. T. Heller, Dr. J. E. Coe and C. Rufus 
Rorem Compare Notes on Cement- 
ing Relationships 


Some tangible results in the direction 


of cementing relationships with the hos- 
and the medical profession were 
achieved by the Accident & 
Health Underwriters in staging a panel 
seminar 


pitals 
Bureau of 


sessit mn 


discussion at its group 


of January 21 during which the mutual 


problems of these segments were ex- 


plored in a friendly, give and take 
fashion 

Discussion leader was 
ler, associate actuary, [Equitable Life 
\ssurance Society, and panel partici- 
pants were Ralph T. Heller, second vice 
president of the Prudential and chair- 
man of the Health Insurance Council 
representing the insurance industry: Dr. 


Morton D. Mil- 


J. E. Corr, chairman, medical economics 
committee, New York County Medical 
Society, representing the medical pro- 
fession, and C. Rufus Rorem, executive 
director, Hospital Council of Philadel- 
phia, who presented the hospital view- 
point. Following their formal talks a 
stimulating question and answer period 
ran for over an hour and with audience 


participation 
Representatives of state 
ties and hospital associations located in 
proximity to New York were in 
and joined in the informal 


medical s¢ cle 


clo se 
attendance 
discussion 

Heller Gives Council’s Objectives 


Mr. Heller 
tion to the 
Health Insurance 
cement better 


in his talk directed atten- 
over-all objective of the 
Council which is to 
relations between the doc 
and hospitals and the A. & H. in- 
He maintained at the outset 
even though the new administra- 
tion at Washington will probably be 
more sympathetic to meeting the prob- 
lems of medical care by voluntary means, 
“this will not lessen the pressure for 
such care nor will it lessen the pressure 
on doctors to make available these bene- 
fits to the public. Private insurance 
must provide satisfactory service at a 
reasonable 





tors 
dustry. 
that 


cost. 


Another need that is not fully realized, 
said the speaker, is that those groups 
whose work touches each other should 
work together so that the public receives 


working organi- 
preoccupied 


the benefit of a smooth- 
is naturally 





zation. 
with its own work but there is no 
monopoly in the health insurance field 


Competition has spurred the various 
plans to develop improved service. How 
ever, this does not do away with the 
necessity for keeping uppermost the 
paramount need of the public whom we 
all serve. We are under an obligation 
to carry joint decision through in order 
to bring the greatest benefits to our 





policyholders,” said Mr. Heller. 

He then traced the growth of the A 
& H. industry and put on the record 
that over $2 billion a vear is now col 


lected in A. & H. 
share of which is for 
and medical expense. The coverage has 
been extended to 86 million people and 
this has tremendously increased the 
number of contacts between the insur- 
ance industry and doctors and hospitals 

Pointing to the economic relationships, 
Mr. Heller said: “Rate structures, forms 
of coverage, etc., are dependent on doc- 
tors’ and hospital charges. There 
need for keeping abreast of the constant 
changes in the field and among them: 
(1) hospitals are rearranging their sys 
tems of charges; (2) the ais of their 
support has shifted from philanthropic 
to public support; (3) many hospitals 
are now teaching centers, and (4) the 
very existence of prepayment care, the 


sp eens a 
hospital, sur 





is a 





training of doctors and the dependence 
of the doctors on laboratory methods all 
tend to increase hospital occupancy. 

‘Each company cannot find this out 
for itself. They have to be interested in 
the doctors, their charges, how well they 
understand insurance principles and the 
sympathy they extend to _ voluntary 
plans. One of the purposes of the Health 
Insurance Council is to see there are 
contacts between the interested parties. 
There is loss of efficiency and strength 
when we do not have cooperation and 
exchange of information.” 


How HIC Operates 


Mr. Heller then gave background facts 
about the Health Insurance Council, ex- 
plaining that it is a confederation of 
nine insurance trade associations which 
has no employe of its own, although 
there is a staff serving it. “All member 
organizations contribute to the out-of- 
pocket expenses. Staff work is provided 
by the participating associations and 
comes largely from the Bureau of A. & 
H. Underwriters, the Health & Accident 
Underwriters Conference and the LIAA. 
The Council includes all important 
groups in the A. & H. field, small as well 
as large carriers, and the companies 
represented write approximately 90% of 
the A. & H. insurance in force in the 
United States.” 

Mr. Heller said that final authority in 
the Council is vested in its chairman, re- 
tiring chairman, vice chairmen, secretary 
and standing committee chairmen. As a 
body it meets twice a year but as its 
work requires attention more frequently 
authority is vested in a central commit- 
tee which meets whenever necessary. 
Started in 1946 as a voluntary, coopera- 
tive effort, the council has had six chair- 
men to date. Its program, the speaker 
explained, is not intended to replace the 


necessary work carried on by the indi- 
vidual companies, but to do those jobs 
which can only be done on an industry 
basis. 


Mr. Heller then highspotted the ac- 
tivity of each standing committee, men- 
tioning in order the medical liaison com- 
mittee which deals largely with medical 
problems at the national level; the hos- 
pital committee (the largest) whose 
chief project to date has been the estab- 
lishment of admission plans—both group 
and individual—the latter being on an 
experimental basis in one city (Colum- 
bus, O.); the survey committee, largely 
composed of actuaries, whose primary 
job is to develop and publish an annual 
survey of the A. & H. coverage in the 
United States; the information and pub- 


This message, the first of a series, is di- 
rected to the insurance broker who feels that 
he must have new markets and to the pro- 
ducer who has sold a few A. H. or hos- 
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insurance brokers and we are confident that 
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be adequately solved. 


Keeping abreast of public demand for full 
income protection we offer National Cas- 
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lications committee, latest to be organ- 
ized, whose first project is a practical 
handbook on the development of volun- 


tary insurance, and the state prepaid 
plan committee which has directed its 
major effort to development of plans 


with doctors affording protection against 
expensive surgery. “Its work,” said Mr. 
Heller, “involves the preparation of fee 
schedules underwritten by the compa- 
nies, with the provision that, in the case 
of lower income groups, payments in the 
policy will be accepted by the doctor in 
full payment of his bill.” 

Summing up Mr. Heller said: 

“Progress has been made and, with 
good will, I am sure that measurable 
further progress can be made. If we 
have problems in surgery, we will have 
more in the medical care field, where 
control on utilization rests largely with 
the doctor and the insured, and where 
there is no intervention of the scalpel, 
the possibility of over utilization of serv- 
ice arises in more serious form. The 
object is very definitely not to deny 
anybody any legitimate medical service 
whatever. We must operate together to 
construct sound plans that a few cannot 
destroy for the benefit of the many. 

“We have come a long way in insured 
plans and others, and can take com- 
fort from what has been accomplished to 
date.” 

Dr. Corr Promises Cooperation 
With the A. & H. Companies 


In giving the doctor’s viewpoint on 
voluntary insurance Dr. J. E. Corr in- 
dicated an open-minded attitude toward 
the problems of the A. & H. industry 
and a willingness to work cooperatively 
in solving them. One of his biggest 
points, made at the outset of his talk, 
was that “somehow and in way 
the base of insurance coverage for pro- 


some 


tection against disease must be broad- 
ened. The Utopia is, of course, that we 
may evolve a system of total and com- 


prehensive medical care. Whether this 
can be done outside of centralized con- 


trol and domination from Washington 
I do not know, but I feel that we should 
make every effort to achieve this goal 


by voluntary means instead of by com- 
pulsion.’ 

Dr. Corr then explained that the ac- 
tive participation of the New York 
County Medical Society in medical care 
has been mainly in connection with the 
non-profit corporation, United Medical 
Service (UMS). However, he admitted 
that tht actual control of the medical 
societies over activities of UMS is verv 
slight, and said: “Our physicians would 
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about the UMS plan 
had more control 


be much happier 
if our medical society 
over .the company.’ 

The speaker continued by urging: “If 
the medical profession is to cooperate 
closely with the commercial insurance 
companies who wish to write health and 
medical insurance—and_ especially if 
‘service’ benefits are to be offered for 
sale—then | think that one would ulti- 
mately find that the medical societies 
should have some voice in the affairs of 
the commercial companies. This is an 
extremely difficult and complex problem 
and | do not know how it could be 
worked out. | think all of us should give 
close study possible methods of solu- 
tion.” 

Dr. Corr had specifically in mind the 
possible ways in which the base of cov- 
erage could be broadened with the hope 
that service benefits and comprehensive 
care can be given. 

Problems in Setting Up Fee Schedules 


“How far our society would go offi- 
cially to set up fees for medical services 
that could apply to all voluntary health 
insurance plans, I really do not know. 
Up until the present time our society 
has always shied away from any attempt 
to establish a fee schedule. This is in 
contrast to some other medical societies 
in different parts of the country, particu- 
larly the far west, where a fee schedule 
is available to the public, giving average 
fees for different types of surgical serv- 


ice. 
“Our trouble in New York, in one 
sense, is that we have a very high con- 


centration of top medical and surgical 
specialists and we have hesitated to 
bring them all down to the same level 
which is what a general average fee 
schedule would do.” 
Rorem on Hospital Economics and 
Commercial Insurance 


C. Rufus Rorem in discussing “Hos- 
pital Economics and Commercial Insur- 
ance,” said that the use of insurance 
principles to pay hospital bills has trans- 
formed the revenue pattern of the vol- 
untary hospitals of America. He noted 
that during 1952 approximately $500,000,- 
000 was paid to American hospitals by 
the community and hospital sponsored 
organizations and a_ substantial addi- 
tional amount by commercial insurance 
carriers. Continuing, he said: 

“The commercial insurance 
will serve the hospital system of Amer- 
ica most effectively to the extent that 
they recognize the hospitals’ problem of 
bringing necessary service to America’s 
population.” He felt that this requires a 
recognition of the basic f 


companies 


character of 
private non-profit hospitals and the de- 
velopment of policies and procedures 
which will enable them to serve the 
largest possible proportion of the popu- 
lation. Some of these procedures follow: 

1. Uniform benefits for policyholders 


throughout each community by all car- 


group 
offered 
riers. 
2. A type 
attractive to large proportions of the 
3. A continuing 
protection when a worker 
4. An 


viduals and 


of premium schedule that will be 
population. 
general policy of hospital 
loses his job. 

enrolling indi- 
for hos- 
attention 


acceptable program of 


small employed groups 


pitalization benefits, and with special 
people. 


clearing 


given to elderly 

5. A central 
paid-up status on a 
authorizing 
services provided to 

6. A general program of 
which will cover the major portion of the costs 
patients ad- 


house for certifying 
community basis, and for 
directly to hospitals for 


patients. 


payments 
insured 
issuing policies 


of furnishing necessary care for 
mitted to hospitals, including those with chronic 
illness. 

7. A mode which the great- 
proportion of the policyholder’s pre- 


payments for serv- 


of operation by 
est possible 


mium will be available for 
ices. This applies to sales methods, certification 
procedures, and general administration. 


8 The provision of hospital benefits on a 
service-basis, with payments adequate to meet 
the full costs of the services provided by the 


various hospitals in each community. 
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Group A. & H. Seminar 


of Bureau of A. & H. 


Underwriters 





Three Talks on Insuring Trusteed 
Groups Feature First Day’s Session 


A. R. Willson Gives Underwriting and Sales Aspects of Col- 
lective Bargaining Plans; Googins Views Trade Assn. 
Plans; Brooks Presents Administrative Considerations 


The Bureau of Accident & Health 
Underwriters held an informative edu- 
cational seminar on group A. & H. in- 
surance, January 20-21, at Hotel Bilt- 
more, New York, at which 160 were 
present, a record attendance. About 65 
companies writing & H. were repre- 
sented, and many of those present par- 
ticipated in the proceedings. 

Edward A. Hauschild, secretary, Se- 
curity Mutual Life of Binghamton, 
opened the meeting as governing com- 
mittee chairman of the bureau. He wel- 
comed member companies and guests, 
and announced the Home Life of New 
York as the latest company to join the 
bureau. This brings its membership up 
to 

George E. Light, Travelers secretary, 
as chairman of the bureaus group and 
statutory disability insurance committee 
followed Mr. Hauschild and explained 
the seminar method of handling group 
subjects. 

A. M. Browning Led Opening Discussion 


Led by Arthur M. Browning, New 
York Life, the opening discussion on 
January 20, was devoted to a thorough 
exploration of the problems of “Insuring 
Trusteed Groups.” Alan R. Willson, 
State Mutual Life, outlined the general, 
underwriting and. sales considerations 
peculiar to collective bargaining plans. 
Frederick T. Googins, Massachusetts 
Mutual Life, pointed up the administra- 
tive problems peculiar to both collective 
bargaining and trade association plans, 
and Edwin P. Brooks, New York Life, 
discussed administrative considerations 
including accounting, claims, contract 
and eligibility. 

In the afternoon Deputy Superintend- 
ent Joseph F. Murphy of the New York 
Insurance Department, gave the phil- 
osophy of the Department in interpret- 
ing the group A. & H. insurance law, 
and his address was reviewed in The 
Eastern Underwriter last week. He was 
followed by Nathaniel B. Taft, New 
York Life, who reviewed the recent 
regulatorv actions taken by other in- 
surance departments, pointing up proh- 
lems arising out of such actions. Josenh 
F. Follmann, general manager of the 
bureau, led this discussion. 

Following are excerpts from the ad- 
dresses by Messrs. Willson, Googins and 
Brooks. 

Willson on Collective Bargaining 


Noting that much is being said these 
davs about collective bargaining on an 
industry-wide basis, both pro and con, 
Mr. Willson said that regardless of the 
merits of arguments on the subject, 
“there seems to be little doubt that 
anvone in the group insurance business 
todav is bound to come face to face with 
the issue. If he is by any chance inter- 
ested in substantial new business pro- 
duction, he will be underwriting plans 
negotiated on an industry-wide basis, 
like it or not.” Continuing Mr. Willson 
—" 

“To date, most plans are on a local 
basis, such as all the brewers in a given 
metropolitan area. or the waiters and 
waitresses of another city, or the ware- 
housemen and truck drivers in another. 
Some unions are already strong and 
unified on a statewide basis, and all 
are ultimately aiming at nationwide con- 
trol of their respective crafts. A few of 


the larger units have group plans, and 
if the trend of the past 20 years con- 
tinues, more and more union locals will 
affiliate and their collective bargaining 
agreements will cover more members 
over greater geographical areas. 

“Each year an increasingly greater 
percentage of this new business produc- 
tion is on negotiated, trusteed, Taft- 
Hartley type plans. Each year it becomes 
more difficult to find single employer 
prospects, and each year sees many ex- 
isting group policies terminated in whole 
or in part because the employer, like 
others in his industry, has concluded an 
agreement with a union or unions re- 
quiring him to provide his employes with 
group insurance through an _ industry- 
wide welfare fund. Large employers 
have been able to resist this trend more 
successfully than small businesses, but 
even theirs has probably been only a 
delaying action. 

Pattern Firmly Established 

“The pattern of the trusteed welfare 
fund is firmly established. The unions 
were creating and operating these a 
good many years ago. At first they ex- 
perienced some difficulty in getting in- 
surance companies to underwrite their 
coverages, but with the Taft-Hartley act, 
providing as it does for joint union- 
management operation of the trust, most 
carriers soon decided to seek this type 
of business. Some of the more conserva- 
tive underwriters may have been drag- 
ged along by the force of competition. 

“In order that there be no confusion 
of terms, it might be well to define, by 
example, a typicé il collective bargaining 
plan and how it operates. Local X of 
the Amalgamated Truck Drivers Union 
in a midwestern city decides it wants 
group insurance for its members. <A 
committee is appointed, possibly a con- 
sultant engaged, and after due study a 
plan is agreed upon including $1,500 of 
Term life insurance, $1,500 of accidental 
death and dismemberment insurance, $30 
weekly accident and sickness benefits on 
a 1—8—26 basis, $10 daily hospital bene- 
fit for members and their dependents on 
a 31 day basis with $150 miscellaneous 
extras, and a $200 surgical schedule for 
members and dependents. Their re- 
search indicates this can be purchased 
for about 214% of payroll, or about four 
cents an hour per employed member. 

“Local X now negotiates with all em- 
ployers with whom it has a collective 
bargaining agreement and demands that 
a welfare trust be established, trustees 
to be three union appointees and three 
management appointees. Into this trust 
each employer member will contribute 
an amount equal to 3% of all wages 
henceforth paid by him to any members 
of Local X. The agreement further stip- 
ulates that on a given date (usually 
some months after the employer con- 
tributions have commenced) the trustees 
will purchase for members of Local X, 
who are employed by contributing em- 
plovers, a plan of group insurance as 
outlined. 

“Once this demand is agreed upon, it 
becomes a definite part of the union 
contract, and any employer hiring a 
truck driver belonging to Local X, has 
to contribute to the welfare fund tor 
him. The trustees of the fund, likewise, 
automatically provide coverage for the 
driver under the terms of the group 
policies they have purchased. Most 
large trusteed welfare plans operate on 
a self-accounting basis and many pay 


their own claims through a draft book 
system. 
Healthy Rivalry Exists 

“Today a healthy rivalry exists among 
us for this type of group business. Cases 
are usually big cases, in a market where 
big groups are getting scarce; mortality 
and morbidity experience has been good; 
many employers, especially the smaller 
ones, actually prefer to let their unions 
handle such fringe benefits. The insur- 
ance industry’s one-time fear of labor 
unions and anything they sponsor has 
all but disappeared. Union leaders have 
made group insurance and similar bene- 
fits a major point in all their contract 
negotiations. They have employed com- 
petent actuaries and they have learned 
the group insurance business. They have 
shown in general that they want proper 
benefits, soundly underwritten, and at a 
fair price. 

“Underwriting this type of business 
differs somewhat from underwriting an 
employer-employe case. Not only do 
you find the usual pressures and re- 
quests for exceptions which every large 
group generates, but they develop from 
a great many more sources. In the 
single employer case there is one con- 
trolling authority. The views expressed 
by the personnel director or insurance 
manager will reflect those of his boss, 
the vice president, and the latter will i 
turn speak for the president. 

“Trusteed welfare plans, on the other 
hand, involve two major points of view 
labor’s and management’s. In addition, 
several sub-locals may have slightly con 
flicting ideas, and each employer on the 
management side feels his pet theories 
are the best ones. Furthermore, execu- 
tive jobs within a union are elective 
positions, and welfare plans not infre- 
quently are political footballs. 


Know What Is Good Underwriting 


“Most of the older, better established 
unions know pretty much what is good 
underwriting and don’t make too many 
peculiar requests. In some sections of 
the country where the welfare plan pat- 
tern is newer, this is not always true. 
Occasionally requests are still received 
for continuation of coverage during ex- 
cessively long layoffs, now and then un- 
derwriters are asked to insure a large 
block of retired members, and once in 
a while they are asked to provide un- 
duly high amounts of benefits. 

“Apparently the general nationwide 
tightening up on group hospital expense 
underw riting has been — by 
unions, for we in State Mutual, at least, 
are now getting practically no union 
requests for unlimited extras, 365 day 
plans, semi-private plans, and other serv- 
ice type variations. This gratifying 
change may be due in part to the ac- 
tivities and advices of the various con- 
sultants and brokerage firms with whom 
unions and trustees deal. 

“Because so many different personali- 
ties are involved, negotiations regarding 
policy provisions, rates, administration, 
etc., are usually handled through the 
broker or consultant or both. Once the 
case is on the books this may continue 
or even be amplified. With the single 
emplover case, a close relationship can 
be established with the policvholder, and 
this desirable direct contact will solve 
most problems. Since this probablv will 
not be so in the negotiated welfare case, 
the underwriter should know and evalu- 
ate the broker or consultant when he 
appraises the risk. 

“Variations in effective dates or bene- 
fits sometimes occur when new emplov- 
ers sign union contracts. When such 
emnlovers have existing group plans 
with greater benefits they do not want 
to lose them. Ouite frequently the trust 
indenture may be so drawn as to permit 
an employer’s non-union personnel to be 
insured under the welfare plan. These, 
and similar variations, add to the un 
derwriting complexities. 

Where Underwriting May Differ 
“Finally, there is one area wherein the 
underwriting of casualty business on 
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collective bargaining plans may differ 
markedly from the single employer case. 
Because employes may transfer from 
one covered employer to another and be- 
cause there may be periods when he is 
working for no one, it is sometimes im- 
possible to determine the actual cover- 
age in force at any given time. Where 
life insurance beneficiaries are involved 
this has to be remedied, but in casualty 
coverages a time lag of two to four 
months may not be unusual. Provision 
may have to be made with the policy- 
holder for retroactive earned premium 
adjustments. The underwriter must real- 
ize, too, the difficulty of making prac- 
tical and accurate audits, when hundreds 
or even thousands of different employers 
are involved. 

“Because the employers will eventually 
pay for the insurance, it follows that 
most collective bargaining plans are 
initiated by unions. Many months may 
elapse between the time the union first 
decides it will demand a welfare plan 
and the day such‘a demand is solidified 
and formally presented. Many confer- 
ences between consultants, brokers, 
union executives, and often group sales- 
men occur before the emplovers are offi- 
cially aware of what is in the wind. 

Sidelight on Sales Aspects 

“An interesting sidelight on the sales 
aspects of collective bargaining plans is 
with regard to specifications and _ re- 
quests for quotations. After the union 
committee and their consultant have de- 
termined the plan to be provided, it is 
customary to send to all Group compa- 
nies a hectographed set of specifications 
with an invitation to bid thereon. These 
normally contain necessary data as to 
sex, earnings, dependency status and an 
estimated average age or cost age. They 
also advised the maximum amount to be 
expended per member 

“While the majority of these 
for proposals are legitimate, there are 
frequent instances where the specifica- 
tions are so designed as to favor one 
or two carriers whose standard contracts 
exactly fit the outlines and which would 
require special policies and rates from 
anyone else. It becomes obvious here 
that the carrier is already chosen and 
the request for other quotes is merely 
a formality, possibly to make the com- 
mittee or the consultant look good. It 
also indicates that some group man 
from the pre-selected carrier has been 
doing a good job for his company. 

“We hear from time to time that cer- 
tain labor unions are going to establish 
their own group insurance companies 
Statements have been made that we in 
the industry don’t handle these plans 
efficiently or  economically—that we 
make too big profits. The facts do not 
support this charge. Certain it is that 

(Continued on Page 34) 
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the negotiated welfare plan field is a 
large and growing market, and one 
where with knowledge, experience and 
patient cooperation good group business 
can be underwritten. Healthy competi- 
tion and mutual respect for sound sales 
and underwriting practices should keep 
it that way. 

Googins on Trade Assn. Plans 

Fred T. Googins in discussing the un- 
derwriting of group insurance plans 
for trade associations said that careful 
appraisal of the applicable statutes and 
legal considerations involved are essen- 
tial as a first step in writing an associa- 
tion plan. He explained that statutes 
pertaining to Group life insurance for 
trade associations are more prevalent 
and frequently more restrictive than 
those pertaining to group & H. cov- 
erages. He brought out that in states 
which have adopted the model bill there 
is no provision for issuance of a Group 
life policy direct to an association. 
However, the bill provides for issuance 
to trustees of a fund established by two 
or more employers in the same industry. 

“If such fund is established by the 
members of an association of employ- 
ers,” said Mr. ( woe “the policy may 
be issued only if, (1) either (a) the par- 
ticipating employers constitute at date 
of issue at least 60% of those employer 
members whose employes are not al- 
ready covered for group life insurance, 
or (b) the total number of persons cov- 
ered at date of issue exceeds 600; and 
(2) the policy shall not require that, if 
a participating employer discontinues 
membership in the association, the insur- 
ance of his employes shall cease solely 
by reason of such discontinuance.” He 
then explained: 

“In contrast to the model bill are the 
statutes of states which permit issuance 
of a policy direct to an association. For 
example, under the group life statute for 
Illinois, group life insurance is permitted 
covering the full privileged, voting and 
contributing members of an association 
which has been in existence for at least 
one year including any employes of such 
members or of the association, not 
formed for the exclusive purpose of pro- 
curing insurance. 

“Of particular concern are legal com- 
plexities which exist when membership 
of an association includes members dis- 
tributed throughout several states. I re- 
fer particularly to regional and national 
trade associations. If the laws of all 
states in which the groups to be insured 
are located are uniform in matters re- 
lating to eligibility and minimum size 
requirements, the interstate problems 
are relatively simple. If such is not the 
case, however, or if the insurer is not 
licensed in one or more of the states 
involved, the situation may become com- 
plicated and difficult of resolution. In 
addition to the statutes themselves, there 
are innumerable Departmental rulings 
and Attorney Generals’ opinions which 
need to be given consideration. 

“My discussion is restricted to asso- 
ciations of employers and does not in- 
clude reference to employe associations 
or associations composed of individual 
professional groups such as bar associa- 
tions, teachers associations, fraternal so- 
cieties, etc. 

“My own company, for the most part, 
has avoided underwriting group insur- 
ance plans for associations composed of 
individual professional groups. We be- 
lieve that problems incident to under- 
writing and administering such groups 
leave much to be desired from the view- 
point of the insurance carrier. 

“As for trade association plans cover- 
ing employes of two or more employers, 
preferably and usually required to be 
in the same industry, I would like to 
emphasize certain considerations, apart 
from legal, which we have found from 
our experience are essential to success- 
ful underwriting. They follow: 

Type of Employer 

“The type of employer is of equ il sig- 
nificance whether such employer is to 
be insured directly under an individual 
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policy or as a participating member of 
a trade association. Industrial evalua- 
tion, employment practices, composition 
of risk as it pertains to skilled and un- 
skilled labor, male or female, labor turn- 
over, salary continuance practices, re- 
tirement practices, etc., should lose none 
of their importance to the underwriter 
in the association picture. 

“Difficulty in obtaining required in- 
formation in this regard, particularly 
when a large number of employers is 
included, is one of the hazards which 
must be contemplated and one to which 
there is no ready or simple solution. 
If such information cannot be obtained, 
however, with reasonable degree of ac- 
curacy and completeness, I would urge 
proceeding with caution, if at all. Be- 
cause of the importance of adhering to 
traditionally sound underwriting with 
regard to these essential considerations, 
the geographic distribution of participat- 
ing employer members and the average 
size of individual units, as well as the 
absolute minimum size for any unit, be- 
comes a matter of primary importance. 

“Tf membership in the association in- 
cludes groups of such insignificant size 
that no degree of uniformity with regard 
to these considerations exists, or if the 
membership is so widely spread geo- 
graphically that no evaluation of this 
kind can be made prior to proposal, the 
underwriting and administration of such 
risk is then a matter of speculation be- 
yond limits which good underwriting 
should contemplate. 

“Geographical distribution of member- 
ship also has an important bearing upon 
obtaining initially a participation suffi- 
cient to meet statutory and company un- 
derwriting requirements. Needless to 
say, acquisition cost is a matter of very 
real concern. Few companies, if any, 
are in a position to provide the man- 
power or to assume the expense of so- 
liciting innumerable employes scattered 
over wide geographical areas. Here 
again, the size of the individual member 
units is important and may have some 
bearing upon the extent to which the 
problem of geographical distribution may 
be minimized. 

“It is unquestionably true that a con- 
centration of membership within a lim- 
ited area greatly enhances successful 
underwriting, successful enrollment, and 
successful administration of any asso- 
ciation case. In the opinion of some 
experienced underwriters no attempt 
should be made to underwrite such a 
case unless membership is limited within 
the boundaries of a single state. I am 
not prepared to recommend such restric- 
tion but I do agree that our problems 
pertaining to trade associations are 
greatly increased as the geographic dis- 
tribution of membership transcends 
state boundaries. 

Favors 10 or More Employes 

“It is our opinion that as a general 
rule the number of employes per par- 
ticipating member should average 10 or 
more and in no event should employers 
with less than five employes be included 
under a plan. While I realize that these 
particular figures are subject to great 
variance of opinion they are in my 
judgment minimum requirements. To 
permit some lesser minimums is to in- 
vite severe selection in many instances 
against the plan. 

“In addition to the problem of se- 
lection resulting from inclusion in the 
plan of a substantial number of member 
employers with relatively few employes 
per employer such practice also greatly 
increases the cost and difficulties of 
enrollment, and may jeopardize success 
of the plan due to difficulties encoun- 
tered in attempting to achieve accurate 
records and correct premium billing. . 

Administration and Sale of Case 

“In the matter of administration it is 
recommended that any such case be 
written only on a non-contributory basis 
and require that the administration of 
the plan insofar as its accounting and 
premium billing functions are concerned 
be conducted by the office of the asso- 


ciation. For the usual case which ordi- 
narily includes many employer members 
with a small number of employes, a con- 
tributory plan is not feasible. Problems 
of collection and reporting by numerous 
small employers lead to confusion and 
delay with respect to accounting func- 
tions and not infrequently, therefore, 
create questions as to insurance in 
force with regard to individual employes. 

“In connection with the sale of the 
case, it is suggested that no commitment 
should be made in the absence of a 
thorough survey conducted by the asso- 
ciation to ascertain definitely what per 
cent of its members would be interested 
in participating in a proposed plan and 
which members have plans of their own 
Information regarding coverages and 
benefits as to existing member plans is 
important. Failure to obtain such infor- 
mation by survey leaves the entire out- 
come of the association plan a matter of 
mere spec ulation. .. . 

“In concluding I would like to em- 
phasize one further consideration which 
I believe to be important. Undoubtedly 
a real insurance need for many people 
can be served by such plans. If these 
plans are underwritten with care and 
reasonable precautions are observed they 
should succeed to the benefit and satis- 
faction of all interested parties. On the 
other hand poorly underwritten and 
loosely administered plans can easily re- 
flect discredit to insurance carriers. 

Brooks on Trusteed Groups 
Administration 

Edwin P. Brooks covered some of the 
administrative considerations peculiar to 
trade association and labor-management 
insurance plans. He first discussed in- 
stallation of a trusteed group insurance 
plan; (2) the accounting and other ad- 
ministrative procedures; (3) ot group 
insurance contract, and (4) claims. He 
brought out that the cidineete objective 
in administering trusteed plans “is to 
provide the maximum benefits which the 
money available will purchase.” This 

can be only done, in his opinion, by 
Sotiline administrative costs at a mini- 
mum. He maintained that administra- 
tion must be economic, flexible and fi- 
nancially sound. 

Further along in his talk Mr. Brooks 
said that in his experience the actual 
administration of some labor-manage- 
ment welfare fund cases “is largely con- 
trolled by the union trustees or union 
leaders. Other cases are controlled to 
a great extent by the management trus- 
tees or dominant management execu- 
tives. In still other cases, it is a joint 
undertaking. The degree of employer 
and union participation depends largely 
upon the background of labor manage- 
ment rel tions in the particular industry 
involved,” he said. ; : 

Mr. Brooks “brought out later in his 
address that labor-management trusteed 
plans usually present a muc h more diffi- 
cult problem of administration than the 
trade association type plans. In_ this 
connection he said: 

“Contributions to a labor-management 
welfare fund are normally based on per- 
centage of payroll or on cents per hour. 
The problem becomes particularly com- 
plicated where there is seasonal em- 
ployment, frequent transfers from one 
employer to another, and so-called mar- 
ginal employers. Eligibility and termina- 
tion provisions must be agreed upon that 
will provide enough money to success- 
fully operate the fund. 

A Case at Hand 

“Let us assume that a carrier is un- 
derwriting a labor management welfare 
fund in which the union has agreed with 
the employers upon a contribution of 

5 per hour. The first consideration is 
to obtain an accurate definition of ex- 
actly what is meant by $.5 per hour. Un- 
fortunately, this is not always done in 
the labor agreement which makes it a 
consideration which must be negotiated 
at the time the fund is installed. In es- 
timating the income which the fund can 
expect to receive from a contribution of 
$.5 per hour it is necessary to know 
whether only straight time hours are 
counted or is overtime also included. 
Does it include $.5 per hour for paid 
vacations, holidays, etc. ? 


“Having determined this consideration 
an estimate is made as to how many 
employes will work how many $.5 hours 
during a normal work year. This is 
frequently difficult to do accurately be- 
cause of economic conditions which are 
difficult to predict. Let us assume that 
we estimate that 1,000 employes will 
work an average of 1,500 hours in the 
coming year. This means that there will 
be 1,500,000 hours for which $.5 per hour 
will be paid into the welfare fund, thus 
we would estimate that approximately 
$75,000 will be available. The problem 
then is to formulate eligibility and 
termination provisions which will pro- 
vide the benefits for all eligible em- 
ployes, expense money, and a reserve at 
a cost of $75,000. 

“This job becomes more complicated, 
of course, where eligibility is tied to a 
certain number of working hours per 
month per quarter or semi-annually. If 
possible contributions should be made 
to the fund for all employes subject to 
the collective bargaining agreement 
without regard to whether or not they 
are eligible for benefits.” 

The Trust Indenture 

No discussion of the administration 
of trusteed type group insurance plans, 
in Mr. Brooks’ opinion, would be com- 
plete without mention of the trust inden- 
ture. He described it as follows: 

“This is the legal instrument which 
creates the trust fund and specifies the 
rules and regulations pertaining to its 
operation and its eventual dissolution 
if necessary. Theoretically the insurance 
carrier is not concerned with the trust 
indenture as it is not a party thereto. 
However, most carriers reserve the right 
to review the trust indenture and to 
make suggestions before giving under- 
writing approval to the case. Although 
the insurance carrier is not a party to 
the trust indenture, field representatives 
of carriers are frequently asked to pro- 
vide specimen trust indentures or to 
describe one to the trustees. Therefore, 
some carriers have provided their group 
field representatives with specimen trust 
indentures for a hypothetical labor-man- 
agement trusted case and a hypotheti- 
cal trade association case. 

In closing Mr. Brooks mentioned a 
few general considerations of interest to 
insurance carriers, and said: “If it is at 
all possible the insurance carrier should 
have personnel who are familiar with 
labor, relations and with trade associa- 
tion work. An understanding of these 
subjects often provides the key to the 
solution of problems encountered in 
administering these trusted plans. For 
example, in trade associations you fre- 
quently find a conflict of interest be- 
tween the large and small members of 
the association. In state trade associa- 
tions you sometimes find a divergence of 
interest between the large city members 
and small town and rural members. In 
working with  labor- management wel- 
fare funds insurance carrier personnel 
should realize that the welfare or insur- 
ance provisions must be bargained for 
and this bargaining must take into 
consideration the total collective bar- 
gaining situation. 

“In labor management welfare fund 
cases insurance carrier personnel should, 
in my opinion, generally assume a neu- 
tral status. It is the carrier’s responsi- 
bility to discharge all of its contractual 
obligations and to provide benefits for 
eligible employes at the lowest possible 
cost. It is not usually advisable to be- 
come involved in vag -management 
controversies. Naturally is sometimes 
difficult to maintain a soled position 
particularly where management or labor 
controls the welfare fund. 

“Finally I would urge all insurance 
carriers to keep in close contact with 
the administration of these cases. In 
our organization we have made provision 
for at least two of our experienced home 
office administrative personnel to be fa- 
miliar with the administration of each 
case of this type in addition to the 
field representatives who are servicing 
the case. We have also provided for 
periodic review of the administration of 
each case particularly the claims ex- 
perience. In this way we keep on top 
of developments.” 





J 





anuary 30, 1953 


ot 


GCG = 





















































Most people naturally respect 
age and stability in a company and 
The Home is putting its cer 
and experience solidly b 
counts is no 
but that you can © 
the benefits of that centur 
That’s why Home advertisil 
from your standpoint. It’s your ad! 


ffer your customers 


«THE HOME™ 
cPasurance Coupon 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE ° AUTOMOBILE ° 
‘THE HOME INDEMNITY COMPANY 


Cosualty Insurance * 














YOUR INSURANCE AGENT— 


tte Man with the [{undred Year Memory 


That trust has proved sound, 


THAT AGENT OF 1853 CAN HELP YOU SELL INSURANCE 


rtury of service 
ehind you. What 
t that we are 100 years old— 


y of insurance. 


yg is written 


MARINE 


Fidelity and Surety Bo 






















OU HAVE a 
>a century servi “s 
talk to your Home oe you when you 
may be as * surance 
: “a _as modern as the next po ai He 
lie fh ? ute— 
future hi thoughts look to the future om 
hagede 1is judgment and advice are s Piscondl 
se = a hundred years of Hom soundly 
"e. e a ’ ‘ ee : 
185: nsurance has come a long wz ne tial 
53—today it’s a better val 4 aed since 
yalue than e ! 
ver. 


In 1853, your home would 
have worn a fire mark to tell 
the world that you were 

insured. In 1853 The Home 
championed the American 
reset system—staked its 
aith and future on its agents. 






THE ADVERTISEMENT ABOVE 


WILL APPEAR IN: 




















More than 19 million readers 
will see your ad in February! 




















100th ANNIVE RSARY 
= 























Keep your eye on the plus values of representing the North America Companies 




































































A BRAND-NEW POLICY 


that broadens an important market for Agents 





Here is the most important new Inland Marine policy 
to be placed in Agents’ hands in the past ten years! 


It is North America’s new Valuable Personal Articles 
Policy*—a broader, scheduled policy that takes the place 
of the six separate forms now being used to insure certain 
personal possessions. 

This great new policy widens the market for Agents 
for this class of business — because it offers the insured 
broader protection, at lower rates, on jewelry, furs, silver- 
ware, cameras, musical instruments and coin and stamp 
collections. 

Since this is a scheduled policy, all six classes can be 
written in a single form, or any of the six can be com- 
bined to fit individual needs. 

You save time and trouble with North America’s 
new VPA Policy, too. Easy to rate, it simplifies your 


office detail work. Now you need only one form to 
provide your customer with this essential protection. 


Backed by a well-rounded advertising campaign in 
The Saturday Evening Post and other national publica- 
tions, this new policy is a key to increased business 
volume. It is also an important example of pioneering 
by North America — to help you render even greater 
service to your customers. 


* Not available in California, Massachusetts, New York and Texas. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


PROTECT WHAT YOU HAVE®© 1600 Arch St., Philadelphia 1, Pa. 


Pioneers in Protection—Serving with 20,000 Agents in the Public Interest 


























